New H&B 
Catalogs 


rt... your 1950 Louisville Slugger Bat 
Catalog and your 1950 Grand Slam Golf Catalog. Both 
are in full color and are ready NOW for distribution. 


There are two different editions of both—one with 
binding margin, and the other without this margin — 
and we're confident they're the most compelling sales 
literature we've ever offered. 


HILLERICH & BRADSBY CO., INC. 
LOUISVILLE 2, KY. 


R ] Be sure to take advantage of 
D rh | this free offer by reserving 
your copies now. Address 


Dept. HA. 








Announcing the addition 


of 2 


new C 








No. 812 Wooster Foss-Set “EASYFLO” Nylon Wall Brush 


Width Length Thickness 
3 2-7/6 7/8” 
3-1/2” 3-1/8” 7/8” 
ia 3-1/8” 7/8” 


4 REASONS WHY YOU SHOULD TIE 

IN WITH THE BIG $500,000 SPRING 

DRIVE ON NYLON PAINT BRUSHES 
There is magic in the word “NYLON”, and 


combined with “WOOSTER NYLON” you’ 


are offering the highest quality in consumer 
paint brushes. 


An estimated 54,107,654 persons will see 
Nylon Brush advertisements, starting April, 
1950, in Life, Better Homes & Gardens, 
American Home, Country Gentlemen, Popular 













ylon Brush Lines 


. 802 Wooster Foss-Set “SOFTIP” Nylon Varnish Brush 





Width Length Thickness 
1-1/2” 2-1/8” Lj2" 
ag 2-3/8” 9/16” 
2-1/2” 2-5/8” 5/8” 
2-7/8” 11/16” 





Leadership 
your Dealership 
Mechanics, Popular Science and Mechanix 
Illustrated. 


New, forceful merchandising and selling aids 
for Easier, Faster Selling. 
Brushes with greater eye-appeal, and out- 
standing quality, competitively priced yet 
selling at a good profit. 
GET THE DETAILS FROM YOUR DISTRIBUTOR 


WOOSTER BRUSHES 


Foss: “SEY 


jantete 
1 any iene 


1F IT’S WORTH PAINTING 


THE WOOSTER BRUSH COMPANY 
BRUSH MANUFACTURERS SINCE 


OOSTE 


FOSS-SET 


NYLON 


* WOOSTER + OHIO 


18517 


IT’S WORTH A WOOSTER BRUS5h 
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Information about what 
YALE & TOWNE are doing 
to help YALE dealers 
make more money 





“SCREEN STAR” PROGRAM OPENS 


YALE'S PARADE 


First in the series of regular bi-monthly 
retail promotions by THE YALE & TOWNE 
MANUFACTURING COMPANY is the 
“Screen Star Parade”, scheduled to 
break in April. 

“April is the month when the retail 
hardware stores make money on flies 
and mosquitoes”, points out Raymond 
K. Watkins, Trade Sales Manager. “It’s 
screen door time, and that’s time for 


> 99 


promoting our ‘Screen Stars’. 


YALE distributors are now taking 
orders for the special “Screen Star” 
package, a screen door hardware set 
consisting of 24 1011 Push-Pull Screen 


OF PROMOTIONS 


Door Catches and six 506 Airliner 
Screen Door Closers. Each assortment 
is packaged with a new three-color dis- 
play piece and a postcard for ordering 
a free newspaper mat on these products. 


Dealers are being urged to make use 
of this advertising material beginning 
the week of April 1st, during which 
the issue of the SATURDAY EVENING 
POST containing the YALE ad on the 
“Screen Stars” makes its appearance. 


Other “packaged promotions” are 
planned at 8-week intervals during the 
year. 





Colorful New Display Highlights 
“Screen Star” Promotion Program 


This attractive display, designed for counter or 
window, calls attention to YALE’s “Screen Stars’’— 
the 1011 Push-Pull Catch and the 506 Airliner pneu- 


matic-type Screen Door Closer. 


The display is sturdily constructed to support the 
actual products. It is printed in red, blue and yellow, 
forming an effective background for the red and 


yellow YALE boxes. 


One of these displays is packed with every “Screen 
Star” assortment at no extra cost to the dealer. 








“Post” Advertising Features 
Oddity in History of Locks 


A lock so constructed that it fired a pistol at anyone tam- 
pering with it, is one of the subjects of the YALE & TOWNE 
ad in the April 1st issue of the SATURDAY EVENING POST. 

This is the second in YALE’s series of ‘““Ripley-type’”’ ads 
relating little-known facts of lock history. 

The “trigger-fingered” lock (which could be disen- 
gaged by the owner who knew of a secret button to push) 
shares billing in this ad with YALE’s “Screen Stars”, 
the two items of screen door hardware featured in the 


current “packaged promotion.” 





Appears in SATURDAY EVENING POST, APRIL Ist 
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Yale “Screen Stars” 
Get Top Billing in April 


The two YALE products to be fea- 
tured in the April “packaged pro- 
motion” are the 1011 Push-Pull 
Screen Door Catch and the 506 
Airliner pneumatic-type Screen 
Door Closer. 


he 


The 1011 is a heavy-duty catch 
with all parts cast from rustless 
metal and given a bright brass or 
chrome finish. It is easy to work, 
there being no knob to turn, yet 
the positive lock holds the door 
firmly. Installation is simple — 
just one hole to bore. 


™e, 








The 506 is a pneumatic-type 
closer which can be quickly in- 
stalled by anyone—on right or 
left hand doors, inside or out- 
side. It has an adjustable spring 
for regulating closing speed 
which is completely concealed 
against dirt and moisture. It has 
a modern appearance and attrac- 
tive finish. 





Another popular item of screen 
door hardware is the 570 Screen 
Door Closer, a light-model liq- 
uid-type closer. It provides quick, 
quiet, complete closing. It is easy 
to install and adjust; noreversing 
is required, and a full-size marker 
spots the screw holes. 





The NameY A = 
Hos Make the Fale 
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ANOTHER NEW BARCALO PRODUCT THAT 


SELLS ON SIGHT! 


ia ‘4 


T’S the brand new Barcalo Combination Wrench set... 
economically-priced, compactly packaged. Drop forged from 
“special analysis” tool steel for extra strength, top customer 
satisfaction. Sizes are plainly marked on each end. Open end has 
the standard 15-degree angle. Box end has the popular 12-point 
style that allows a new grip for every 30 degrees. Attractive satin 
nickel finish with highly polished ends. Comes in 4, 5, and 6 
piece set. See your Barcalo representative — don’t miss this new 
opportunity for ‘“Sell-on-Sight” profits ! 


BARCALO MANUFACTURING COMPANY . BUFFALO 4, N. Y. 
4 HARDWARE AGE, JANUARY 26, 1950 
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HACK SAW BLADES 











Molybdenum > 





| STANDARD TUNGSTEN, sve 
HACK § AW 
< BLADES 


Griffin Quality Hack Saw Blades are now packed, 
at no extra charge, in this attractive all around 
counter and island display. Front (shown) and 
back are identical making the display usable in 


any type of space. It sells from any angle. 


These displays will remind your customers that 
they need new blades! New Griffin Blades. There 
are two displays available: 1) Contains 50 assorted 
High Speed Molybdenum Blades 2) Contains 100 
assorted Standard Tungsten Blades. 


Ask your jobber for these blade selling displays 


today! 


G. W. GRIFFIN CO. 


Franklin, New Hampshire 


General Sales Agent 
JOHN H. GRAHAM & CO., INC. 
105 Duane Street, New York 8, N. Y. 
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One of the reasons for DURALL’s fast-moving sales 


is national and trade advertising, reaching more than 
40,000,000 readers! Your sales of DURALL SCREENS will 
be stimulated this spring and summer by color advertise- 
ments in Saturday Evening Post, Better Homes and Gar- 
dens—and by other advertisements in Good Housekeeping, 
Small. Homes Guide, Architectural Forum, American 
Builder, etc.! Get ready for a big DURALL season! 

can 


; ‘S" Guaranteed by 
ae Good Housekeeping 


“ 
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Now... for the first time . . . hundreds of hard- 
ware retailers are selling full-length window 
screens! 


Selling them because they have a new kind of 
screen—a profitable specialty item—ideal for easy 
handling, good display, quick sales! 


I's DURALL aluminum tension screens—made by 
the manufacturers of the famous Opal, Liberty 
Bronze and Aldura Aluminum wire screening. 


DURALL is a revolutionary new product with ad- 
vantages home owners and building men have 
never before enjoyed in a window screen! It’s all- 
aluminum—easily installed—snaps into place from 
inside—won’t rust or stain—never needs painting— 
rolls up for storage . . . and costs so little (average 
retail cost, $3.75)! 


DURALL is shipped in light, compact cartons. 
You don’t need a large stock of odd sizes. Says 
Mr. L. S. May, Treasurer of the May Hardware 
Company, “With a constant small inventory, a 
30 to 1 turnover is obtained which surpasses any 
other hardware items. Yes, and only about ten to 
twelve popular stock sizes represent about +4 of 
the total sales.” 




















To get the full story of DURALL’s national ad- 
vertising and merchandising aids send the coupon 
below for the free “DURALL SPRING PROMO- 
TION PACKAGE.” Do this today! 


urlistest moving post-war product” 


Says Mr. Bernard McMahon, Warehouse Manager, May Hardware Company, Washington, D. C.. 


NEW YORK WIRE CLOTH CO., Desk HA-1 
445 PARK AVENUE, NEW YORK 


Please send me your free DURALL “SPRING PROMOTION PACKAGE.” 
(This package contains advertising preprints, window display, con- 
sumer booklets, radio scripts, sales letters, newspaper mat reprints, 
counter display, etc.) 





» your isfomers : ty Gia 
|. DURALL 94 @ 
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; | THE UPWARD-ACTION 
Specify No. 900 DOOR SET 
A step in the right direction — 
for assuring top performance! 


3 


ages 











The new six-panel-style 
doors, with one light per 
panel, provide greater 
strength and rigidity. 


Their attractiveness both 
inside and out enhances 
every garage installation. 


yy Your trade has 
most likely heard 
the enthusiastic en- 
dorsement of home- 
owners who have installed the National 
No. 900 Door Set in their garages. 


: : m Speeds up the getaway 


Just a finger-tip lift starts the door 
action, as vertical springs working in 
conjunction with enclosed pulleys 
furnish a perfect counterbalance for 
the weight of the doors. 


Snug-fitting rabbeted joints exclude 
moisture and a special cam closing 
device holds doors firmly against the 
stops, making a thoroughly weather- 
tight installation. 


Doors are toxic-treated to make 
them fungus and insect resistant. 





Doors are made in a variety of special sizes 
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THE SENSATIONAL NEW 





270 SO 


At $79.95 list here’s the biggest value ever offered 
in an 18-inch power-mower . . . and it’s priced for 
profit for you! It has every quality feature your 
customers expect plus the new and exclusive Davis 
Flex-A-Matic Clutch—the simplest, safest, most 
foolproof clutch on any mower. 


Briggs & Stratton 1.1 H.P. Engine 

Hyatt Automotive Precision Roller Bearings 
Semi-Pneumatic Rubber Tires 

Flex-A-Matic Clutch with Full Safety Release* 


Davis high-quality and extra-value are available in a full 
line of precision-built hand-mowers, as well as two additional 
power-mower models. 


G. W. DAVIS CORPORATION 
RICHMOND, INDIANA, U.S.A. 
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the best mower 
built the best 





*Exclusive Davis FLEX-A-MATIC 
CLUTCH with FULL SAFETY RELEASE 

..@ V-belt automatic transmission. 
Eliminates necessity for separate clutch- 
control lever. Fully automatic. Safety 
release manually controlled. Clutch 
controlled by throttle lever. Precision- 
made unit, sealed at factory. No ad- 


justing required. 





3 PROVED WAYS 


0 boodt chain sale 


For years, these chain display-merchandisers have proved 

























their money-making value in thousands of hardware 
stores. Every home and farm needs chain for some pur- 
pose... but, like pans or paint, you have to show chain 
to sell it. That’s why these compact merchandisers are 


proven profit-builders. Ask your distributor about them. 


The Chainvender 


An attractive, compact chain department in two 
square feet of floor space. Six different chain as- 
sortments available to meet the exact requirements 
of your particular area. Sturdily constructed of 
welded, heavy-gauge steel. Dimensions: 54” high, 
18” deep, 15” wide. 








The “Four Little Drums” —_ 


Add these to your Chainvender, and you have a 
complete chain department. The four most pop- 
ular sizes of electric welded proof coil chain in 
drums provide neat storage and easy handling— 
help you cash in on sales that might be missed 
when these heavier chains are stored under a 
counter or in the basement. 
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small chain—spooled for easy handling. Four spools, each con- — 
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Jack, Sash, Safety, Ladder, ms ie 
HODELL CHAIN COMPANY [excreta maaan 
Machine, Proof Coil, Liberty Please sen 


oil, Passing Link, Bulldog, . 
+ CLEVELAND 3, OHIO. * aout ff. 
ESTABLISHED 1886 — A division of THE NATIONAL SCREW & MFG. COMPANY mahow 
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New Colors— 


in 1950 





HAT’S right—Goodyear’s NEW 1950 Garden Hose 

Program lets you tap every part of your market 
for new profits! There’s a complete line of rubber 
hose, plus the new Weathermaster vinyl-covered 
hose and the lightweight all-vinyl—in attractive 
colors to appeal to every buyer from country clubs 
to the small homeowner. 


The leaders in this knockout hose line are all TiME- 
GUARANTEED— your customers know exactly what 
they're buying in terms of hose service. Whether 
they buy for quality or price, your customers will 
find the hose they want in Goodyear’s 1950 line. 


To help you profit with this all-inclusive, complete 
line, Goodyear gives you absolutely free a whole 


Dept. 742-C, Akron 16, Ohio 


Tue GoopyeaR TirE & RusBerR Company, Inc. 


Please send me full details on your 1950 Garden Hose Program: 


Name 


New Guarantees— 


New Sales Helps 


All Mean NEW HOSE PROFITS with Goodyear 





Sounds like the 
deal for me! 
















\ 


new line-up of “tell-all” sales helps —all store-tested 
—to build sales volume and hose profits. 


garden hose. Be headquarters for every hose buyer 
with this new program — the first step is to clip and 
mail the coupon below. 


Plan now to cash in on the big 1950 market for | 











Firm Name 
Street Address. 
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C] I am a Dealer |] Jobber 
My Title is eaiiiall 
City and State a 
Weathermaster—T.M . The Goodyear Tire & Rubber Company 
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Profitable NE SCO Dairy Tinware 


..emakes your store headquarters 


for top-quality dairy supplies! 


BAIL 
SUPPORTING 
EARS 


WIDE 


OFFSET - tS, SMOOTHLY 
EARS ' ae . SOLDERED 


SEAMS 


EXTRA HEAVY 


TOP WIRE . P< EASY 


POURING 
NARROW END 


STRONG 
DOME SHAPED 


BOTTOM 
HEAVY 


TIN PLATE 


EXTRA DEEP 
i lepadel Midteleo)s 


No. 1313 


The exclusive Nesco Oval Dairy Pail, of 1234 qts. capacity, is easier to hold, fill, 
clean and carry. Oval shape and offset bail-supporting ears that rest on the knees, 
lessen leg fatigue during milking. IX bright plate. 


ERE’S the complete line of fast-selling’ dairy tinware 

—the line that includes all required sizes and 
qualities—the line built to give your customers peak 
value and give you peak profits! When you stock and 
feature Nesco Dairy Tinware, you also benefit by the 
famous Nesco name that has won the confidence and 
acceptance of both the trade and the public. Order 
Nesco Dairy Tinware today! 


NATIONAL ENAMELING AND STAMPING COMPANY 
270 NORTH 12TH STREET, MILWAUKEE 1, WISCONSIN 


Sales Offices: 1430 Candler Bidg., Atlanta . 1166 Merchandise Mart, Chicago . 200 Fifth Ave., 
New York . Western Merchandise Mart, San Francisco . 901 Ambassador Blidg., St. Louis 
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NESCO ROUND DAIRY PAIL 


Bail Supporting Ears. 
No. 1213 IX bright plate 
No. 2413 IX charcoal plate 
No. 2513 3X charcoal plate 
No. 3513 IXXX charcoal plate— 
sanitary soldered 


NESCO SWISS DAIRY PAIL 
Bail Supporting Ears. 
No. 1614—14 qt. IX bright plate 
No. 1616—16 qt. IX bright plate 
No. 2616—16 qt. IXXX charcoal 
plate 
No. 3616—16 qt. IXXX charcoal 
plate sanitary soldered 


NESCO 
PLUG COVER 
CREAM CANS 

Snug - fitting 
plug cover with 
sturdy handle. 
Strong wire bail 
with hand-fitted 
black bail wood. 
Deep foot and 
dome-type bot- 
tom. 7, 9, 13, 
and 19 ats. ac- 
tual capacities. 


NESCO 
OUTSIDE-FITTING 
COVER CREAM CAN 
Deep - fitting 
outside cover 
keeps out dirt 
and germs. 
Sturdy dome- 
type bottom. 
Heavy wire bail 
has fitted grip 
for easy carry- 
ing. 9, 13, and 
19 qts. actual 
capacities. 
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"“LIFE-LOK” 


Life-Lok enables 
BURKS Water Systems 
to last 40% longer than 
any other system. It’s 
the best sales clinching 
feature in the business. 


DUAL-PURPOSE 
SYSTEM 


By adding inexpensive 
BURKS Educer unit, the 
BURKS shallow well 
system becomes a deep 
well system. No change 
necessary in pumping 
unit. This is a powerful 
sales feature where 
water levels drop 
below 28 feet. 
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YOU CAN 


DO BETTER WITH 


BURKS 


SUPER TURBINE 


Dual- Purpose 
WATER 
SYSTEM 






























ONLY BURKS GIVES YOU BOTH 


THESE POWERFUL SALES MAKERS 


@ “LIFE-LOK”’ FEATURE 
@ DUAL-PURPOSE SYSTEM 


We have room for more good BURKS dealers. If you are interested 
in making more money in the water system business, we invite 
you to investigate the BURKS Dealer proposition. , 


BURKS Water Systems are famous for their engineering excel- 
lence. They have proved their dependability—their super efficiency 
—their outstanding capacity to give years and years of trouble-free 
service. They offer many superior mechanical advantages, among 
which are the Life-Lok feature and-Dual-Purpose System. 


BURKS Dealers have the help of steady advertising in all leading 
national farm and shelter magazines—effective local advertising 
for radio, newspapers and direct mail. All replies from magazine 
ads go to the Dealer for follow-up. 


Get the entire story—our latest catalog and full details. 
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FOR TOP SORT? See PRopucts PRICED ees 





to my Jobber 


LAVELLE stands for more than 35 years leader- 
ship in the Plumbers’ Rubber Specialty Field. 


LAVELLE leadership makes your sales job 
easier with distinctive packaging, colorful dis- 
plays—a constant reminder to your customers 
at the point-of-sale. 


Talk LAVELLE to your jobber, today. 























Acme , 
FAUCET WASHERS 51k THAT LEARY, FAUCES 
“Self Merchandiser”’ — For GOOR!! 
Most popular washer : 
assortment today. Col- 2 tf sauctt Wasmens | 
orful display holds 20 ons serncmcrogy racic | 


“see-thru"’ cellophane ita as 


bags. Each bag con 
tains 4 assorted size 
Genuine, World Re- 
nowned Acme Washers 
and one brass screw. 
Can't be topped for 
real value and instant 
sales appeal, 


Fit One—Fit All 
TANK BALLS 
LAVELLE quality through and 
through — with special tapered 
seat for smooth operation on all 
size flush valves. Tough, black 
compound assures long life — 

satisfied customers. 






No. 5 Lucky Strike 
HOSE WASHERS 


Colorful “on the spot" 
salesman — reminding 
your customers of their 
needs in Garden Hose 
Washers. 

12 Garden Hose Washers 
in each envelope; 25 
labeled envelopes to a 
sales-stimulating 2 color 
display carton. 


















COLORFUL COUNTER UNIT. Reminds — 
and sells your customers on this important 
need at a glance. Holds 12 individually 









packaged tank balls, 1. ¢ 
tba a 
enw is t 

420 North Wood Street — Chicago 22, Illinois han 


TANK BALLS — FAUCET WASHERS — FORCE CUPS — HOSE WASHERS — BASIN STOPPERS — REPAIR ASSORTMENTS 
: HARDW 
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BY-PASS WASHING 


FOR 39” O.D. COPPER TUBING 





~~ 


~ ie 
BY-PASS VALVE 
A real necessity in every 
automatic washing ma" 
chine installation. Ar 

hot profit item! we 
ne en ema. 

= end. One iy * 

. oize: LF. 

iy" yey chrome — 
“Right” of saa hand hos 


Here’s a plumbing fixture that’s 
a natural for hardware dealers— 
a sure-fire profit builder because 
it fills a need and sells on sight. 
Stock it... Try it... You'll agree! 


Now Arutiteb) 


@®e@e@eee@e$8c5eeesotc7@eser#ee#ee#e#ee#ee#ee#e#eé 


1. Conventional Tray Fixture and 
BY-PASS VALVES 


I.P female thread on By-Pass Valves 
is toward supply. (Right or left 
hand hose outlet optional). 


HARDWARE AGE, JANUARY 26, 1950 









2. Compression Hose Faucets and 
BY-PASS VALVES 
I.P male thread on By-Pass Valves 


is toward supply. (Right or left 
hand hose outlet optional ). 


MACHINE VALVE 





IS HOT HARDWARE ITEM. TRY IT! 





Y 


RicEz- 
FISTER 








NG MACHINE TEE 
washing machine while us- 
ing trays for rinsing. A Die 
time saver, in great deman 


Being Lost. 
Chain Keeps Cap From Being 
No. 611 Size: 1%" or 144" x 14” slip joint coa- 
nections. Satin Chrome Finish. ieee oe 
No. 606 Size: 114" or 1/4" slip joint x male 





Sold Through Plumbing Wholesalers 
Write for Price List and Full Information 


PRICE-PFISTER BRASS MFG. CO. 
3011 Humboldt Street, Los Angeles 31, Calif. 


e*eeeeo;eeee?2e#2e+eeeeee?e ee @ e @ 
THREE APPLICATIONS WITH JUST ONE VALVWE =! 
Valve controls water to washing machine independent of tray fixture. 





3. Hood Tray Fixture and 
BY-PASS VALVES 
I.P female thread on By-Pass Valves 


is toward supply. (Right or left 
hand hose outlet optional ). 












A SUES nn, 
... Stock 


Permite 
Spraying 








Aluminum 














Stock also these other 
Fast-Selling Permite Paints 
in Standard Cans 


PERMITE CHROME FINISH 
ALUMINUM PAINT 


PERMITE OUTDOOR 
ALUMINUM PAINT 


PERMITE HOT-SEAL 
ALUMINUM PAINT 


PERMITE ALUMINUM 
ROOF COATING 


PERMITE PERMA-GOLD PAINT 


PERMIT 
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Ohozrs and re-orders are coming in fast for this new paint sen- 
sation — Permite Spraying Aluminum Enamel. For the first time, 
brightening up and protecting those hard-to-paint places around 
the home, farm or shop becomes just plain fun. Just press the 
valve button on the can, and aluminum enamel is sprayed on 
the article in a smooth, even gleaming coat. 


No tiresome brushing; no brush cleaning; no waste of paint; 
no mess; no evaporation. Ideal for painting radiators, furnace 
pipes, tools, fixtures, cupboards, bins, pails, tubs. Use on all 
exterior or interior surfaces. Tremendous time-saver. Just pick 
up the can, start painting, and the job is quickly finished. 


A year ‘round seller to home, farm and shop. Conveniently 
packed, one dozen 12-ounce cans to the carton. Priced to retail 
at $1.49 per can. Order from your Distributor. 


ALUMINUM INDUSTRIES, Cincinnati 25, Ohio 


The Originator of Ready-Mixed Aluminum Paint 
+ . READY 7 ) 
i 


joxeo ALUMINUM PAINTS 
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For Greater Window Glass Sales 


FLAG EM DOWN 
With This Illuminated Sign 


This attractive indoor illuminated hanging sign fairly shouts, 
“Look, mister—we're glass headquarters, handling nationally 
advertised L-O-F Glass, the finest that money can buy .. . Better 
get those panes you need now—here”,. 

Cut yourself in on a bigger share of this business. Use this red, 
white and blue L-O-F sign as a starting point for an attention- 
getting, cash-register-ringing display of L‘O-F Window Glass. Sell 
more putty, putty knives and glazing points, too. 

And of course you'll want a good stock of the easier cutting 
L-O-F Window Glass. For advice on what quantities of the fastest 
selling sizes to stock, call your nearest L-O-F Distributor. He'll 
tell you how you can get your sales-building illuminated L-O-F 
sign, too. Libbey-Owens-Ford Glass Company, 1415 Nicholas 


Building, Toledo 3, Ohio. 














LIBBEY:> OWENS - FORD 
aGjdl Namen GLASS 











Act Now! 


Use this coupon to get full 
information on how you can 
obtain this illuminated sign. 
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IMPORTANT: Mail this coupon to your L-O-F glass distributor 
Please give me details on how | can obtain my L*O*F illuminated hanging 


sign. 


COMPANY NAME 








(Please Print) 
STREET ADDRESS =e ee ees a 





CITY POSTAL ZONE STATE _ 
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B.E Goodrich 


announces the largest, most powerful 
sales-building campaign ever put behind 
garden hose—starts this Spring to your customers 


BY full-color ads in Life, Saturday Evening Post, Better 
Homes and Gardens — 35,000,000 hard-hitting sales im- 
pressions, tens of thousands of them right in your neighborhood! 


















To make it easy for you to make this advertising advertise you, 
B. F. Goodrich supplies a complete merchandising tie-in plan. 


And only B. F. Goodrich offers you this complete hose line: 


Koroseal—the fastest-selling hose in America. 


Thousands of people know about Koroseal. If, however, they 
want a rubber hose, they prefer one made by the same manufac- 
turer. They'll like B. F. Goodrich Garden Club. It’s lighter than 
most rubber hose, yet strong and long-lived. Attractive sage 
green. Full-flow coupling. 

For heavy duty, there’s BFG Maxecon—for golf clubs, parks, 
estates. 

For your price market, offer Signal—a hose that’s still 
well made, excellent value. 






And there’s the hose that has zoomed to 
national prominence and leadership— 
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@LEADS THE FIELD 


@ BUILDS STORE TRAFFIC 
@ WINS LASTING CUSTOMERS 


17 OROSEAL is the most popular, fastest-selling hose ever 
“ made. Dealers everywhere say a Koroseal hose display in 
the window brings in scores of people who buy the hose and 


many other profitable items. Koroseal builds business. 


Koroseal is Ys to 2 lighter than other hose, it can be left out in 
the sun, it doesn’t need to be drained, it isn’t cut even if a car 
runs over it. So, you see, Koroseal makes gardening easier—a 


powerful sales argument to men and women. 


It’s colorful—bright red or brilliant green, in new multiple- 
sided shape, with polished chrome-finish couplings. 


Couplings are reattachable so if hose is accidentally damaged, 
anyone can cut out the damaged section, and reattach the 
coupling. 
r . « . 
Koroseal is packaged for your convenience and that 
of your customers—all ready to carry out, no wrap- 


ping, no delay. 





Koroseal—Trade Mark, Reg, U, S. Pat. OF. 
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Fair trade price is $9.35 
for 50 feet, $13.20 for 75 feet 


Here's the hose line for faster sales, 
bigger profits! 
Tell your 8. F. Goodrich distributor 
you, too, want these 
extra hose profits 


Or write The B. F. Goodrich Company, Industrial 
and General Products Division, Akron, Ohio. 


BY 
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MICHIGAN CHEMICAL CORPORATION, SAINT LOUIS, MICHIGAN 


WManufacturers 
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ORGANIC AND INORGANIC BROMIDES, SALT, MAGNESIUM OXIDES, LIQUID CALCIUM 
MAGNESIUM CHLORIDE, DDT AND OTHER PHARMACEUTICAL, INDUSTRIAL AND AGRICULTURAL CHEMICALS 
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where’s 
the heat? 





fuel biils 
too high? 








AIR FILTERS 


in your forced warm air blower 
Then you'll get more heat ...cleaner heat 
-.. at lower cost. Call your hardware store, furnace 
dealer, or heating contractor today! 


AN EXTRA VALUE AT NO EXTRA COST! 
DUST-STOP Air Filters now carry the label of the 
Underwriters’ Laboratories, Inc. for fire-safety. 


*DUST-STOP is the trade-mark of Owens- 
Corning Fiberglas Cor, or impinge- 
ment type air filters 
FIBERGLAS is th k (Re 7 
Pat. Off.) of Owen Fiberalas Cor- 
poration for a variety of products made of or 
with glass fibers. 


LOOK FOR DUST-STOP “® ON THE LABEL 







I BERGLAS 











Or Be CA me 








Cartoons 
Catch Customers 
for You 





These rib-ticklers tell 9,000,000 January readers of 
House and Garden and Better Homes and Gardens 
to buy their DUST-STOF* filters from you! 


ERE’S A MID-WINTER PROFIT lift for your furnace 
filter replacement business—a lift to increase 
your DUST-STOP turn-over. This ad tells home owners 
to get new DUST-STOPS now for more heat, lower 
fuel bills, and cleaner homes. 


Tie in with this push on the big filter market. 
Free promotional pieces are available from your 
DUST-STOP distributor or jobber. Order a supply 
today, and while you're at it, order a supply of 
DUST-STOPS too! Owens-Corning Fiberglas 
Corporation, Dept. 38-A4, Toledo 1, Ohio. 


DUST, ~ 
ORs 
*T. M. REG. U.S. PAT. OFF. e FILTERS 


a OWENS CORNING 
ESA NeOReCE product 








*DUST-STOP is the trade-mark of Owens-Corning Fiberglas Corporation 
for impingement-type air filters made of glass fibers. 


FREE Selling Aids! 


ASK YOUR DUST-STOP DISTRIBUTOR 






The ad shown above 
is mounted on an 
easel for counter 
display. Eye-catch- 
| ing and selling! 
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FIBERGLAS IS IN YOUR LIFE...FOR GOOD! 


or write Owens-Corning Fiberglas Corporation, Toledo 1, Ohio 





This 4-foot dis- oe Ow 
play sells DUST- , lee cat? Tie, 
STOPS with a 8 aS ae wenlbo?, 
smash. Inform- ————— ed 
ative, colorful, The same cartoons are laid out 
easy to use. on a window streamer with ap- 
propriate selling copy. Gummed 
for immediate window use. 


- 
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KEIL key duplicating machines have proven over the years to be 
one of the outstanding profit makers in any hardware store. 


The fact that you have installed a KEIL key duplicating machine 
will automatically bring new traffic to your store. For sixty-seven 
years KEIL has manufactured the most complete line of automatic Seem 
key duplicating machines. 


Write today and let us show you how you too may increase your 
profits and traffic with a KEIL key duplicating machine. 


C O<00 I 


KE YouPLicATING MACHINES 
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NATIONAL Your Customers Want Many Items 


: 
f 


- 


HAST! Te Re 


LOOK From This Extensive Line of 








It’s Profitable to Feature National Lock Products. 
Ask About Sash and Shelf Hardware, Butts and Hinges, 


Casters, Catches, Screws and Bolts, Chest Hardware. 





AND Fast-Moving National Lock Packaged Hardware. 














iT — 
NATIONAL TUTCH LATCH PERIOD FURNITURE TRIM HANDSOME CABINET HARDWARE 
Easily applied to interior of wood Authentic reproductions. French Beautiful matched sets. Brass, 
cabinets. Opens door with gen- Gilt and Antique English fin- bronze and chrome finishes. 
tle touch. Has tremendous con- ishes. Ideal for use on either old Designs to fit every situation... 
venience and beauty appeal. or new furniture. In demand. to meet every price requirement. 
INf | Rockford, Illinois Merchant Sales Division 
E ph secre Distinctive Hardware . . . . . . All From 1 Source 
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WITH YOUR 
ORDER FOR ONLY 


b CASCO 


STEAM 
& DRY 


IRONS... 


YOU MAKE MORE SALE 


ansto 
Approved by 
Underwriters’ 
Laboratories 


STEAM IRON 


CASCO 
& 


B 
Cc 
D 


RETAIL 


17.95 
17.95 
17.95 
19.95 
15.70 


Witte ASCO} 


34.2% 
34.5% 
35.0% 
38.0% 





PPROFIT OFFERS 


ILER HE BIGGER PROFITS THEY NEED 
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WORE SATISFIED CUSTOMERS! MORE MONEY! Suc m4 


IMERICA’S FASTEST SELLING 
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Slip » 
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To Use 
STEAM 


2 casco & DRY IRONS 


ON EXTRA PROFIT OFFER “B” 


RETAIL % PROFIT ey 4 YOU M A KE 22 


17.95 40.0°% 4 i Buy 2 Games ae =o Sa 
17.95 31.3% & DRY IRONS $23.90 oua: a 


17.95 31.3% a Be eae hee wety 7895 i798 


19.95 31.3% kaets ‘TOTAL $31.85 $53.85 


oT & 6 





OFFERS 
POSITIVELY LIMITED 













Another Firat... By the World’s Largest 


ETS! 
Manufacturer of TACKLE BOXES and MINNOW BUCK 





See This Amazing 
New Development 


in Tackle Box Design 


No. 517 
At the NSGA Show! 
Here’s the newest of the new... in tackle boxes! _—_‘If you can’t see these world’s largest sellers at the 
See it... . Room 736... Morrison Hotel! Here, show, write now for the new Catalog! Be ready 


too, you'll see the only complete line of tackle’ in ’50 to cash in on the demand . . . being built 
boxes and minnow buckets offered! And, you can for you on Falls City Minnow Buckets and My 
take with you the only catalog in the industry Buddy Tackle Boxes . . . by the biggest national 
that illustrates these products in full actual colors! advertising campaign in the industry! 










NATIONALLY P| —“ 
ADVERTISED aie Vek x 


nA \ = BUCKETS 


Manufacturing Division 


STRATTON & TERSTEGGE CO., Inc. 


P.O. Box 1859 Louisville, Kentucky 





26 HARDWARE AGE, JANUARY 26, 1950 













Dick Miller (c 
Langley Exex 
President an 
fisherman, di 
Rock Cod cai 
field-testing | 
Whitecap re 


4 





HARDWAI 





» 1950 
















Dick Miller (above) 
Langley Executive Vice 
President and champion 
fisherman, displaying a 
Rock Cod caught while 


, 
field-testing the new ¢ > 
Whitecap reel. > | 
PX 
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At last! The sensational action of the Langley “Anti- 





Inertia Spool” is available in a reel for both fresh and 


salt water fishing! 








STAR DRAG, LEVEL WIND ‘'‘COMBO” REEL 


The Whitecap “Combo” takes to salt and fresh water with equal 
ease. It's Langley engineered for rugged strength with far less 
weight. It delivers a new high in performance for combination- 
type reels. Adjustable star drag. Crank is non-reversing type 
which can be thrown on or off instantly by thumb lever on head 
cap. Rust and corrosion resistant. Line capacity - 150 yards 27 
Ib. test nylon line. Weight - 9 oz. Langley Anti-Inertia Spool - 
diam. %" - width 1%". Model 410. Fair traded at $13. 


For Information on the Greatest Line of Casting Reels in America today, Contact Your Local Jobber 


LANGLEY CORPORATION, 660 SECOND AVE., SAN DIEGO 1, CALIFORNIA 
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Favorites 
FOR OVER NINETY YEARS! 





Hunting and 
Fishing 


the heavy-duty hunting fabric . . . and 
Red Head Squaltex, the popular fabric 
that combines lightweight and softness 
with toughness and resistance to briars, 
wind and water. For top features and 
fabrics in hunting clothing, see your 
Red Head dealer, today! 


RED HEAD 





BRAND COMPANY 


Hand-crafted with the same skill and 
know-how that has made Red Head 
Hunting Clothing the favorite for over 
ninety years. Field-tested to assure de- 
pendable service. A wide selection of 
canvas and leather accessories to in- 
crease your hunting pleasure is waiting 
for you at your Red Head dealer. 


RED HEAD 





BRAND COMPANY 





ME 431! W. Belmont Ave., Chicago, Ill. MS MN 431] W. Belmont Ave., Chicago, iil. =a” 
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_ When you order New Shotguns- 
Order an EXTRA ‘42° Profit, too! 


Specify a Poly-Choke on every “single” shotgun you order. 
Everyone will gladly cooperate by sending guns to us for 
Poly-Choke installations. We will install Poly-Chokes, ship 

to you, and you will have a stock of modern 9-choke all- 
purpose guns that will sell faster at an easy, extra profit to you 
























Hunters want modern guns—POLY-CHOKE equipped guns! 


Your customers know that a Poly-Choke makes any single- 
shot, pump or autoloading shotgun (12, 16, 20 gauge) 
nine-guns-in-one, always ready for any game at any range 

with any load. 


3 QUICK WAYS to 
Extra POLY-CHOKE Profits! 





1. Show prospective customers the 
Poly-Choke equipped guns in 
your stock. They'll buy. 


2 e Customers who want guns not 
in stock will quickly agree to 
Poly-Choke installations when 
you demonstrate the Poly-Choke 
advantages. 


3. Hunters who already own 
guns will want Poly-Chokes, too. 
Just ask them. 


POLY-CHOKES MAKE SHOTGUN SALES AND EXTRA PROFITS 


—— SELL 










THE 
POLY-CHOKE 
COMPANY, INC. 


=, 6.Fuh Wer. Pats. 


HARTFORD, CONN. 


ue -~ -— on Se - hae ~~ ee oe an ~- we ea a | 
START 4 The Poly-Choke Co., 23 Tunxis St., Hartford, Conn. 5 
CASHING \ Please send me without cost: " 


bs [_] (state no.) shipping cartons 
pose a KE \ [_] details of Poly-Choke profit deals ‘ 
& = [) Poly-Choke descriptive literature i 
MAIL OO a eau 1 
COUPON ie II isisninnennnsdebedantwasscenmniniionevaneiinis \ 
ADDRESS... ccccccccccccccccccccccccccccccvcccesccceoece 
TODAY i . CITY .ccccccccccccccccevecccccece STATE. wcccccccccccsece \ 


meme eemeens ee eee o 
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DISSTON HEDGE SHEARS 


Types and sizes that move fast! 
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The finest in the Disston line. 8’’ or 10’’ Disston Steel blades, 
hand-set for easy action. Quickly identified by black band. 
Notched blade. Tension bolt. 


8”—214 Ibs. ea. 10’—3 lbs. ea. Packed 1 doz. in carton. 


RETAIL 8”’ 


The 1950 Disston Garden Tool line— 
nationally advertised as always—has 
back of it Disston Quality and the sales 
appeal of the Disston name. Fine Dis- 
ston workmanship—tested design and 
construction—Disston cutting edges, 
noted for lasting sharpness—extra- 
attractive Disston finish—mean more 
satisfaction and more customers... 
more turnover and profits for you. 


$4.50 





Also No. 36 _ Disston Steel blades, hardened, tem- 
pered and hollow ground to stay sharp extra long. Serrated edge 
on top blade grips firmly, cuts clean, avoids bunching and crush- 
ing. Notched blade. Tension bolt. Hardwood handle, solidly 
riveted on long tangs, won’t loosen. Smart red lacquer band 
adds sales appeal. 

8’’— 21, lbs. ea. Packed 1 doz. in carton. 


No. 180 (KEY STONE) 


1 +1 A good moderate priced hedge shear. Blades hollow ground, pol- 
ished—top blade serrated. Hardwood handles, securely riveted. 


Disston Garden Tools now carry a new 
tag-size booklet describing this com- 
plete line. Also offers free copy of the 
popular Disston Pruning Guide. Here’s 
another Sales builder for you. 


reTAIL 953.00 























2 Attractive diagonal blue band. 
8’’—2 lbs. ea. Packed 1 doz. in carton. RETAIL $2.25 
STEADY DISSTON 
NATIONAL ADVERTISING DISSTON PACKETTE OF SHEARS 
In Better Homes and E. Star salesman on your counter 
her big-c “ 
dens penne is just @ AN { A Gives you an inviting 
ee the sales an | 4 uf store display of four 
part handising help that | .| ¥ fast sellers... 
— igston Garden =—= = “ 
makes faster for yOu. vy No. 160 Keystone ; 
Tools move wis YS No. 180 Keystone 8 
i — aS No. 36 Disston 8’ 
| No. 30 Disston 8 
i WHEN YOU SELL A 


With this basic assort- 
ment you get four 
metal display stands 
; FREE to show these 
4 shears attractively. Also four eye-catching display cards with 
space to mark your retail price. This merchandiser gets action; 
gives you a guide to your customers’ wants, so you can round out 
your stock with shears that move fastest in your store. 


Packette weighs 101% Ibs. 
your cost $7.43 retain. 599.15 


DISSTON PRODUCT 
You 


| HENRY DISSTON 
| & SONS, INC. 


154 Tacony, Philadelphia 35, Pa., U.S. A. 


In Canada, write: 


2-20 Fraser Ave., Toronto 3, Ont. 





Reg. U, 8, Pat. Off. 
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DISSTON LAWN RAKES 


Out-perform and out-sell 


go 


D-24 
SPRING ACTION RAKE 


With exclusive Disston Backbone 
Spring that relieves strain on the 
fine-tempered teeth . . . preserves 
alignment ...makes the whole 
rake stronger but lighter! The rake 
\ most people want to own; a sure 
{ best seller. 


24 Teeth. 18 lbs. per 4 doz. Packed 
¥% doz. in carton. 


RETAIL 93.00 








D-18 
SPRING ACTION RAKE 


Lighter and smaller—with same 
popular Disston features as above. 


18 Teeth. 13144 lbs. per % doz: 
Packed % doz. in carton. 


RETAIL 92.25 


K-11 
KEYSTONE RAKETTE 


Is out front in its class, with hard- 
ened and tempered flat spring teeth 
designed to touch all around. Bril- 
liantly lacquered in blue. Sturdy 

. serviceable . . . rounds out 
your Disston Rake assortment. 
24 lbs. per doz. Packed 1 doz. in 


carton. 
rerau. 99.25 








ee 


WATCH FOR ANNOUNCEMENT 
BIG NEWS °¢ BIG SALES 


Be on the lookout for the DISSTON NATIONAL HARDWARE WEEK 











SPECIAL. Coming soon. 


DISSTON 
HAND PRUNERS 


The right type to 


sell every customer 








Disston’s finest. Drop forged steel— 
tough—stays sharp. Narrow blades cut 
close to other branches. Powerful, 
smooth, light action. Specially contoured 
handles — comfortable — non-pinching. 
Leather thong catch. 

9” over-all. 934 lbs. per doz. Individu- 


ally boxed. 
retaiL $3.50 
No. 142 


Drop forged; Disston quality in a popu- 
lar competitive shears. Non-pinch han- 
dles brightly lacquered in black and 
orange. Leather thong catch. 

9” over-all. 12 lbs. per doz. Individu- 


ally boxed. 

RETALL 92.25 
The Disston line of pruners also includes 
Keystone No. 201 and Quaker City No. 
106 to give you a range for all demands. 


DISSTON 
GRASS SHEARS 


Popular Seller 





Easy-squeeze, non-tiring action. Tem- 
pered steel blades bolted to comfortable, 
lightweight handles. 13 lbs. per doz. 
Packed 1 in box; 3 doz. in carton. 


reTAIL 99.95 


Also GRASS HOOKS and SLASHERS — GARDEN 
TROWELS — LOPPING SHEARS — TREE PRUNERS 
— PRUNING SAWS... 


Made in all wanted types and sizes for every 
gardening service. Select your stock from the 
Disston Garden Tool Line. Make your store 
Headquarters for Gardeners —and make more 
money. 
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More people are buying Pol-mer-ik 


Four powerful forces are at work increasing sales of Pol-mer-ik, already America’s 
favorite linseed oil. And with retailers averaging 3314% gross profit on sales, the margin 


on each sale has increased proportionately. 


43 336 million consumers will be reading 
Pol-mer-ik Boiled Oil advertising in 
national magazines in 1950. This means 
more sales. 


2) 100°, Pure Supertreated Pol-mer-ik is 
already America’s best known and most 
widely accepted linseed oil. Supertreated 
to brush smoother, level better, it forms 
a tougher film that adds durability and 
beauty to the completed paint job. It’s 
the extra value oil at no extra cost. 


© The new and expanded merchandising 
and sales help program permits every re- 
tailer to tie in effectively with Pol-mer-ik’s 
powerful national campaign. This point 
of sales material will increase sales. 


4) The ‘‘101 Handy Home Uses’’ cam- 
paign featuring Pol-mer-ik Boiled as an 
excellent furniture polish, rust inhibitor, 
etc. provides a broad year ’round market 
with an unlimited Pol-mer-ik sales po- 
tential. Every householder is a prospect. 


SUPERTREATED Polmerik 100% PURE LINSEED OIL 








FOR 
BETTER PAINTING 
AND 
“101 HANDY 
HOME USES” 











ARCHER DANIELS MIDLAND COMPANY 


600 ROANOKE BUILDING + MINNEAPOLIS 2, MINNESOTA 


Gentlemen: 
Please send me full details on the new POL-MER-!B) profit Plan. 


Name 
Address_ 
City aaieand 


l usually buy my linseed oil from 








a “UTILITY” 
am 5AfETY ott Can Opener and Bottle 


Opener with ...4 plastic handle 


Automatic spring adjustment 
prevents binding or slipping— 
holds can securely for pouring 
preheated contents. 

Made cf heavy gauge steel, 
brightly chrome plated, with 
molded plastic handle. 
Individually boxed. Retail 


® Here’s the new Vaughan 
chrome plated can opener that 
sells on sight. Bright red plas- 
tic handle, plus “safety roll’’ 
feature, makes it a must for 
colorful kitchens. Effortless 
and safe to use, it rolls the edge 
smooth as it holds and opens 











square, round or oval cans. price—59c. 
4 
i 
| World's Largest 
: Manufacturer of 
VAUGHAN MFG., CO. ! Bottle Openers 
3211 Carroll Avenue * Chicago 24, Ill. | and Can Openers 
Half-Century of Quality and Service 1 
CEES NRW LES 
T 
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HOUSEWARES ITEM! 
Patent 
Pending 








Keeps Bread and 
Pastry “Bakery-Fresh” 
and Tasty! 





Simply place 
HumaBred in 
Bread Box or 


Packaged in 
Cookie Jar! 


this attractive 
Counter Display Carton! 


SEE YOUR JOBBER OR WRITE 


the NORGENE Mfg. Co. 


2000 Elm St. NW Cleveland 13. Ohio 





















PROFIT FACTS 


Q. What pot cleaner shows you a higher 
profit per sale? 


A. | st PROFIT CHORE GIRL 


The all-copper, non-rusting, non- 
splintering, pot cleaner that’s kind 
to fingers and hands. 














/ 


ae 


STOCK ME...DISPLAY ME 
AND YOU'LL PROFIT! 


“7 ES SIR! It’s the HIGH 
PROFIT items like me— 
CHORE GIRL—that keep your 
gross margins up. As the leading all-copper pot cleaner, 
I’m a steady turnover product .. . I take little room on 
shelf, counter or in stockroom ...I have no storage 
problems... and I carry a higher margin-for-profit allow- 
ance. 


“Your customers know I never rust, splinter or get in their fin- 
gers. They see my friendly ads regularly in Good Housekeeping, 
Ladies’ Home Journal, Farm Journal, Country Gentleman, 
Woman’s Day, Family Circle . . . and in Nancy Sasser’s famous 
Buy-Lines column. 


“Keep plenty of me in stock . .. well-displayed to remind 


your customers they need a fresk supply. Mr. Merchant, 
put me where I'll be seen and you'll profit...” 


‘‘AND I MEAN 


Hb 


PROFIT!” 


GIRL 


5. 
TILE CORP. ° ROSELLE 19 N. 
MILTON, ONT 
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STRONGEST SELLING IRONING TABLES 


Month after Month 
Arvin’s two spectacular values 















lead in stores from 
coast to coast 


on Ke rune o> 
‘> Guaranteed by 
Good Housekeeping 
» 


* 
P43 apvransee WE 


Retailers everywhere say they 
never before sold ironing tables 
at the rate they’re selling Ar- 
VIN’s two great value-leaders! 
. .. The overwhelming trend in 
consumer demand is TO ARVIN 
. .. because ARVIN tables give 
the biggest money’s-worth in 
quality, in durability, in per- 
fect ironing results with less 
effort, in less time. 

Get your share of big-volume 
profits! ... Tie-in your store 
merchandising with ARVIN’s 
powerful 80-million-reader 
campaign of NATIONAL ADVER- 





STYLE 1300 — ADJUSTABLE 


Amazingly quick and easy, 
30-second, ‘‘fool-proof”’ adjustment 


to 4 most comfortable heights \: TISING. 
(Patent for standing or sitting. Both tables are packed in easy to store 
Applied for) cartons. 


yz» STYLE 1200 
STANDARD 


By far the fastest 
selling, lowest priced, by itself. Releases 
nationally advertised all- with one finger. 
metal ironing table | A plus-feature 
on sale anywhere! | of both tables. 


Famous Automatic 
Arvin Safety Lock 










Slips into place 





RAVE the name on mony profit-building products of 
NOBLITT-SPARKS INDUSTRIES, Inc., 
Columbus, Indiana 


ARVIN is the nation’s largest manufacturer 
of all-metal ironing tables. 








orsrassureo 1 Sabgpanton & Cd, Me. 


1107 BROADWAY, NEW YORK CITY 10 - AMERICAN FURNITURE MART, CHICAGO 11 - WESTERN MERCHANDISE MART, SAN FRANCISCO 3 


@ METAL CHROME-PLATED DINETTE SETS 
@ ALL-METAL IRONING TABLES 
@ METAL OUTDOOR FURNITURE 








NATIONALLY ADVERTISED 
Send for our illustrated Ironing Table Catalog Sheets 
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cabi... NETS with 


ee 
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assortment 


no. 
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cabinet 







Height .12%4” 
Base...11%"x 15” 
Shipping Weight in 


.. about 25 lbs. 


retail value 
of this assortment..2125 


e Sales-compelling display of hot forged steel 
scissors, UNCONDITIONALLY GUARANTEED ... 
with SLOW SELLERS EXCHANGED FOR FAST ONES 
... ANY TIME! 

e Small, compact all wood display, with maple 
finish .. . pad under glass . . . surplus stock on shelves 
protected by back sliding panel. 

e NO INVENTORY PROBLEMS... . Scissors numbered 
on pad with surplus stock in boxes correspondingly 
numbered. 

WRITE for complete assortment and FREE catalogue 
sheets .. . also for information on larger assortments. 







ve 
a? 


CUTLERY CORP. 
“Quality Cutlery Ever Since 1888” 
151 West 19th Street, New York 11 


Corrugated container 











TOP-OF-STOVE OVENS 
are a “MUST” fo fill out 
your utensil line! 








‘Tater Baker* wakes one to five 
potatoes to tender goodness; warms 
buns, rolls, leftovers; bakes 
apples, restores crispness. 


Ovenola* bakes and roasts meats, 
cakes, pies, rolls and many other 
oven dishes. Heat gauge in cover 
assures controlled recipe cooking. 


eon cru > 

‘* Guaranteed by > ‘ 

Good Housekeeping J’ ‘ 

“4 y des 
™ — 


407 
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Sa 
ag 
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f 


= | 
INDIVIDUALLY 
GIFT-BOXED 


¢ Aes ' 


Top-of-stove baking has become immensely popular 
with the American housewife. It is estimated that 
close to 1,000,000 top-of-stove ovens were sold in 
1949! 
in” on this trend by filling out his utensil line with 
top-of-stove ovens. 


Every aggressive hardware dealer can “cash 
ee 


Everedy leads the field in top-of-stove ovens with 
the trim, handsome "Tater Baker and the big, useful 
Ovenola. Simple comparison with other makes of 
these long-lasting chrome-finished steel beauties will 
convince you of this fact. 


Everedy’s “Tater Baker and Ovenola have been and 
will be consistently advertised to over 10,000,000 
WOMEN! What’s more, we furnish FREE mats. 


radio scripts, photos and electros. 


See your friendly hardware jobber for the latest 
literature and prices. We’re sure he'll tell you 


EST 
EVEREDY MAKES THE B 
TOP-OF-STOVE OVENS: 


*r.m. REG. APP. FOR 


The EVEREDY @, 


FREDERICK, MARYLAND 


WORLD'S LARGEST MAKERS OF CHROME KITCHEN UTENSILS 





MAKERS OF 'TATER BAKER * OVENOLA & KAKE-SAVER © BACON -EGGER 
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The design is illustrated in all 
white. Also available in red 
and white, yellow and white. 


VISIT OUR 


No. 794-796 


) 
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CHICAGO BOOTH. 








" 





National Can’s 


me field 
Pan 


DESIGN 


Sux this new design now... note its sales-attracting 
beauty...and you'll make it the Spring feature in your 
housewares department. 

A beautifully varied spray of field flowers mingled with 
stalks of wheat comprises the central motif of this new 
National Can feature. Complementing the eye-catching 
decoration is a colorful base of Scotch plaid and a choice 
of white, yellow, or red trim. The entire design — flowers, 
wheat, plaid base and trim —is permanently lithographed 
in full color on each item of National Can’s renowned 
14-piece ensemble. 


HOUSEWARES DIVISION 


NATIONAL CAR 


CORPORA T I 


110 East 42nd Street, New York 17, N. Y. 


7932 


37 








As ADVERTISE 


” Bronson gate 2 ye a a 





Bron 











j 3 US Biss 
ER! sf 4 RTISED <a : 
3 Bronson iin 7 “. 


J. A. Coxe 60-C .. . $11.00 








Bronson Altoona 4250... $2.75 


A. 625... $8. 
J. A. Coxe 325-L... $9.00 J. A. Coxe $ 








THE RRANCAN REFI COMPANY « RRONNSON MICH 











The Famous WYTEFACE steel Tapes 


4 


plus an eye-catching 


Counter Display Unit 


are creating hardware-profit NEWS! 





Drafting, 
Reproduction, 
Surveying Equipment 
and Materials, 
Slide Rules, 
Measuring Tapes. 


WYTEFACE* Steel Tapes are famous among hardware 
dealers for their obvious superiority . . . for the way 
exacting customers demand them. 

WYTEFACE Steel Tapes are easier to read in any light 
with their black markings on white background. The 
white surface will not crack, chip or peel. 

But K&E Does Even More 

To Help Build Your Profits! 

You can sell WYTEFACE with one of the most 
merchandising-minded metal counter displays in the 
business. It dramatically sells WYTEFACE Tapes... 






saves you inventory space ... makes your counter work 
easier. For instance... 


1. Your customers see the actual easy-to-read, black-on-white tapes. 
2. The glass front protects the tapes from handling and loss. 

3. Stock is held in the roomy back compartment. 

4, Sales features printed on the back help clerks. 


Next time you order WY TEFACE Steel Tapes and Tape 
Rules and Refills, ask your jobber for one of the two 
assortments which come packed in this handsome dis- 
play. You'll sell more much faster. 

*Trade Mark. Wyteface Steel Tapes are protected by U.S. Patent 2,089,209. 


KEUFFEL & ESSER CO. 


EST. 1867 


NEW YORK © HOBOKEN,N.J. © CHICAGO ° = ST. LOUIS 


40 


DETROIT * SAN FRANCISCO © LOS ANGELES * MONTREAL 
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GET TOP HOBBY SEASON SALES 





KI eT 


LES RIGHT AWAY? 


6 in. SKIL Home Shop 
prenuarhe i Sander Polisher 


Adjusts for bevel and depth o 





ORDER TODAY FOR SA 












e Winter months are active months for 


your hobbyist customers—for your home 
shop tool department. Sell SKIL Home Shop 
Tools and accessories for every kind of 
workshop job. Satisfy your most particular 


’ customer with SKIL Home Shop quality 
Sands! Polishes! Drills! q] and design. Use this top-notch selling sea- 
Favorite er —_ \ son profitably with forceful selling and at- 
eel tractive displays. Make your home 


workshop section pay off with aggressively 
V2 in. SKIL Home Shop merchandised, nationally advertised, profit- 
a planned SKIL Home Shop Tools. 








SKIL Home Shop Tools are made by 
SKILSAW, INC. 
5033 Elston Ave., Chicago 30, Ill. 
Factory Branches in Principal Cities 


In Canada: SKILTOOLS, LTD. 
&6 Portland St., Toronto, Ont. 






A handy handful 


of drilling power! Big-drill 


rformance at a 
Home Shop price! 













Belt ane 


Takes all the work out 
of sanding! y. 






SKIL Home Shop 
Saw Table 





SKIL Home Shop 
Bench Stands 
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WARREN TOOLS 


SO NEAT, SO SALABLE — 
. . . THIS PACKAGE 












EASILY IDENTIFIED 


PRECISION STRIKING FACES 


FACTORY 
FITTED HANDLES 


No. 84-H Double Face Blacksmiths’ Sledge 


shown action-mounted with handle inserted. 


WARREN-TEED Sledges and Hammers 
Say “BUY ME!” to Customers .. . 


Want to know something profitable about your customers? 






They like to see Warren-Teed tools displayed with handles 





PACKED IN 
CARTONS 


\ 


ready for instant use. They like to lift ‘em, to test the balance, to 
rub their smooth well-turned handles . . . before they buy. 


Warren Tool’s new carton also protects that eye-catching 




















factory finish from unsightly surface nicks and scratches. Take Every 

advantage of your customers’ wishes to see and feel attractive every 

tools. Push 

give t! 

Order today your supply of hammers and sledges, con- right { 

veniently packed in trim corrugated cartons and clearly marked Fac 

ac 

for quick identification. Whether you select handled or non- athens 

Too dtlstration shows ste sedges with hendles handled Warren-Teed tools, you'll like the way your inventory openinr 
ae. a eae and storage work is eased by our new unit packaging. Better cases. 

bly identified. mm i , . 

isles yet, you'll like your increased profits! Order now. ponies 

case sc 

The 

blades 

Ne a ee OR On Fam On OR. a On. aw im men) | — 

where. 

General Offices... Warren, Ohio and ot 

General Sales Offices...105 W. Adams St., Chicago 3, Ill . 

Export Division ...30 Church St., New York 7, N.Y ular R 

Britair 
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Everyone needs rules ... and you have a rule for 
everyone’s needs when you stock Stanley Pull- 
Push Rules—the complete line. They’re made to 
give the utmost in work value and they’re priced 
right for customer satisfaction. 


Each Stanley Pull-Push Rule has smooth, well- 
balanced blade action, and carefully designed small 
openings for the blade to prevent dirt from entering 
cases. All Pull-Push Rules with the Stanley brand 
are made with smooth, rounded edges on the 
case so they’ll stand on the side. 


These features plus nickel plated or white finish 
blades with easy-to-read numerals mean greater 
utility . . . make Stanley Rules favorites every- 
where. Stanley Rules are advertised in the Post 
and other consumer magazines. Order these pop- 
ular Rules from your jobber. Stanley Tools, New 
Britain, Connecticut. 
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YOULL SELL MORE... 


MAKE MOKE 


with the Complete STANLEY Line 
of popular PULL-PUSH RULES 


} 


THE TOOL BOX OF THE WORLD 








STANLEY, 


HARDWARE + HAND TOOLS 
ELECTRIC TOOLS «+ STEEL STRAPPING 





| 


| 
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50% in 1949! 


“COLOR DYNAMICS For Your Home” 
Helps to Increase Paint Sales 


Says H. C. OSBORN, 
Pittsburgh Paint Dealer, 
Dallas, Texas 











pee Paint dealers all over the country report that 
the steadily increasing interest among home-owners in 
Pittsburgh’s COLOR DYNAMICS is increasing sales and 
profits for them. Characteristic of the dealers’ unusual sales 
feature is this comment from H. C. Osborn, of the Quality 
Hardware Company, Pittsburgh Paint dealer in Dallas, 
Texas. Mr. Osborn writes: 

@ ‘Last spring we mailed 1620 copies of ‘COLOR DY- 
NAMICS For Your Home’ to customers. This advertising 
has paid off better than anything else we have ever tried. Our 
paint sales were 50% higher than the past year. Our paint 


PAINTS ° GLASS e 


,iteawe © & € Fe 





PITTSBURGH PAINTS 


CHEMICALS e 


department is now the largest single department in the store. 
Much of this increase we attribute to the effectiveness of 
Pittsburgh COLOR DYNAMICS. May we congratulate you 
on this exceptional sales feature and the help you give dealers 
to make use of it’ 


@ Take advantage of the sweeping interest in COLOR 
DYNAMICS. Write, wire or phone us today. We'll gladly 
have a representative call to discuss the possibility of estab- 
lishing your store as the headquarters in your community 
for home-owners who wish to “Paint RIGHT with COLOR 
DYNAMICS and Paint BEST with Pittsburgh Paints!” 
Pittsburgh Plate Glass Co., Paint Div., Pittsburgh 22, Pa. 


BRUSHES e PLASTICS 


CO mer AR TE 
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KAY-TIT 


KAY-TITE controls water seepage in porous masonry. 
Can now be obtained, in addition to WHITE, in the 


N 8 COLORS) 






following colors: “ KAY-TITE* PRIMER 
BUFF BRICK RED CREAM BLUE I/7 / 
SPANISH BUFF GRAY GREEN ROSE ¢ This compound conditions non-porous sur- 


\ \ “ faces so that regular KAY-TITE may then 
~ -be applied. This primer adheres to any 
ra _ painted or unpainted surface. 


“ 
bei z 
- .'s : ow Pad 
Oo > Ga aa ae 
ae 2? pes 
» 


~_ ASBESTO-LITE* 










Hl 


is a compound for restoring old, 











weather beaten asbestos shingles. 





Applied either by brush or spray. 
It leaves a durable rock like sur- 
face that is completely weatherproof. 


\ : , spogegeye 

P. 7 = t “ae FOR FULL INFORMATION ABOUT 
"HYDROXIN'"* ANY OR ALL OF THESE PROD- 

For dust proofing concrete floors UCTS, SEE YOUR WHOLESALER 

.. . An integral liquid compound to OR WRITE ak ak 


be used in the making of concrete. 

Mixed with cement it speeds up KAY-TITE COMPANY 
hardening .. . Resists freezing until 

setting takes place . . . The result 

is that concrete is more dense, water WEST ORANGE - NEW JERSEY 


tight and will not scale or chip. More than 20 years of satisfactory performance 











*Registered Trade Mark 
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NEW — FLEXIBLE — 
_SANDANSER. 


SAVES TIME and 
( MATERIAL 
FITS THE HAND 














FITS THE JOB ; 
This Flexible Sander and 


Polisher fits all curved and 
flat surfaces. Constructed to mini- 
mize hand fatigue. Uses 1/3 standard 


sheet abrasive paper. 

Sold with complete kit for home use. Kit 

includes Sandanser, lambs wool bonnet for 

polishing, 2 felt finishing pads for use with pumice 

stone, package of pumice stone and a supply of 

abrasive paper. Sandanser will be sold alone for the 

trade: carpenters, painters, plasterers, body shops, 
boat yards, etc. 





Large liberal discounts to Dealers and Jobbers. 
FOR FURTHER INFORMATION WRITE TO DEPT. H1 


ROLINE, INC. 


1128 E. 134th Street e Cleveland 10, O. 






OTTO BERNZ CO., Inc. a . 


LUMO SCS RA © MECHANICS TOOLS 
Since 1876 Pp 


























EXPLAIN TO CUSTOMERS HOW 


CONNECTICUT VALLEY MFG. CO. 


GET THAT KEENER EDGE ON THEIR 


EXPANSIVE BITS 


The edges of this expansive bit are hand- 
sharpened. The steel is always uniform — 


For 
HIGHER 
PROFITS 


FASTER 
TURNOVER 





made to our own special analysis — 

forged and heat-treated in our own plant. 
* Another Conn. Valley feature that makes 

‘XN good work easier 

~ 


ar«_-2 6s... * GET THIS NEW DISPLAY 


\N Contains 50 individually boxed pulleys— 
in the popular fast-selling sizes and bores. 
You make higher profits and have faster 
turnover when using this handsome, new 
3-color Counter Assortment with visual in- 
ventory control. Write your jobber for new 
low prices and full information. Also get 
the Congress V-Belt Display Assortment. 


CATALOG ON REQUEST 


PTT ate | col 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 




















Laugh at Grain and Knots 


This bit has no center point, but 
is guided by its circular rim. This 
permits it to bore at any angle, 
often against the grain and into 
knots. Cuts any arc of a circle, 
too. In hand brace shanks from 
\%” to 2” ard in machine shanks 
from 4" to 3”. 








“The CONNECTICUT ee 


CENTERBROOK, 


VALLEY MFG. CO. CONN. 
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QUALITY . . . Tops! 
BRISTLES . . . Finest Chinese Bristles! 
WORKMANSHIP... Superior! 
DELIVERY . . . As Fast As You Desire! 


SERVICE . . . As You Expect! 
PRICES... Practically Pre-War or Lower! 





FOR OVER A QUARTER CENTURY OUR 
MANAGEMENT HAS MANUFACTURED AND 
MERCHANDISED POPULAR PRICED BRUSHES 
- » » IN FACT, IT’S OUR THIRTIETH YEAR! 


Colonial Brush Manufacturing Company, Inc. 
60 THAYER STREET © BOSTON 18, MASS. 
TELEPHONE HUbbard 2-3582 
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The No. 40ST-O display features 
15 assorted pieces including couplings 
. . - bearings ... pillow blocks... 
adjustable hangers . . . shaft collars, 
etc. all tor t.h.p. drives. 


This display will make your store 
the headquarters for home, farm and 
tactory transmission supplies ... there 
are no dust catchers here... all items 
are proven sellers. 


Finished in red, white and blue and 
requiring a wall space only 13” wide 
by 25" high this attractive display 
will sell for you. 





DISPLAYS 


A COMPLETE POWER 
TRANSMISSION 
DEPARTMENT 


“Right at Your Fingertips” 


The No. 60ST-P pulley dis- 
play gives you a complete line 
of the 57 fastest selling "A" sec- 
tion pulleys .. . sizes range from 
11/," to 10" in diameter . . . bore 
sizes come in 1/"-59"-%" di- 
ameters. 

There's no more hunting thru 
drawers or on shelves ... all items 
are clearly marked and in full 
view. 

This attractive display is finished 
in red, white and blue, and re- 
quires a wall space only 16” wide 
by 36” high. 


CHICAGO. 





The No. 80ST-M mandre/! 
display offers you 7 of the 
fastest selling mandrels. 


There are models for saw- 
. for farm...home...and 
for farm... home... and 
factory use. 


Featuring this display will 
increase not only mandrel sales 
. but pulley, belt, saw and 
buff sales will increase as well. 
The display is 16" wide and 
32" high and is finished in red, 


white and blue enamel. 


MFG'D BY 


DIE 


CASTING MFG. CO. 


2510-14 WEST MONROE STREET 


CHICAGO 12, 





ILLINOIS 


_ 








HOLD-E-ZEE 






THE ORIGINAL 
AUTOMATIC GRIP 










Sell Easter! 
Repeat Oftener! 


They’re Nationally Ad- 
vertised to millions of 
tool-using people * 
packed with Wanted 
Features * available in 
Models for All Types of 
Screws * backed by 
eye-catching Boxes and 
Displays * unsurpassed 
in Quality. 


MODELS FOR ™ I 
BOTH TYPES OF 
RECESSED HEAD SCREWS 


® 


UPSON BROS., INC. 
ROCHESTER 4, N.Y. 












Order Thru Your Jobber! 


























THE FINEST... 
at a far lower price! 






COMPARE 
BLUE BIRD in 
Quality, Finish 
AND PRICE! 


No. 210 
Illustrated 









No finer solid drop forged 
snips on the market — at 
any price! Longer-lasting 
cutting edge, accurately 
: 10-Inch adjusted, fully guaranteed 
Circular Pattern. 

List Price: $1.58. 


Write for complete catalog. 





Bergman TOOL MFG. CO., INC. 


1573 NIAGARA ST. BUFFALO 13, N. Y. 


Established 1899—Manufacturing Fine Quality Tools Over 50 Years 
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The NEW SUPER 





4inl 


TOOLMART 






No.168 Assortment 


98% of 








ALL FAST MOVING NUMBERS 
SMALL INVESTMENT 
FINEST QUALITY TOOLS 


Contains 28 %-inch drive hot forged 
sockets and 12 attachments; 32 42-inch 
drive hot forged sockets and attachments; 
20 pliers; 18 screwdrivers and 46 box- 
end, open-end and combination wrenches 
attractively displayed on a sturdy compact 
metal display rack. The finest that 











money can buy... guaranteed against 
defective materials and workmanship. 


CONTACT YOUR JOBBER TODAY 
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Ce Cover 
Th — Consumer Demand! 


METCOID 












The modern, quick turnover, tool merchandiser 
—All Complete in one compact, self-selling 
display. No obsolescence. A complete stock 
to service virtually all tool requirements for 
shop, home, factory or farm . . . covering 
98% of all consumer demand. A ‘perfect 
“up front” merchandiser that stimulates quick, 


profitable sales. 





METCOID SOCKETS ARE HOT FORGED! 
Thinner Walls + Lighter Weight + Deeper Broach* Stronger 














List Price $189.00 Dealer's Price $126.00 


SOLD ONLY THROUGH AUTHORIZED JOBBERS 


PLANO, ILLINOIS 
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Catch Extra Sales This Spring 
with Guaranteed HORNETS 


(Guaranteed to catch more fish) 


... | told Rodney 
hed better be careful 
when he uses 


that HORNET 











As appearing in 
Outdoor Life and 
Field and Stream. 











HORNETS are beautifully made 
precision quality lures — that sell on sight! 


Three sizes— Nos. 3 (1/6 0z.), 2/0 (2/5 o0z.), 7/0 
(1 0z.), each size in combinations of red, yellow, 
green, black and white trim on bodies, swivel- 
guard and tails of soft pliable plastic. Line 
keels prevent line twist. Bodies of 
nickeled brass. No. 3, 75c each re- 
tail, No. 2/0, $1.25, 
No. 7/0, $1.75 — full 
profit for you. Dozen 
to carton. We back you 
fully on guarantee. 
Write today for 
catalog-folder 
and prices. 
























No. 3 Hornet 

weight 1/6 oz. 
(actual size) 

For trolling, casting, 

spinning 









HORNET, INC. 


400 Clark St., Elyria, Ohio 














Win Big 1950 Sales With These Versatile 









Also 
Makers Of 
Bristol Golf Clubs 


“All-Purpose”’ - Telescopic Rods - Reels - Nylon 
Bait Casting Lines 





“All-Purpose” Multiple Action 
Reel No. 63—$4.00 (including tax) 


This inexpensive, but sturdily-con- 
structed reel is designed especially for 
Bristol Telescopic Rods. It is as versa- 
tile for all types of fishing as are the 
rods themselves. Its spool holds ade- 
quate lengths of line either for bait or 
fly casting. 


Nylon Bait 
Casting 

‘ Line 
100 Yds. 
15 Ib. 
test— $2.60 


A Bristol-quaiity, core-deep, water- 
proofed line made of duPont Nylon. 
Durable in either salt or fresh water. 
Available in jet black, or light green. 


LEFT—Hexagonal Telescopic 
Rod No. 3 — $7.50 (including tax) 


This handsome telescopic aristocrat 
... 4 joints... 9 feet in length .. . fea- 
tures an adjustable (patented) joint 
lock which locks the joints at any de- 
sired rod-length while keeping the 
guides in perfect alignment. 


RIGHT— Round Telescopic 
Rod No. 15—$4.00 (including tox) 
This “big-value’’ and widely popular 
telescopic rod... 3 joints... 8% feet ir 
length . . . has a particularly wide ap- 
peal for still fishing. 
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LIFE 
LADIES’ HOME JOURNAL 
SATURDAY EVENING POST 


Making HY-LO the New 
household word in 
Vacuum Bottles 



















Not just one ad or two during the year— 
but month after month in the leading nation- 
al magazines—Hy-Lo “the green bottle with 
the red top”: is becoming firmly fixed in the 
minds of millions as the vacuum bottle to 
buy—for fun and satisfaction! 












Display the Hy-Lo prominently in your 
store—your customers will reach for the 
bottle they see advertised in their favorite 
national magazines. 


AGAIN and AGAIN and AGAIN 


e ALADDIN INDUSTRIES, INCORPORATED 
703 Murfreesboro Road Space 1107, Merchandise Mart 105 E. Lexington Drive 
Nashville, Tennessee Chicago, Illinois Glendale, California 
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TYMSAVER 
MOPPING 
UNIT 


A heavy duty outfit 
for regular mopping 
chores. Available in 
16, 26 and 35 quart 
capacities. Also sup- 
plied with gliders, 
instead of casters, if 
desired. 








Save time and babor 





TYMSAVER MOPPING OUTFITS 


“A good job demands GOOD tools.” 
That’s why thousands of mainte- 
nance people have standardized on 
WHITE Tymsaver Mopping Outfits. 
They know, from experience that 
WHITE makes dependable, easy-to- 
use equipment... ruggedly con- 
structed to withstand years of use— 
and abuse! 


SENIOR MOPMASTER 


For greater ease and efficiency, 
employing the two-bucket sys- 
tem. Saves waste of cleaning 
compound—gets better results. 
too. Buckets and mop squeezer 
mounted on compact truck with 
brass bearing rubber casters. 
Available in variety of models 
and bucket capacities. 


wi 


The powerful WHITE all-metal mop 
Squeezer presses mop drier and 
cleaner, with no splash. Leak-proof 
oval bucket is made of sturdy 24- 
gauge steel —securely hand sold- 
ered. Plenty of room for water, mop 
squeezer and mop. Entire unit is 
mounted on easy rolling solid rub- 
ber casters—glides effortlessly over 
the floor; no marring or scratching. 





Next time you buy or specify mop- 
ping equipment... say WHITE... 
+: and you'll be RIGHT! 


WHITE MOP WRINGER CO. FULTONVILLE, N. Y. 


MANUFACTURERS OF... A Complete Line of Floor Cleaning Equipment 












































GRILLES 
But like th: 
be eloquer 
PERFORATED GRILLES you have fc 
matic clot 
by PARKER = 
y out of the j 
Immediate Shipment! _— 
On stock sizes or sizes made to soteen 
your order. heater you 
Grilles made in Aluminum, You'll be 
FRONT Steel, Brass and Bronze. sell her an 
2 Perforated sheets in stock in 
Featuring: many varied patterns. 
@ We make a complete line of 
ist id | ; 
Attractive assortment of pictures lithographed on wae cies nit eatin 
metal blanks permanently clenched into the face lets with prices. 
of the flue stoppers. Folding wire fasteners at- 
tached to slots raised from the metal of the blank. 
Bi 
i... Fasteners Pes ee” Wie 
ney GE" PSE LET SE 
andl : TATAY 
Packing—! dozen per carton, | gross per case anVanV 4am ALLCRAFT 
Order from Your Wholesaler, or Write Us for Reference S. PARKER HARDWARE MFG. C ‘ HOTPOINT 
SINCE 1900 RHEEM + 
ROCKFORD, Builders * Showcase * Cabinet Hardware 
J. a CLARK MANUFACTURING CO. ILLINOIS 27 LUDLOW STREET * NEW YORK 2, NY. * Phone WAlker 5-6300 
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Your best 


water heater salesman 


4 


But like the ventriloquist’s dummy, he can sure 
be eloquent! Because one of the best salesmen 
you have for Electric Water Heaters is the auto- 
matic clothes washer. Every time you sell a 
washer it makes an A-1 water heater prospect 
out of the purchaser. Without a constant supply 
of hot water the washer can’t do a good job. 


So be sure to ask what type and size of water 
heater your customer now has in her home. 
You'll be surprised to find how easy it is to 
sell her an Electric Water Heater and how many 





“They” re what people want! 


155 East 44th Street, New York 17, N.Y. 


ELECTRIC WATER HEATER SECTION — Nati 


actual sales result from this approach. Try it, 
prove to yourself how successful it is. 


The same principle holds true every time you 
sell an Electric Dishwasher, Range or Clothes 
Dryer. Each of these appliances also paves the 
way for an Electric Water Heater sale—the dish- 
washer because it, too, needs a dependable sup- 
ply of hot water at the proper temperature— 
the other two appliances because when a home 
is wired for them it’s easier and cheaper to in- 
stall an Electric Water Heater. 


Electrical M *, A 





ALLCRAFT + BAUER * BRADFORD - CROSLEY - FAIRBANKS-MORSE + FOWLER - 


Ric WATER. MEATERS: 


FRIGIDAIRE + GENERAL ELECTRIC 







Even if you don’t make the water heater sale 
at the time you sell another appliance, put each 
customer on your hot prospect list and follow 
up frequently. The job is made easier by the 
fact that people want electric hot water. Indus- 
try figures and surveys show that. More people 
all the time are buying Electric Water Heaters. 


Finally, there’s more profit for you, because 
of the larger dollar volume on Electric Water 
Heaters, which means you make more on each 
sale. Be sure to cash in on these facts. 


orang sae 
oe 


LESS E 


Ben 


HOTPOINT + HOTSTREAM + JOHN WOOD + KELVINATOR » LAWSON + MERTLAND + MONARCH + NORGE + PEMCO + REX 
RHEEM + SELECTRIC + SEPCO - SMITHWAY + THERMOGRAY - TOASTMASTER + UNIVERSAL + WESIX * WESTINGHOUSE 
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think of Spring 


and your customers’ 
brush-needs! 








OXCO'S “DUOFOLD” WRAPPER > 


Oxco makes a wide line of Spring clean-up brushes q re 
including kalsomine, whitewash, smoothing, roof- KALSOMINE BRUSHES 


ing and painters’ dusters. There’s a size and style Filling materials include black China bristle, sterilized 
for every customer’s need—for home or professional black and bleached horse hair, bleached and un- 
a bleached white and light grey tampico fibre, as well as 

use, at a price to fit every customer’s pocketbook. various blends of these materials. Lacquered seasoned 
And Oxco’s Spring clean-up brushes are backed by hardwood blocks and handles—nickel ferrules. Sizes 
Ox Fibre’s 66 f , in th from 6” through 8”. Packed in unique ‘‘DUOFOLD” 
= years of experience in the manufacture wrapper for long life and counter display. Ask about 


of quality brushes. the Kalwash Assortment. 


Make a note to get the details and prices from your WHITEWASH BRUSHES Ce 


; Filli terials, Ms 
jobber now. Order your supply soon and be ready thet hg eter ecu 


when the warm Spring weather fires your customers similar to kalsomine 
: tT) ” . brushes with several 
into ‘‘fixin’ up the old place”. Be sure to specify re wget tg 


Oxco brushes—accept no substitutes. Sizes from 6” up to 
8”. Ask about the 
White Way Assort- 
ment. 




















PAPER HANGERS’ 


SMOOTHING BRUSHES ROOFING 


BRUSHES (x /@® 
ie ee £ ee ie PAINTERS’ 
mc Erey a a DUSTERS 


white tampico 
fibre. Seasoned Sterilized black 
horse hair and 


hardwood 
handles. Ask a- tampico blends. 
Seasoned hard- 


bout the spe- 
Stiff sterilized black horse hair, white tampico_ cially packaged 4 wood handles. 
fibre and black plastic bristles. Seasoned hard- Tarboy Roof 
wood handles finished in natural lacquer. brush. 








MR. JOBBER 


How’s your inventory of Oxco kalsomine, whitewash, 
smoothing, roofing brushes and painters’ dusters? Better 
check it now—while there’s time. Then call in your 
friendly Oxco representative—he’s an expert on brushes 
and he has all the facts in Oxco’s colorful catalog and 


OX FIBRE BRUSH COMPANY, INC. price list. 
FREDERICK ofebiished /S§§F MARYLAND = 
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WRITE NOW! 


Get the full facts on FLATLUX 
and the exclusive BPS territory 
Franchise that mean faster sales 
... fatter profits in 1950. Join 
the swing to BPS... Best Paint 
Sold. The Patterson-Sargent 
Co., General Offices, 1325 East 
38th St., Cleveland 14, Ohio. 











































@ NO STRIPPING... 
from heavy wrenching 


@ NO SLIPPAGE... 
strong, accurate heads 


@ NO SHANK FAILURE... 
under heavy pulling 


@ EASY SPINNING... 
precision threads 


WITH THESE 


... two of the more than 20,000 
members of the long-established 
REPUBLIC UPSON Line. 


REPUBLIC STEEL CORPORATION 
Bolt & Nut Division 

CLEVELAND, OHIO ° GADSDEN, ALABAMA 

Export Department: Chrysler Bldg., New York 17, N.Y. 
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NING THE FASTENING HABITS OF INDUSTRY—— 
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PORTER-CABLE MACHINE CO, 2°2).) N: Saline Sty Syracuse, N-Y- 





sia EN 


| c 3 | Incl motor 

Market Includes: roimraamea 
Furniture Makers... 

Novelty Shops... 








Plane attachment . $18.50 
Ge és ow 2 0 2.00 





Carpenters... . Cutter...:... 4.50 
Home Owners... Motor Unit .... 40.00 
Bench Stand and Other Accessories, 

Hobbyists eee extra 


Once again Guild comes forth with a winner. The new Guild Power Plane, at a 
popular price! It’s sure to attract a wide range of purchasers. Its accessories will be good 
sellers, too—accessories that convert the Power Plane into a Jointer and a Moulding 
Plane. Look at the features that make the Guild Power Plane unmatched in its field: 


SPEEDIEST PLANE OF ITS TYPE— With Power-Plus motor, zips over surface at 22,000 rpm 
with perfect accuracy—absolutely smooth, waveless. 


HARDENED STEEL SPIRAL CUTTER— 1'3/,” cutting width. Cutting depth adjustable from 0” 
to %,” while in operation. Bevel adjustment to 25°. 


EASY TO HANDLE—Light weight (only 8 Ibs.) makes it especially maneuverable. 


MANY-PURPOSE APPLICATIONS—Does a professional job at planing and fitting doors— 
drawers—screens—storm windows—trim of all types. Valuable for numerous home-shop 
projects such as bookcases—shelves—kitchen and other cabinets—mantels—built-in 
furniture. 


SAME MOTOR SERVES ROUTER, TOO—The Guild Power Plane motor is interchangeable 
with the famous Guild Router. Just a twist of the wrist is all that is necessary to change 
this motor from one Guild tool to the other. Power Plane sold as a unit or 
parts sold separately for those who already have the Guild Router. 


ACCESSORIES— Bench Stand, Sharpening Attachment, Hinge Butt Templet, 
Chip Deflector, wide selection of bits and cutters—all add to the skillful 
use of this versatile tool. 


PLANE CUTTER SHARPENING ATTACHMENT—So sim- 
ple to operate that the user can sharpen the 
plane cutter and be back on the job in 3 
minutes. Pays for itself in money saved. No 
skill required to get perfectly ground edges. 








@ Here’s a new source of dealer profit—opened up by the 
new Guild Power Plane and its easily adaptable accessories. 
So don’t delay. Order your stock today. 


In Canada (Except B. C.): Write Strongridge, Ltd., St. Catherines, Ont. 
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\ HOT TIP, PAL, 


— QUALITY © 
LINE 


@ EVERYBODY’S BUYING ’EM. Wherever 
parts or articles need to be kept safely and in an orderly 
fashion, the No. 286 is ideal. 


green enamel, size 534” x 644” 





small 


All steel, nickeled pulls, 
x 844”, adjustable com- 
Packs six to a carton. 


partments. Order from your job- 


ber at once. 


bWutervlow 


VALVE SPRING 
COMPRESSOR CO. 


“‘Wuterbov Dowa 
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For Your Customers 
Who Know Good Tools 


Among your customers there is a certain group 
who recognize the value of the finest tools made. 
They know that the quality of the work they do 
—the speed with which they do it—depends in 
no small measure on the quality of the tools 
they use. 


Kleins were made for these men. 


Klein Pliers are available in a wide variety of 
sizes and patterns to meet any plier need. Be 
sure you have a stock of the more popular items 
in the Klein line on hand to serve those custom- 
ers who want the best. 


Distributed Through Jobbers 
Foreign Distributor: 
International Standard Electric Corp., New York 





The Klein Pocket Tool Guide, 
showing the Klein line and con- 
taining useful information, will be 
mailed on request. 


wes KLE INS 


18 ILLINOJS 
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Schlage Display Cards 





Here’s your tie-in with Schlage advertising in 
leading national architectural, building, insti- 






tutional, and home magazines. These display 






cards emphasize the leadership of Schlage in 











the development of the cylindrical lock and the 
use of Schlage locks in the country’s outstand- 
ing buildings. 


oor These colorful card units are attractive... 


g ¢ > can be used to dress up a window or counter 
&} 


display of Schlage mounted samples. 






Schlage cylindrical locks are leaders in both 
style and quality. They are the headliners in 
featured new homes. If you don’t have Schlage 
locks in stock, see your jobber or write direct 
to Schlage Lock Company, 2201 Bayshore, San 
Francisco 19, Calif. 





SCHLAGE LOCK COMPANY 
SAN FRANCISCO + NEW VORK 








THE NEW DOYLE ROTO-TRIM 
MOWERS WILL MEAN BIGGER 
SALES FOR YOUR STORE 


Don’t miss the boat—look into’ this 
NOW! Doyle ROTO-TRIM mowers 
have all the quality features cus- 
tomers want, PLUS the new Edge- 
Trim on both sides; they cut ALL 
the grass right up to buildings, 
plantings, sidewalks. A. cinch to 
sell, because they give a neater job 
in less time and with less work. 





















U. S. statistics show sales of rotary 
power mowers zooming. People 
want them—and with ROTO-TRIM’s 
low retail prices, they can afford 
them. Plan NOW to stock these new 
mowers this spring . . . we'll back 
‘. you up with good material ... and 
‘. GET YOUR SHARE OF THESE BIG 
* PROFITS! 












EDGE - TRIM 
ON BOTH SIDES 
TRIMS CLEAN T0 
THE EDGE 








atl fe) [ WO oh | H) 





BUILT IN TWO SIZES | 


MODEL B 


retails at 


MODEL A 


retails at 


18-in. tempered steel 
cutting blade; 1.6 
h.p. 4-cycle Briggs 
& Stratton engine. 
Wt., 63 Ibs. 


20-in. cutting blade; 
4-cycle Briggs & 
Stratton 1.6 h.p. en. 
gine with automatic 
starter. Wt., 66 Ibs. 


id 0 Ae 


Le eT 


$99° 


f.o.b. K.C., Mo, 





BOTH MODELS HAVE self-adjusting handle; front, 
side and rear safety guards; adjustable cutting 
height; oil bath type air filter; ‘suction-type 
carburetor. Operate on regular gasoline. 


FIND OUT MORE! WRITE TODAY TO... 
J. G. DOYLE ENGINEERING CO. 


Dept. H2, 526 Cherry Street, Kansas City 6, Missouri 






This heavy duty tractor 
clevis is just one of more 
than 100 different Moline clevises. 





customers have used our Moline 


clevises for over a quarter century 


A good number of hardware jobbers and dealers still in 
business today handled the Moline line "way back when". 


Now the Moline line is handled by thousands of jobbers 
and dealers everywhere. We are pleased that our clevis 
and other farm supplies have 
delivered satisfaction over 
the years. Moline Iron Works, 
Moline, Ulinois. 


MOLINE 


yRON WORKS 


S.A 
MOLINE, yLLIROS v 


Write for catalog and prices on the 
world's most complete Clevis Line 
























WRIGHT 
FUR FARM 
NETTING 


is always reliable .. . 

a prime necessity in 
fur farming. Carefully | 
and evenly woven 
from quality wires 
heavily and brightly 
galvanized by the 
Wright process. Made 
in sizes to meet vari- 
Ous requirements. 


: Bogie § 
j ’ j 
“Seer A ie 


CF WRIGHT s3 


WORCESTER * MASS. 
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PRUNING SHEAR 


has wider-opening throat, 50% 









more bite. Alloy steel blade, 






self-aligning anvil. 2.75. 


HEDGE SHEAR 


with perfected “consecutive 













cut” blades, easy-grip rub- 
ber handles, sells for 3.95. 





LONG HANDLE GRASS 
SHEAR oolls effortlessly on 4-oz. 


rubber wheels, has easy Doo-Klip 
3.50 








action... 


SNIP-ITT Jr. 


is a lightweight tool pat- 
terned after the famous 
Standard Doo-Klip Grass 
Shear... 1.50 


. to sell at 







WATCH 
FOR THE 
TIMELY 


G Doo-kiijp 


‘ADS IN THESE 
MAGAZINES... 





America’s favorite. Tilting stud action. 






Grass is cut clean by electro-plated 
1.95 








serrated blades 





Better Homes and Gardens 


e American Home * House 


and Garden « House Beautiful 


You will sell more lawn and garden tools when you 
show the full line of distinctive Doo-Klip products. 
Doo-Klip tools keep grass, shrubs, hedges, and trees 
neater with less effort. Priced right, attractively 
designed, nationally advertised to bring profitable 


business your way ... you'll do better with Doo-Klip! 
DoG-Kijp venrer pRorits ARE PROTECTED ENGINEERING AND MANUFACTURING CO. 


ptlliance, Ohio 
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You can be happy this time 
next year too... if you 


Pbawe with Rabbermad 


A record-breaking 126% increase in 
Rubbermaid sales through jobbers was 
made in 1949. 

Individual stores that stocked, displayed 
and promoted the complete Rubbermaid 
line had sales increases of as much as 507% 
over 1948. 

Yet house to house surveys show a vast 
unfilled consumer demand for Rubbermaid 
products. 

Are you getting your share of the tre- 
mendous potential Rubbermaid business 
from your presold customers? 

Plan now for new increased sales 
opportunities and plus-profits in 1950 with 
nationally advertised Rubbermaid. 


Ricbbermaid @souseware 


Fastest Growing Housewares Line in America 


THE WOOSTER RUBBER COMPANY, 
WOOSTER, OHIO 





EXTRA EYE AND SALES APPEAL 


WITH 


HARDWARE DISPLAY 


ASSORTMENTS 
ON REVOLVING STANDS 






Cumplete assortments of 
hardware and_ revolving \ 


carton quickly set up J 
ready to go to work. The #& 
hardware assortments are 
packaged in Plastic bags 
that always stay “fresh” 
and clean. Mounted on 
Larson Red Merchardise 
Cards. 


They're attractive! "iggg wT, 
They're colorful! 7 (le ee 
They sell! | | 
Write for colortul oe 


literature on 
Larson's Hardware 
Assortments 


a 
No. AS-7 Assortment 
Wire Goods 


CHAS. O. LARSON 
STERLING « ILLINOIS 


oF 














ROGERS 


“GORILLA GRIP” GLUE 





Hold customers by selling them the glue that 
has tremendous strength in every drop . . . sets 
quickly . . . bonds permanently. Customer satis- 
faction means steady sales — new business — 


Hardware Trade. There's no cut-price competi- 
tion from chain stores, group order buyers, and 
mail order houses. 


ty bigger profits. 
Profits stick because Rogers sells only to the 


the beat LIQUID FISH GLUE &, 








GLOUCESTER, MASS. 
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10 OUNCE TUMBLER: Scalloped design 
gives tumbler greater rim strength. Crystal 
clear, opaque red, yellow, green, blue or 
black. Molded and distributed by Bliss- 
craft of Hollywood, 6674 Santa Monica 
Bivd., Hollywood 38, Calif. 





Reet ooo | 


FUTURO SALT and PEPPER SHAKERS and 
7" FRUIT and SALAD BOWL: Colorful 
additions to the Futuro line. Yellow, green, 
red or blue. Molded and distributed by 
Burroughs Mfg. Corp., 3831 Verduge 
Road, Los Angeles 41, Calif. 





CAKE PLATE WITH COVER: Cake plate 
measures 12” diameter, 62” high. Clear 
covers with red, white or yellow platters 
with matching handles. Molded and dis- 
tributed by Tri State Plastic Molding Co., 
Henderson, Ky. 


Now in 1950, Dow has designed an even 
more colorful and stimulating national ad- 
Vertising program to maintain “customer 
preference” for plastics housewares made 
of STYRON (Dow polystyrene). Impres- 
sive four color advertisements will appear 
regularly in the magazines that reach your 
customers: Ladies’ Home Journal, Better 

omes and Gardens. Good Housekeeping 
and The Saturday Evening Post. 


Plastics Division SHW-2—THE DOW CHEMICAL COMPANY 









Get on the bandwagon! Plan your seasonal 
promotion around these colorful, durable 
STYRON housewares that are _ budget- 
priced for increased turnover and high 
volume sales. 

When ordering—specify evaluated house- 
wares bearing the “made of STYRON” 
label. It’s your guide in selecting better 
plastic products that you can buy and sell 
with confidence. 


MIDLAND, MICHIGAN 


Watch for Dow's 10th Styron House- 
wares Buyers’ Check List. You'll find 
it filled with exciting, colorful plastics 
housewares. It's your buying guide 
to better housewares made of 
America’s No. 1 plastic . . . Styron. 


NAL ADVERTISING 
customer preference 
for 





VY, LB. and 1 LB. BUTTER DISHES: Attrac- 
tively designed for storage or table use. 
In red, green, crystal or pearl color. 
Molded and distributed by Columbus 
Plastic Products, Inc., 1625 W. Mound St., 
Columbus 4, Ohio. 





FLATWARE CADDY: Holds 150 pieces of 
silverware inplace. Molded by MacDonald 
Mfgr. Co. Distributed by Vogue Product 
Co., 18300 Wildemere Avenue, Detroit 
21, Michigan. 





REFRIGERATOR BOXES: Tight fitting lids 
give excellent food preservation. Molded 
and distributed by Carnival Toy Manv- 
facturing Company, 698 E. 142nd St., 
Bronx, N. Y. 





New York » Boston « Philadelphia » Washington © Atlanta « Cleveland © Detroit « Chicage » St. Lewis « Houston © Sam Francisco « Les Angeles © Seattle « Dow Chemical ef Canada, Limited, Terente, Canada 
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I: DEPENDS on your loca- 
tion. Jones’ Hardware, 
located in the heart of a 
timber and pulpwood 
region, features saw files. Jones builds him- 
self a reputation in that field and gets ’way 


ATA eae 


ahead of his rivals on turnover. Smith, lo-, 


cated in a farming community, Keeps well 
supplied with fast-selling general-repair and 
sharpening files. Brown, in a mid-city loca- 
tion, broadens his line to meet all comers — 
carries novelty and “occasional” types as well 
as the regular quick sellers—through having 
complete stocks becomes known as “‘file head- 
quarters’’—cashes in on big volume. 


¢ 
- 
> 





ae 





NICHOLSON FILE CO. © 25 ACORN STREET, PROVIDENCE 1, RHODE ISLAND 


(in Canada, Port Hope, Ont.) 


LECTED EL 





_— 


sa e 
. 4 
* oe 


mi Kechter tery 
48 aes 


It’s worth while making a study of the file 
market in your particular community... 
and then getting behind it with the right 
stocks and a sound selling program. Because 
files, by their nature, require replacement 
more frequently than any other widely used 
type of hand tool, turnover is more rapid; 
your yearly profit margin is greater. Have 
you thought of these things? 

Your wholesaler can give you 
good advice on the right file setup 
for your trading area. The pro- 
fusely illustrated 48-page Nichol- 
son book, “File Filosophy,” will 
help, too. Send for it - FREE! 
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@ AMERICAN CHAIN Offers 
the popular‘‘Sales-Maker’’ 
—the most efficient means 
ever found for demonstrat- 
ing and selling chain at re- 
tail. It’s a salesman and a 
complete “‘chain department”’ in less than two 
square feet of floor space. 

Your American Chain distributor will give 
you the details of the ‘“‘Sales-Maker’’ plan; tell 
you what assortments of popular patterns of 
chain are now available. 









Nera ee - AMERICAN— 


ni vi es 


| at Mites 
R. C. BRENIZER 

American Chain 

District Sales Manager 

in Philadelphia. 

An American Chain man 

since March, 1923. 









York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
’ Pittsburgh, Pertiand, San Francisco, Bridgeport, Conn. 







AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 





In Business for Your Safety 
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Informal Editorial Comments 





Should Regulation W Be Revised 


nomic Report of January 6, 
urged return of the Federal 
Reserve Board’s power to regulate 
instalment credit terms. He would 
also give the Board power to regu- 
late speculative trading on com- 
modity exchanges. Of the months 
since the demise of Regulation W, 
he said, “Since that time the exces- 
sive relaxation of instalment terms 
offered to consumers has demon- 
strated the need for the restoration 
of the board’s authority.” 
Some hardware dealers agree 


Prem DENT TRUMAN’S. Eco- 


In Some Form? 


with the President’s contention. 
This is particularly true of those 
beset with competition from the 
“dollar down” and “no down pay- 
ment” boys, selling major appli- 
ances, radio sets, television equip- 
ment, as well as other items of 
high unit sale. Other hardware 
dealers so strongly oppose any ex- 
tension of any resumption of gov- 
ernmental power to regulate busi- 
ness that they would oppose re- 
turn of Regulation W. or anything 
like it. 


Hardware dealers wanting Regu- 


of -@ 


lation W. or something akin to it, 
should immediately contact their 
Congressmen in Washington. 
Those opposed should promptly 
inform their legislators. Direct 
individual opinions “pro” or 
“con” reflect the interest of voters. 
Opinions expressed in the name of 
organized ‘groups can suggest 
properly or otherwise—just plain 
lobbying. 

Remember that individual com- 
ments, to Congressmen, mean 
votes, which are not unimportant 
in Washington. 


What "Tax Inequities’ Does Our President Mean? 


OME of the millions of Ameri- 
cans who read or heard Presi- 
dent Truman’s “State of the 
Union” Address, January 4, were 
heartened by the suggestion that, 


“we should make some changes 
in our tax system which will re- 
duce present inequities.” We 
heartily agree. particularly IF the 
President, or Congress, is giving 


thought to “Taxing the Untaxed” 
when speaking of reducing “pres- 
ent inequities.” Again we urge 
hardwaremen to express their 
opinions directly to Washington. 
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Whether President Truman, or 
very many members of Congress 
are even thinking of co-operatives, 
when such comments are made, is 
difficult to say, at this writing. We 
should soon know what “inequi- 
ties” are being considered. All 
hardwaremen, retail dealers par- 
ticularly, should protest to Wash- 
ington. Those who have already 


done so, should repeat their pro- 
tests and those who have not ex- 
pressed their opinions, to their 
elected representatives, should do 
so today. 

Remind your Congressmen 
about that estimated $17 billion 
volume, with estimated profits 
close to $2 billion. Tell them also 
that as co-operatives grow under 


their present tax advantages, pri- 
vate business suffers. And that 
sufferance affects the ability of 
private business to make profit 
and thus pay taxes. 

Tell your elected Washington 
representatives you want them to 
“Tax the Untaxed.” It takes tax 
collections to run our government, 
with its increasing expenditures. 


Let's Throw Away the Crystal Ball 
And Get Down to Good Business 


EAR-END reports are in. And 

if business did not break any 
records, in most instances sales 
and profit figures should have sent 
the “Prophets of Gloom” into re- 
tirement. So, it’s time to throw 
away those clouded crystal balls 
and get back to the pre-war cus- 
tom of measuring the current 
prospects by projecting last year’s 
performance to cover the new sell- 


ing job that is to be performed. 

If you couldn’t sell merchandise 
you didn’t have, you can’t do it 
now. And, if you can’t get mer- 
chandise you don’t have, you can’t 
sell it either. The key to the solu- 
tion is in the exact science of in- 
ventory control. It tells you what 
you're selling, and perhaps even 
more important, what you’re not 
selling. 


With proper inventory control. 
you don’t need a crystal ball for 
you can tell where you've been 
sales-wise and where you can hope 
to go. It can avoid, in future 
years, a situation created in the 
past in some lines whereby dealers 
and wholesalers shelves remained 
empty while orders continued to 
pile up until factories cried 
“enough!” 


Manufacturers Can Help Tell the Story 


NE of the fastest approaches, 

in the hardware business, to 
publicizing the true story of the 
multiplicity of hidden taxes enter- 
ing into the cost of merchandise, 
would be to start right with the 
manufacturer. True, it is the ulti- 
mate consumer who finally pays 
the taxes, but all too often he 
merely looks askance at the gross 
price of merchandise and then 
blames that price on everyone who 
handled those goods before he 
received them. And sometimes 
the consumer is so annoyed he 
doesn’t buy, despite his ability to 
do so. 


Manufacturers—more than any- 


Of Hidden Taxes 


one else in our, distribution pat- 
tern—-are conscious of hidden 
taxes. Many hardware and allied 
line manufacturers have long used 
tags, stickers, booklets and other 
means to tell wholesalers, mer- 
chants and consumers, about their 
products. guarantee, component 
parts, quality and means of getting 
the greatest service out of their 
wares. Attached to, or distributea 
with, goods such informative 
pieces of printed matter could be 
expanded to tell Mr. and Mrs. 
John Q. Public about as many of 
the hidden taxes entering into 
costs as they can. 

A mere statement to the effect 


that a certain percentage of the 
cost “of this tool is in hidden 
taxes,” is not sufficient. Transpor- 
tation, communication, processing, 
income, local, state and Federal 
taxes paid by the manufacturer 
are but a few of the taxes paid by 
the manufacturer before he ships 
merchandise toward his final cus- 
tomer. 

As far as possible he would do 
well to list some of these taxes, in 
relation to the total final cost of 
the item. Armed with such data— 
and adding hidden taxes he pays 
himself—the dealer can and should 
pass along this appalling story to 
his customers. 
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ILCO DUPLIMATIC 
Key Cutting Machine 







ees 


is an automatic money-maker! 
3 
’ Slip in the old key and the new blank, flip the switch, press the 
starting lever . . . and woosh! — in 20 seconds, there she is! 
Yes, the ILCO DUPLIMATIC turns out a perfect duplicate 
key automatically, in 20 seconds, without attention. 
Now you can have a profitable cylinder key cutting business 
§ in a space 12 x 24 inches, with low overhead, small stock invest- 
ment, no special training . . . and only a tiny fraction of the time 
required to cut keys “by hand.” It’s an automatic money-maker! 
Write, wire or phone for complete story. Two models, No. 
183DM without motor; No. 2183DM with motor. Each machine 
is tested and guaranteed 100% against defects in material and 


And remember —ILCO manufactures 
the largest, most accurate and de- 
pendable line of Key Blanks in the 


world! workmanship. 


INDEPENDENT LOCK COMPANY 
FITCHBURG, MASSACHUSETTS 
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Major appliances line one of the aisles so as to make an impression 
on the customers walking through the store. And it helps make sales. 


Good Location Big Factor 


Goor judgement in 


choice of location has been a major 
factor in the success of Empire 
Hardware, Spokane, Wash. The 
ageressive merchandising methods 
of its owner, C. E. Clarke, has been 
another. 

At the end of his third full yea: 
in business, Mr. Clarke’s venture 


oo & & 


Started only three years ago. this 

store now grosses $100,000 a year 

and being in a residential area it 
caters to a home trade. 
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Open display and a wide assortment of china and gift merchandise makes 
it possible for Empire Hardware to turn this stock four times a year. 


in New Store's Success 


has an annual gross volume of 
$100,000. 

The store was located near Spo- 
kane’s north city limits so that it 
would have a convenient drive-in 
location on a major highway. It is 
next door to a heavily patronized 
chain grocery and draws from a 
well populated section and from 
recently built new suburban 
homes. 


Display Space 


The store’s display space, 38 by 
63 ft.. is rather limited for the 
quantity of merchandise that is 
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Situated next to a chain grocery store, in a 
growing suburban section, and a drive-in from 
a main highway have been important causes of 
growth for three-year-old Empire Hardware 


handled, which includes a full line 
of china and gift wares as well as 
major appliances. 

Because of the amount of space 
available it was imperative to use 
open, self-service fixtures in order 
to get maximum use of it. The 
island displays were built with the 
top shelf below eye level in order 


to have an over-all store visibility. 

General hardware items take up 
nearly half of the floor space, on 
the left hand side of the store. 
Sporting goods occupy the favored 
spot on the left side, with the front 
section of the wall cases. China 
and gift ware are displayed on the 
right side of the store, and take 
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about one-third of the store area. 
Appliances are displayed in a row 
in the center of the store. These 
run almost the full length of the 
store alongside the main aisle lead- 
ing from the entrance to the wrap- 
ping counter at the rear. Con- 
sequently, virtually all store traf- 
fic passes the appliances. 

All merchandise is departmental- 
ized which makes for easy self- 
service shopping and _ increased 
impulse sales. This also facilitates 
stock control. Bookkeeping, like- 
wise, is handled according to de 
partments, with the advantage that 
the owner can tell exactly how fast 
merchandise is moving in each 
category. Every item on the floor 
is marked with both the retail 
price and the company’s own pri- 


vate code for the wholesale price. 
Variety is a primary require- 
ment in the gift and china depart- 
ment, according to Mr. Clarke, and 
he makes a point of seeing that 
new designs are coming in at all 
times. Stock in this departmeni 
turns over about four times a year. 
and if an item doesn’t move within 
a reasonable time he promptly re- 
duces the price to make room tor 
a faster selling item. Since this 
is primarily a women’s depart- 
ment, he has turned over the buy- 
ing and selling of this ware to a 
capable woman employee. 


Big Appliance Sales 
Appliances make up approxi- 
mately 20 per cent of the store’s 
eross sales volume. Mr. Clarke 





handles just one major line in each 
class of appliance which allows 
him to offer a good variety despite 
his limited floor space for this 
merchandise. Service is perform- 
ed by an independent service man, 
on a contract basis. 

A particularly successful promo 
tion in this department, was the 
recent offering of a set of stainless 
steel with each purchase of an elec- 
tric range. Retail value of the free 
merchandise was limited to 10 per 
cent of the price of the range. The 
offer was effective for two weeks 
and sold eight ranges during that 
period. 

The most effective form of ad- 
vertising in his particular area. 
Mr. Clarke has found, has been 


(Continued on page 107) 


Gift Department the Key to Increase in Volume 


Since W. H. Bostrom 
moved his hardware store to a 
new location last May retail 
volume has jumped 35 per cent. 
“The key to our increased 
volume at our new location, West 
McDowell St. at Seventh Ave., in 
Phoenix, Ariz., is that we're get- 
ting more women’s trade,” says 
Mr. Bostrom. “And we bring the 
women to our store by featuring 


The merchandise below in circle 
has always a definite use in a 
home. That's why it sells. 
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a good up-to-date gift department. 

“We attract women with color- 
ful items that are closely related 
to their homes,” he says. “Not 
knick-knacks. But items that are 
closely related to homemaking and 
entertaining: unusual service 
plates, attractive cookie jars, pep- 
per mills, gift dinnerware, punch 
bowls, and similar items.” 

An added goodwill and income 
builder, for the store, is attained 


Colorful gift items, shown near the front 
entrance, attract many women to the store. 
They are displayed on 10 by 4-ft., three- 
tier fixtures which always catch the eye. 


through rental of punch bowls, for 
party use. In a home, many 
women will often ask, “Where did 
you get that lovely punch bowl?” 
The answer is, “At Bostrom’s.” 
Charges for the bowls are $2 a 
night including pedestal and 24 
cups. Charges are 50 cents for 


the ladle and for each additional 
dozen cups. Two complete punch 
bowl outfits are regularly kept in 
circulation by the store. 










HARDWARE AGE, JANUARY 26, 1950 








fron 
City 
—~ f 
Spri 
Islar 
dry 
gres 
its « 
V 
Frid 
and 
Lau 
com 
savi 
dra 
teri 


HAI 








each 
llows 
spite 
this 
‘orm- 
man, 


omo- 
; the 
nless 
elec- 
free 
) per 
The 
eeks 
that 


ad- 
rea, 


een 


for 
any 


did 


for 
nal 
nch 

in 









Fee TIME AES Ad iia ih 





} 
i 


vv ea i \ 


ipa 


SAVE WATER — SAVE TIME 
~ SAV 
du for WREE ob & MONEY 





| FOR MEN ONLY 


yook/ 








The "teaser" window set up by Laurel-for-Hardware, Bayside, N. Y., to push 
the sale of dry shaving the day prior to New York's "Shaveless Friday." 


New York Water Shortage 
Sparks Shaver Campaign 


Laurel-for-Hardware created store-wide promotion 
around New York's recent ‘'Shaveless Friday'’ and 
pushed the sale of electric shavers as a result 


Fe aeiiciien on 


front page news in New York 
City—the severe water shortage 
— Laurel - for- Hardware, 61-25 
Springfield Blvd., Bayside, Long 
Island, N. Y., made the best of a 
dry situation by aiming an ag- 
gressive promotion at helping out 
its community. 

When waterless and shaveless 
Friday came along, Fred Drucker 
and Lester Shapiro, owners of 
Laurel, made it possible for their 
community to respond to the water 








saving appeal by arranging a 
dramatic series of window and in- 
terior displays selling the idea of 
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Customers inside the store taking advantage of a dry shave. An elec- 
tric shaver bar was set up and a neighboring druggist cooperated in 
a display of after-shave lotions, powders, mirrors and other needs. 
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When waterless and shaveless Friday arrived, this window offering 
free demonstrations of electric shaving greeted Bayside's menfolk. 


shaving the dry way. The cam- 
paign made the daily newspapers 
as well as a lot of friends and sold 
a lot of electric shavers. The im- 
petus of the promotion is. still 
being felt in every department. 
The program, conceived and ex- 
ecuted in a very short time, was 
“broken” the Thursday immedi- 
ately before “waterless and shave- 
less Friday” with a teaser window 
that really stopped traffic. The 
entire window surface was com- 
pletely coveree! by a white paper 
shield on which a blazing head- 
line read: “For Men Only.” 
A bright crimson arrow led to a 
peep hole in the shape of an eye, 
the only opening in the entire 
expanse of paper. 

Copy cards in the otherwise 
bare window advised the peeper 
that Laurel was preparing a real 
surprise for him on the following 
day. As might be expected, the 
ladies were attracted to the win- 
dow, and from their many com- 
ments in the store, they were really 
curious. 

Thursday night, after the close 
of business, an electric shaver bar 
was set up along one wall section 
from which the regular merchan- 
dise had been removed. In addi- 
tion, a neighborhood drugstore co- 
operated by installing a display of 
shaving lotions and powders, mir- 
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rors, and other shaving acces- 
sories. It was also arranged to 
have a demonstrator on hand to 


instruct the men in the proper use 
of shavers. 

Early Friday morning, the 
teaser window covering was taken 
down and a banner headline read- 
ing, “Shave—and Save Water, 
Time, Money—Free Shaves In- 
side,” was featured across the en- 
tire window. 

One unexpected bonus from the 
promotion was the influx of men 
on Friday evening who had been 
sent by their wives to get a shave. 
In fact, the traffic throughout the 
day in the store was marked by 
the presence of considerably more 
men than is customary in that 
locality during the working day. 

Newspapers also cooperated in 
publicizing Laurel’s campaign by 
sending reporters and _photog- 
raphers to cover this time promo- 
tion and gave it appropriate space 
in their columns. 

Laurel-for-Hardware is a new 
store located in a new and grow- 
ing apartment and private home 
development and is keyed to meet 
the demands of the young families 
in the neighborhood. 


Window Display Helped Sell Tools 


WINDOW display used re- 
cently by E. A. Hall, Fair- 
mount, Neb., helped him to sell a 
number of tools. Mr. Hall carries 
about every tool that a_ builder, 
carpenter or homeowner could use 


in his window. Hand saws were 
hung on the sidewall and were 
easily visible to sidewalk traffic. 
In his advertising, Mr. Hall uses 
an interesting slogan. It is “Fair- 
mount’s Most Interesting Store.” 





Passersby could see plenty of tools in this window. 
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A customer looks over a color card while discussing paint problems. 





Entire Store a Demonstration 
Unit for Paint 


Complete advice on problems of customers backed 
up by advertising helps Harry's Hardware Store 
to increase volume on paint and related lines 


a say 
that a vast majority of the impres- 
sions which people receive come 
from the eyes, rather than from 
the senses of smell, taste. feel and 
hearing. Which is very likely the 
reason why so much paint is be- 
ing sold these days by Harry’s 
Hardware Store, 326 South Ram- 
part St., New Orleans, La. 

When a customer stops at the 
paint counter of Harry’s Hardware 
Store and asks for advice, the sales- 
man gives the advice. Then, if the 
customer is still somewhat hesi- 
tant, a conversation something like 
this ensues: 

“I suppose you're right.” the 
customer says. “But I’m not quite 
sure this is the paint I need. Let 
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me think about it. Maybe I'll get 
a little more advice. Then I will 
come back.” 

To which the salesman replies: 
“1 think you'll find, Mr. Smith, 
that what I’ve suggested is the very 
best kind of paint for the job you 
want to do. I’m not making it up, 
Mr. Smith. We’ve tested it. As a 
matter of fact, we have tested it 
right here in this store. Now, you 
want to paint the woodwork in 
your home. Let me show you the 
woodwork over on the molding of 
our front door. We painted it with 
the very paint that I suggested to 
you. Let’s go look at that wood- 
work, and then I believe you will 
agree with me. Mr. Smith. . .” 


If the customer wants to enamel 
metal, the salesman shows him 
metal work about the store which 
was completely reconditioned a 
short time ago. As a matter of 
course, the paints sold there were 
used. But the plan didn’t stop at 
merely reconditioning the inside 
and the outside of the store. 

When Harry’s was repainted, 
the job served two purposes: It 
spruced up the appearance of the 
store, thus helping to invite cus- 
tomers in, and made possible an 


increased volume of sales. And it 
served as a continuing, big as life, 


demonstration of how paint can be 
used effectively. 
(Continued on page 94) 








What Mid-West Farmers 





BIG part of selling is knowing in ad- 
vance what people want to buy and then gearing 
inventories and selling machinery to those intentions. 
Here is a survey that reveals “want to buy” thinking 
of one of the richest agricultural segments of the 
country—‘“The Beefsteak and Butter Country” of 
Illinois, Indiana, Iowa, Wisconsin, Minnesota and 
the Dakotas. 

These states captured 32.8 per cent of the nation’s 
cash income in 1948 when the grand total was almost 
$21 billion. Though 1949 estimates are somewhat 
lower. the general optimism broadcast for this year, 
indicates a lively sales potential for hardware dealers 
in town and country. 


One Million and a Quarter Farms 


In the eight states covered by this survey, there are 
almost a million and a quarter farms according to the 
1945 census and the income per farm in 1948 was 
$8,440. They account for 71 per cent of Grade “A” 
farm land and 40 per cent of the harvested acreage. 
If hardware dealers found their last year’s farm 
volume less than anticipated, encouragement lies in 
the back-log of demand created in part by the con- 
sumer’s past reluctance to buy unless sold. 
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These farmers’ buying intentions can be converted 
by hardware dealers into actual buying perform- 
ances. In these eight states, a wide building program 
is forecast—new and remodeled homes, new and 
repaired farm buildings. Modernized and expanded 
kitchen and bathroom facilities are desired. That 
means greater sales opportunities in appliances, 
water systems, plumbing and heating equipment. 


Types of Appliances in Demand 


Among the appliances most wanted are electric 
refrigerators, home freezers, laundry equipment. In 
electric housewares, mixers, toasters, clocks re- 
ceived a large proportion of mentions. And tele- 
vision was a common desire. 

A large number of farm homes are to be painted, 
inside and out, and walls are to be re-papered and 
new floor coverings laid. There is also a large market 
for drills, power saws and grinders, and other tools; 
fencing, auto and tractor tires and batteries. 

The numerous needs that farmers hope to fulfill 
in 1950 practically blanket a hardware store’s inven- 
tory. They are published in part by HARDWARE AGE 
with the special permission of the Midwest Farm 
Papers, Inc. The individual surveys were made by 
the farm papers associated in that organization: 
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Plan to Buy This Year 


The farmer is still in the market and his most logical 

source of supply for 1950 farm and home needs is the 

hardware dealer. This is revealed by a survey made among 
farm families in eight Mid-West States 


the Prairie Farmer, Chicago; Nebraska Farmer, Lin- 
coln, Neb.; The Farmer, St. Paul, Minn.; Wallace’s 
Farmer & lowa Homestead, Des Moines, Iowa; Wis- 
consin Agriculturist & Farmer, Racine, Wis. 


The Survey 


Men answered questions on the farm buildings and 
equipment and women the questions on the house, 
house furnishings, and the poultry house. They were 
asked to place a check mark after each of the items 
they were planning to buy within a year or so. Ques- 
tionnaires were mailed in October. 1949. 


Illinois-Indiana: 3,000 questionnaires mailed; 
451 replies received. To estimate state-wide potential 
for any item, multiply percentage figure by number 
of farms in states: Illinois, 204,239 farms, Indiana, 
175.970 farms. 


Wisconsin: 1,500 questionnaires mailed; 293 








Tilinois- 
Indiana 


House 3.4 
Dairy Barn. . 1.2 
Milk House. 7.4 
SHO....<. ef 
Hog House... 7. 
Ready-built 1.4 
Build Self 19.9 
Poultry House. . 16.0 
Ready-built 1.8 
Build Self. . 14.2 
Brooder House... . 10.6 
Cribs and Bins: 
Portable... 6.7 
Permanent. . sas 17.8 
Temporary. - vr 3.5 
Machinery Shed , 21.8 
Garage..... 14.8 
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Buildings 


(All figures are percentages of replies) 


replies received. To estimate state-wide potential for 
any item multiply percentage figure by number of 
farms—by 177,745 farms. 


Minnesota: 1.500 questionnaires mailed; 209 
replies received. To estimate state-wide potential for 
any item, multiply the percentage figure by the total 
farms in the state—189,.000 farms. 


Iowa: 1,500 questionnaires mailed; 319 replies 
received. To estimate state-wide potential for any 
item multiply the percentage figure by the total 
farms in the state—208.934 farms. 


Dakotas: 1.500 questionnaires mailed; 212 
replies received. To estimate state-wide potential for 
any item multiply the percentage figure by the total 
farms in the state—138,000 farms. 

Nebraska: 1,500 questionnaires mailed; 333 
replies received. To estimate state-wide potential for 
any item multiply the percentage figure by the total 
farms in the state—111.756 farms. 
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Wisconsin Minne sola Towa Dakotas : Vi hbraska 
5 8.6 2.9 9.9 1.2 
6 S.] 2.2 10.8 a 
) 13.9 7.5 9.0 5.7 
a 8.1 1.7 133 2.1 
l 12.9 16.3 15.6 15.0 
ia 2.4 1.3 0.5 e4 
l 9.6 14.1] io.a 15.0 
6 it. 15.6 14.6 7.8 
} 1.4 1.0 0.2 e- 
} 10.0 12.7 14.2 10.5 
gy 5.d 6.6 8.5 9 0 
4 2.0 3.4 1.4 2.4 
oO 14.4 15.7 15.1 15.6 
l 3.3 3.4 2.8 6.3 
0 18.7 16.0 26.9 15.6 
| 17.2 15.7 26.9 18.6 








What Mid-West Farmers 























Tllinois- 
Indiana Wisconsin Minnesota Towa Dakotas Nebraska 
temodel or Repair House........... 25.1 56.7 51.2 48.3 66.0 28.5 
Remodel: 
Kitchen. . i. 18.4 16.7 14.0 23.1 18.3 
Bathroom’... 5 20.5 23.4 16.2 Ze. 23.1 
Utility Room 9.9 6.5 Pes 3.8 9.4 6.6 
Attic... ee Bs a. 2.9 la 4.7 1.8 
Basement....... 10.3 14.7 13.4 8.3 19.8 10.8 
Kitchen Cabinets 15.5 lava 16.3 13.7 17.5 5.9 
Kitchen Sink...... ‘z.3 16.7 18.2 15.9 24.1 19.8 
Bathroom Equipment 20.5 18.1 20.6 18.7 28.3 23.1 
Shower Bath Cabinet............. 9.4 6.5 9.1 6.0 14.2 ae 
tepair: 
House: 
Interior. . . 20.8 24.2 at 16.8 24.1 22.8 
Exterior. . . 11.2 4 12.9 12.4 10.8 14.1 
HOOl. oss 11.0 13..0 16.7 14.6 17.5 14.1 
Basement. 3 12.3 15.3 8.6 19.3 8.4 
Poultry House: 
0) 5.7 6.1 7.2 7.6 8.0 ica 
NC Vaal yne Poatp ere oratites 4.1 6.1 8.1 5.4 9.4 3.0 
ES rere eons eal eh here 3.4 §. 1 6.7 4.4 11.8 4.8 
RII. ar emma Ca WN 5.0 4.0 9.1 8.9 10.8 8.1 
Dairy Barn: 
Mar evr ikon tend 9.7 16.4 12.4 13.5 12.3 i1.1 
RS ok a er tte ape eny igs 9.7 12.0 15.3 9.7 14.6 y 
I hr at et eee aed 8.8 11.6 12.4 7.8 8.5 6.3 
Milk House: 
Gig Bene as ie eee 3 2.7 1.9 1.9 2.8 0.9 
[10S Se Rene a ON aren Ba aes Ca 1.4 6.5 5.3 re ee 3.6 
NN er ea eecr ce celaee are ae 1.9 4.8 3.3 1.6 2.4 1.2 
Paint: 
House: 
Interior...... Pid ee aE eS 25.3 52.6 47.8 42.9 50.9 48.9 
NN EER GSS aM nea aaN en ator ATCO 35.8 oz. i 36.8 30.2 39.6 32.1 
er ee ee 50.2 , 32.8 23.9 50.2 26.4 48.9 
| eae 20.5 9.6 17.7 19.0 21.2 17.4 
Ms hogs era eeee Nes 23.8 29.1 28.2 31.3 32.5 22.5 
ENE ai sk daves.cs noe anteno pe 19.9 9.2 9.6 23.8 33.1 ee | 
Watle PROUSE... . 5 ok ee ee ewes 7.9 13.7 6.7 6.6 11.3 4.5 
Insulation: 
House...... El ee eT ee 10.9 10.9 8.1 7.6 13.2 11.1 
Dairy Barn.... . 0.2 3.4 5.3 1.6 2.4 0.6 
Witt BIOORG... «2. 6 ccc cceeeeeens 1.9 15.1 6.7 2.8 5.2 0.6 
INE: 5. ep iivaee beavers 5.5 8.5 9.6 7.0 7.1 3.0 
GC EUS. 5 ns pe icees ce enseen 3.9 2.¢ 2.9 2.0 1.4 2.1 
Dairy Barn: 
ESA ee eae n ere er ee 3.48 8.9 6.7 0.6 3.8 3.0 
NINN Si 8 oo sites Belawg & eh nate 0.7 5.8 a L.3 0.9 0.6 
ee eee 6.5 15.4 12.0 7.2 15.1 8.7 
i eee eee ee 4.6 12.7 15.3 2.2 5.2 0.6 
Poultry House: 
(0 ate als SISTED ep pes eter van oF bs eee 16.4 16.0 14.8 14.0 te 17.7 
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Plan to Buy This Year 









































Illinois- 
Indiana Wisconsin Minnesota Iowa Dakotas Nebraska 
Glass Windows.................. 16.0 14.7 15.3 19.4 21.2 15.0 
Other Windows.................. 6.2 5.8 5.7 5.4 7.1 12.3 
Lightning Protection: 
Nc tics od nig da. wp ade OH 4 a 3.3 3.8 9.0 5.4 
i Se 6.9 7.9 yf 4.1 8.5 5.4 
—= oo G&G 
Plumbing, Heating, Cooking 
—t (Figures are percentages of replies) 
Tllinois- 
Indiana Wisconsin Minnesota Towa Dakotas Nebraska 
Pressure Water System............. 7.1 17.5 17.2 14.4 25.9 19.8 
Running Water: 
Oe eee 21.5 i7.7 23.9 18.4 39.2 25.2 
Bathroom....................... 19.9 20.5 20.1 16.5 33.0 24.3 
eee eee eceee)6 RS 9.2 12.9 7.0 22.6 10.5 
Poultry House................... 14.2 8.9 15.3 11.4 8.5 6.9 
BERS os bo tccwdce eos esentasc 10.4 6.5 11.0 12.2 9.9 4.5 
fr 6.5 9.6 14.8 5.3 9.0 4.5 
Milk House..................... 5.8 21.2 i.2 6.0 8.5 5.4 
Kitchen Sink...................... iwi 16.7 18.2 15.9 24.1 19.8 
Bathroom Equipment.............. 20.5 18.1 20.6 18.7 28.3 23.1 
Shower Bath Cabinet....°.......... 9.4 6.5 9.1 6.0 14.2 8.7 
Flush Toilet............ irae ate tad 16.7 16.7 19.1 15.9 24.1 20.7 
re 16.0 19.5 17.2 16.5 26.9 17.1 
Sewerage Pipe System. . - 4.6 9.2 10.5 7.9 23.6 11.7 
Water Heater, House: 
Electric..................00000-- 19.4 22 .2 16.7 15.2 29.2 12.0 
I Beards gus aes acta Whip dicgcin obs Sets we aaw Be Be 4.1 3.1 1.9 1.9 2.4 9.6 
Se ee 0.9 1.4 2.9 1.9 3.8 5.1 
a eee 0.7 1.7 1.4 0.6 23 0.9 
Water Heater, Milk House: 
WO 6 ok acasinwGarcseduwsduw <a 7.9 22.9 11.0 5.3 9.4 3.0 
Eee et ae are 0.2 a.i 1.0 er 0.9 1.8 
, ST PER nee 0.7 0.7 1.4 0.6 0.5 i:2 
RN soca ire Se Go lnc sp bw orScde. dak HSA 0.3 1.0 0.9 0.6 
Room or Space Heater: 
Coal-wood..................05.- 2.5 2.4 1.0 1.3 4.2 3.0 
es eee 4.8 5.5 4.8 6.3 4.2 4.8 
EFlectric.................. 0.9 0.7 1.9 0.6 0.5 1.5 
WN hoon. dine ve der bos we 0.2 de Gedead L.6 0.6 1.9 3.9 
Basement Furnace............... 6.8 1.0 5.3 3.8 a4 3.0 
Coal Stoker. .......... 3.9 2.4 3.3 4.1 6.1 1.8 
ee ee 6.8 6.8 4.8 7.6 9.9 3.3 
Gas Burner......................-. 0.7 0.3 1.4 0.3 2.4 3.6 
Mech. Water Softener. ............. 11.2 6.1 12.0 7.6 12.3 3.7 
Bottled Gas Installation. . . wae 3.9 5.8 6.2 2.5 7.5 8.4 
Kitchen Range: 
Electric........... ab eune ade een 7.8 11.6 11.0 8.9 11.3 ‘2 
Bottled Gas..................... 6.4 iz 6.7 6.3 Tad 9.9 
Coal-wood................ 0.5 2.0 2.4 1.6 2.4 4.5 
RIE ost cicie Sardints ahd ew BAe ie 2 0.2 0.7 0.5 0.6 1.4 1.2 
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Household Furnishings 


(Figures are percentages of replies) 
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Electrical 


(Figures are percentages of replies) 





Illinois- 
Indiana Wisconsin Minnesota Towa Dakotas Nebraska 
Furniture: 

Kitchen... .. 8.9 7.5 4.8 5.4 9.4 8.4 
Linoleum. . . 19.4 22.9 24.4 21.3 25.0 21.6 
Flatware. . . i. 6.5 4.3 8.3 8.5 6.9 
Cutlery... 2:1 2.0 1.9 2.9 2.8 2.4 
Utensils: 

Aluminum. . 8.7 9.9 6.7 8.3 9.0 6.0 

Enamelware. es 3.8 1.4 2.3 ie 3.0 

ee 1.8 4.4 1.8 1.9 5.2 5.4 

Stainless Steel. ....... ae 5.8 1.9 1.9 2.8 3.9 

Stainless Steel with Copper Bottom 7.5 7.8 5.7 8.6 10.4 7.2 

Cast P0n. :....6... a aon 1.0 0.6 1.4 0.3 

Pressure Cooker. . . Bod 1:3 4.8 3.2 9.0 5.7 

ON ee t.1 3.8 2.4 1.6 4.2 3.0 

Pressure Saucepan............. 3.4 3.4 1.9 4.4 4.7 6.6 
Fire Extinguishers........ 3 1.8 8.6 6.7 6.6 4.2 

go oo @ 











Tllinois- 
Indiana Wisconsin Minnesota Towa Dakotas Nebraska 

Wiring for Electricity... 5.5 4.4 9.1 6.3 27.8 18.0 
Electric Lights: 

i 2 re 15.5 11.9 11.5 15.6 24.5 17.7 

ER gochev ere anenapeoewes 7.9 8.2 12.9 6.0 20.8 14.4 

No 8. 2.5, hance 8 aioe aes wea 10.9 10.6 8.6 15.0 17.5 re. 

Milk House... re 5. 23.3 8.6 4.7 iZ.3 8.4 
Pressure Water System...... 17.1 17.5 17.2 14.4 25.9 19.8 
Washing Machine: 

Regular....... a beste ian Li.2 8.9 10.5 8.3 16.5 10.2 

Automatic. 5.3 1.0 3.3 5.1 6.1 5.1 
[rone?. ........ 5.4 5.1 4.3 3.8 9.4 6.3 
Clothes Drier. . 4.1 eg 4.8 4.1 3.3 LZ 
Dish Washer..... Pie ory ees 1.6 0.3 2.9 1.6 5.7 0.9 
Mechanical Refrigerator: 

ja aD aa eran 8.2 16.4 12.9 12.4 25.9 9.9 

ee Cece de eer par eee hr 0.7 O.7 1.4 0.6 2.8 6.9 

Other. .. ; Ae 0.5 0.3 0.5 1.5 
Home Freezer... . 23.1 iy. i ee) 19.0 18.9 ni .7 
Vacuum Cleaner.... 8.4 8.9 9.1 9.5 20.8 11.4 
Range..... 7.8 11.6 11.0 8.9 11.3 7.2 
Stoker... 3.9 2.4 3.3 4.1 6.1 1.8 
Oil Burner.......... 6.8 6.8 4.8 7.6 9.9 3.30 
Room or Space Heater. . 0.9 0.7 1.9 0.6 0.5 1.5 
Mixer. ce 12.3 it. ee 24.1 14.4 
Roaster. ye 1.1 2.9 ie 2.8 3.0 
Toaster. 8.2 1.8 9.3 ee 24.1 14.7 
Iron... 3.9 6.1 6.2 = 18.4 tum 
Waffle Iron.... 6.8 6.8 9.1 8.6 14.2 11.4 


(Continued on page 180) 
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Herb Carroll, 





announcer for the firm's 
commercial spots, whose voice has helped 
attract many new customers to the store. 





Their Story Goes Over the Air 
Every Business Day in the Year 


F., several years, S. A. 
Staskey, owner of Sycamore Hard- 
ware, State and California Sts., 
Sycamore, Ill. (population 5,721), 
has been using radio advertising 
six days a week, every week of the 
year. 

Mr. Staskey uses this type of ad- 
vertising in his area because he 
says it reaches a larger audience 
than does any other type of pro- 
motion. He does some newspaper 
and direct mail advertising but ra- 
dio advertising takes the bulk of 
his budget. 

Customers visit his store and 
buy items advertised via the radio. 
They mention now and then that 
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they hear his announcements, and 
since the Sycamore Hardware vol- 
ume has grown steadily in recent 
years, Mr. Staskey attributes a fair 
share of this increase to his daily 
radio advertising. 


Daily Commercials 


Mr. Staskey uses a one-minute 
commercial per day over station 
WLBK which is located at De Kalb, 


Ill.. five miles south of Sycamore. 


Station WLBK has studios in the 
Wright Bldg., De Kalb, and in the 
Fargo Hotel, Sycamore. This one- 
minute announcement costs Mr. 
Staskey $3.54 per day, six days per 
week. 

The Sycamore Hardware com- 
mercial has been placed on the air 
at different hours during the day. 
It has followed a daily news broad- 
cast in the morning hours. It has 
also been put on in the early eve- 
organ 


ning hours following an 


The Sycamore Hardware concentrates on one- 
minute commercials at varying times and has 
built business with this type of promotion 
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broadcast, which is very popular. 
At present it is being broadcast at 
3:00 p.m. By using different time 
in different months or seasons, Mr. 
Staskey and the station staff figure 
he reaches a larger listening audi- 
ence than if his announcement were 
given at the same specified time the 
year round. 

Mr. Staskey writes practically 
all of his own radio copy, since 
he likes to use his own phrasing 
and his own thoughts. It is not dif- 
ficult to write such copy, after a 
little instruction from the station 
staff, he declares. Usually, he writes 
enough copy to last for three or 
four days’ broadcasting. Some- 
times, seasonal commercials are 
scheduled for two or three days 
at a time, depending upon the 
weather, etc. Then again, some 
copy is read but once, and then 
new copy is supplied. 


Plenty of Information 


“A one-minute announcement 
may seem short, when you read 
about it in print,” says Mr. Staskey. 
“but actually, when read over the 
air, one minute of copy can con- 
tain a lot of selling information. 
If you don’t think so, just time 
some of the lengthy commercials 
and check on this. We find that 
a one-minute commercial is plenty 
long for what we have to say. 
Sometimes we purposely do not 
run our commercials that long 
but we pay for one minute’s time 
just the same.” 

Aiding Mr. Staskey in writing 
the radio copy, too, is Charles Lon- 
don, his son-in-law. The two men 
can sometimes plan five or six 
commercials in a half to one hour’s 
conference. 

“I get my material for radio 
commercials from various sources.” 
says Mr. Staskey. “Manufacturers’ 
booklets provide many suggestions. 
I usually like to rewrite those in 
my own words, to make them sound 
‘homey’ for my community. I also 
use bits of articles and editorials 
that appear in HARDWARE AGE and 
other hardware publications. If a 
dealer starts clipping material for 
radio copy and filing it, he soon 
will have an excellent bank of 
copy ideas upon which he can 
draw.” 
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In some of the following para- 
graphs are quoted announcements 
used in behalf of Sycamore Hard- 
ware, these being quoted with the 
permission of Messrs. Staskey and 
London, T. A. Lanes, manager, 
Station WLBK, and Herb Carroll 


the announcer. 


A Typical Announcement 


The following is a one-minute 
announcement which Mr. Staskey 
used last summer, and which shows 
how much can be said over the air 
in a supposedly brief period of 
time: 

“You know, folks, your local, 
home-owned hardware store is a 
pretty solid institution in your 
town. The owner is a local busi- 
nessman whose community inter- 
ests. business interests and social 
interests are centered right in your 
town. 

“The Sycamore Hardware in 
Sycamore is a direct descendant 
of one of the oldest lines of retail 
business in the United States, and 
it carries thousands and thousands 
of items just for your convenience 
that you can seldom find in any 
other retail establishment. 

“With such an investment in 
stock to anticipate your needs and 
to serve you, it is natural that this 
hardware store hopes to deserve 
your patronage for everything in 
hardware and houseware lines. 

“The Sycamore Hardware does 
not expect your business just be- 


cause they are in Sycamore. They 
constantly strive to maintain high- 
est quality in merchandise they 
sell, the greatest value it is pos- 
sible to offer to their customers 
and always that little extra measure 
of service which makes customers 
feel it is ‘their store.’ So next time 
you need hardware —and just 
about every family needs some- 
thing at a hardware store ever) 
week—visit your friendly, home- 
owned hardware dealer. Look for 
the sign, ‘Buy Your Hardware al 
a Hardware Store.’ The Sycamore 
Hardware is located across from 
the Fargo Hotel in Sycamore.” 


Another Example 


Here is another example of an 
announcement that runs almost a 
minute: 

“For more satisfaction in both 
merchandise and service, make the 
Sycamore Hardware your head- 
quarters for hardware supplies. 
You'll get years of service from 
the fine household equipment at 
the Sycamore Hardware . . . and 
of course there is a complete line 
of tools, from builders’ tools to 
gadgets for the home handy-man 

. . for wise home-owners know 
that minor repairs make a great 
difference in the appearance of 
their home. 

“.. and for farmers, the Syca- 
more Hardware is well stocked 
with tools and farm equipment. 
The Sycamore Hardware has a 

(Continued on page 106) 





S. A. Staskey, owner of Sycamore Hardware, discusses 
radio copy with his son-in-law, Charles W. London. 
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Helping Out Local Sportsmen 


Swells Volume By 25 Per 


Cent 


George Luethye studied the habits of his customers and 
discovered that his sporting goods stock had limitations. 
Larger stocks and better display space increased sales. 


Wes George Lue- 


thye bought a hardware store at 
40 Market St., in Venice, Cal., 
early in 1948, he decided that its 
volume could be improved if he 
made a careful study of the habits 
and interests of people in his trad- 
ing area. His analysis showed that 
greater attention to the needs of 
sportsmen would be worthwhile. 
By following up that decision, 
with the addition of more mer- 
chandise for sportsmen, he in- 
creased the volume of the Venice 
Hardware Co. by 25 per cent. 


Expansion Essential 


Mr. Luethye noted that surf and 
pier fishing were year ‘round ac- 
tivities for Venice sportsmen and 
for many visitors who swelled the 
area's population in the summer 
season. Like most moderate in- 
come sections, Venice has a goodly 
share of children, who like other 
California youngsters are sports 
minded. At the time Mr. Luethye 
bought the Venice Hardware Co., 
the store’s stock of sporting goods 
was shown in one small show case 
in the rear of the store. If he 
were to do a better sporting goods 
business. he reasoned. he would 
need a more complete department, 
located in a front of the store spot. 

Display space in the store was 
at a premium. The new proprietor 
held clearance sales to dispose of 
slow-moving stock. devoted his 
window to those lines and adver- 
tised them in a local newspaper. 

In the meantime, he relocated 
his small sports display at the 
front of the store and, as the mov- 
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This section is the first thing seen by customers entering the store. 
Pictures, fishing map and mounted fish combine to add a touch of color. 


ing of his clearance merchandise 
allowed. added to the section, foot 
by foot. This small move to give 
his sporting equipment a_ promi- 
nent place in the store had_ its 
effect. It was the first thing seen 
by customers entering, and it was 
noticeable to any pedestrians who 
looked in the window at the clear- 
ance items. Sales of fishing tackle 


started to increase immediately. 

“This move was only a hop,” 
says Mr. Luethye, “compared to 
the skip and jump my sport goods 
sales took when I finally got the 
16 ft. space | wanted for display.” 

In this space. Mr. Luethye 
aligned four glass cases in countet 
formation along the wall most of 


(Continued on page 110) 
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Television Broadens 





The television in this display and others inside the store, 
also visible from the street, appeals to people seeking sets. 


Recta: INC., a 


large hardware and _ appliance 
store in a small town, is capitaliz- 
ing on television in a big way. In 
two big ways, as a matter of fact. 

This Lockland, Ohio, store is 
using television as a powerful new 
medium to develop and extend 
the limits of its trading area. This 
T-V advertising, in turn, is estab- 
lishing the company’s reputation 
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as a good place to buy a television 
set—or any other merchandise 
handled by the store. 

Lockland is a suburb that is 
contiguous with Cincinnati but is 
about 12 miles from the heart of 
the city. Nevertheless. Carlson’s 
is stealing a lot of television, radio 
and major appliance _ business 
away from the big city stores. 

It does seem strange that resi- 
dents of the Queen City will hop 





in their cars, or on suburban 
buses, and ride 10 or 15 miles to 
the Lockland hardware store when 
they are seeking to buy a televi- 
sion set, refrigerator, or hardware, 
but that’s exactly what many do, 
according to Ray Von Bargen, 
president of the 37-year-old firm. 


Promotional Campaign 


The store began an_ intensive 
promotional campaign, last July, 
and television advertising is now 
2 major factor in the campaign 
“to let more people know the sort 
of store we have out here in Lock- 
land,” as L. J. Sullivan, secretary 
of the company puts it. 

The hardware store has been 


ob oO &G 


The store handles six lines of T-V 

receivers so prospects have the 

opportunity to make comparisons 

in the T-V and radio section part 
of which is shown here. 
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Trading Area Horizons 


Carlson's, Inc., uses television as well as metropolitan newspapers 

to draw trade to its Lockland, Ohio, store which is 12 miles from 

downtown Cincinnati. Boasts of its own 10-man service department 
to make sales of T-Vsets and other electrical merchandise 


using spot announcements, twice 
a week. These are sandwiched be- 
tween national hook-up telecasts 
coming through a Cincinnati T-V 
station. These cost the store $50 
per minute. 

These spot ads consist of views 
of the expansive front of the store 
and various views of the major 
departments: hardware, television 
and radio, appliances, housewares 
and giftwares, and sporting goods. 


Extensive Expansion 


The store was expanded about 
two years ago to four times the 
original size, and one purpose of 
the television commercials is to 
show people the size of the store; 
the facilities, and the extent of its 
large stock. 

“Television advertising is the 
best medium I’ve ever run across,” 
says Mr. Sullivan, the store man- 
ager who also supervises the 
store’s advertising. 

“For instance,” he continued, 
“yesterday a man and his wife 
traveled all the way across Cin- 
cinnati and out here, to look at a 
washing machine because they 
said that they had been so im- 


oo 8 & 


Top—Service is a strong talking 
point of Carlson salesmen. They 
stress the point of the store's 
10-man service crew. A mechanic 
is shown making an adjustment. 


Center—The service department 

functions with efficiency and profit. 

The man at the desk receives all re- 

pair work brought into the store 

and schedules the work of the up- 
stairs department. 


Bottom—Each mechanic has _ his 

own workbench and tools. The 

screened-in enclosure prevents re- 
moval of work or tools. 
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5 REASONS Wi 
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FREE HOME TRIAL—NO OBLIGATION 


1. Carlson's is the shopping center valley residents prefer. 2. Carlson's is a Val 
ley institution in its 36th year. 3. Television is a specialty with us—not a side- 
line. 4. Large staff of television experts at your service ‘as pictured’. 5. Com- 
picte sclection of today's most popular television sets. 6. Comfortable television 
studio for your television pleasure. 7. Immediate delivery and approved = 

installation. 8. Double guarantee from Carlson's and + 
9. Charge it or use Carlson's convenient budget =' 


will is Carlson's greatest asset. 
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The above photo shows the skilled Carlson Television crew and their fleet of 
trucks to service Greater Cincinnati with the latest in Television from Carlson's 


GREATER SELECTION — BETTER MERCHANDISE 


109-121 S. WAYNE AVE. VA 0074 WEST LOCKLAND 
Paw Your ¢ Blectric Bills at Carlsun’s FREE of Se Charye 











“Television is a specialty with us—not a sideline,"’ is one of 

the 10 reasons which Carlson's gives in its large newspaper 

display ads. It encourages T-V purchasers to take advantage 
of the firm's convenient budget plan. 
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and more people who are potential 
customers of ours.” 

Despite its location in a suburb, 
Carlson’s claims to have a larger 
line of electrical supplies than any 
store in Cincinnati. 

The store’s advertising an- 
nounces that six lines of television 
receivers, together with an equally 
large range of radios, are carried. 
A large electrical, and fully-opera- 
tive model laundry is a striking 
feature of the large appliance 
showroom. This model laundry 
and kitchen looks especially good 
when it is pictured on television. 
The laundry shelves are lined with 
soap packages and other laundry 
supplies which would be found in 
a home laundry, and the home 
freezer is well stocked with food 
just as it would be in normal 
home use. 


Service a Keynote 


Service is a keynote of the 
store’s advertising of its television 
sales department. The store makes 
much of the fact that it now has 
a 10-man repair service crew and 
a fleet of trucks to make quick 
deliveries. 

Three men work on TV and 
radio repairs and _ installations; 
two are washing machine men, 
one working in the repair shop 
and the other outside in custom- 
ers’ homes. One employee spends 
most of his time making electrical 
repairs. Another works as a parts 
man. A counter man handles the 
administrative work of the repair 
and service department. 

Each man in the service depart- 
ment keeps a daily record of all 
his work. On this he keeps an 
account of the minutes and hours 
spent on each particular job. 

Appliance salesmen have found 
the service department a wonder- 
ful source for leads to sales of T-V 
and radio sets, major appliances 
and electrical housewares. To 
promote full cooperation between 
sales and service personnel the 
store gives a service department 
employee a three per cent com- 
mission on any sale that is made 
as a result of a “tip.” 

The Carlson establishment is 
now virtually four connecting 
stores. The original store contains 
the general hardware lines. Ad- 
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joining it on the left is the appli- 
ance store which adjoins the 
housewares department, which in- 
cluded china and giftware lines. 
The fourth department is sporting 
goods, which during the Christmas 
season is devoted largely to the 
display of toys and games. There 
are separate entrances to each 
store from the street. Large open- 
ings at the rear join the four store- 
rooms into one. 


20,000 Sq. Ft. of Space 


The Carlson store has approxi- 
mately 20,000 sq. ft. of floor 
space, as compared with the 5,000 
sq. ft. it contained before the ad- 
dition was made at a cost of, about 
$100,000. Three-quarters of the 
store can now be clearly seen from 
the street through the full visual 
front of the addition. 

The sales volume has more than 
tripled since the expansion and the 
store now has 32 employees as 


ala ee 
SERVICEMAN’S DAILY REPORT 








The store exterior at night, giving an 


compared with the staff of ten who 
operated the store before the busi- 


ness was expanded. 

Plumbing and sporting goods 
(including boats and outboards), 
were the only two lines which 
were added when the new building 
was opened but practically all 
lines were expanded considerably. 

With the enlargement of the 
store the advertising program was 
expanded considerably and _ the 
firm now budgets 24% per cent of 
its annual sales volume for ad- 
vertising. 

Large display ads are used 
periodically in the Cincinnati 
newspapers as well as in the local 
weeklies. There is generally a 
weekly special featured in the 
newspaper ads. 

To test the effectiveness of using 
space in the Cincinnati papers, 
which covers a much greater area 
than Carlson’s trading area, the 
store recently ran a coupon ad on 
one toy item. This brought 84 
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Type of card used in the firm's repair department. 
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idea of the extent of the front. 


mail orders, from all parts of 
Ohio, and Indiana and Kentucky. 

Once a week Carlson’s adver- 
tises cooperatively with 12 Crest- 
view stores, using a full page. 
This way each store gets a better 
rate on the space used, and each 
advertiser benefits from the in- 
creased attention of the full page 
advertisement. 

Mr. Sullivan, who handles all 
the advertising, is enthusiastic 
about the effectiveness of the 
store’s ads in the classified tele- 
phone directory. The store has 
listings in the Cincinnati directory 
under every possible classification. 
In the case of major lines the 
store uses a number of quarter- 
page ads. Mr. Sullivan reports 
that this form of advertising alone 
cost about $2500 per year. 


Welcome Wagon Service 


The store also takes full advan- 
tage of the Welcome Wagon ser- 
vice. It has a printed card that 
shows the.front of the store which 
the Welcome Wagon hostess dis- 
tributes to all newcomers. The 
new resident is urged to take this 
to the store and when she does she 
is presented with a combination 
telephone index and memo pad, 
which is imprinted with the store 
name. 

Demonstrations are another 
part of this Ohio store’s promo- 
tional program. There have been 
as many as 60 women in attend- 
ance at a cooking demonstration, 
held in the store by a factory 
home economist. A _ record is 
made of all the women attending 
such demonstrations for use as a 
prospect list and for special mail- 
ings. A number of appliance sales 
have been made as a result of 
follow-ups. 
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“He pulled out a 
‘want book' and 
wrote it down, so | 
knew he wasn't fool- 
ing. We were both 
perfectly satisfied." 





What Customers Dislike 


By BRIANT SANDO 


President, 
The Sando Co., 
Orange, Cal. 


A FRIEND of mine 


went into a hardware store to buy 
a mail box a couple of years ago. 
He knew what he wanted—a brass 
one with certain individuality. 

He told this to the floor sales- 
man but the store didn’t have it, 
so the salesman _high-pressured 
him into buying one that he has 
hated ever since. 

He hasn’t cared for that store 
and that salesman, either. He has 
never made another purchase in 
that store and probably never will. 
Now, wouldn’t it have been much 
better all around if the salesman 
had suggested a later date for my 
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friend to come back and to get a 
satisfactory deal? 

Last week I stopped in a store to 
purchase a box of soap. They had 
just run out. The floor clerk made 
several other suggestions, but soon 
saw I was a rugged individualist 
and did not persist in trying to 
talk me into buying something | 
did not want. 

Instead he said, “We'll have 
exactly what you want tomorrow. 
Can’t you drop back then?” He 
pulled out his want book and wrote 
it down, so I knew he wasn’t fool- 
ing. I went back; we were both 
perfectly satisfied. 

That was a small sale and he 


could have talked me into accept- 
ing a substitute without jeopardiz- 
ing future relations. However, he 
was smart enough to make a rea- 
sonable effort in that direction and 
then give me my choice of some- 
thing else or coming back later. 
I liked that treatment. 

A neighboring family recently 
went into a huddle and gave me 
this statement as their No. 1 peeve 
in buying: 


Service Comes First 


“We don’t like salespeople who 
show little or no interest in us or 
our problems. Too many of them 
care only about their store, or 
their job, or what they are trying 
to sell. Others talk too much or 
speak in meaningless generalities. 
They’d do better if they geared 
their thinking and their talking to 
the customer’s side of the fence. 
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“A common ‘peeve’ 

was against the 

salespeople who act 

superior... It never 

pays to ‘talk down’ 

to people of any age 
or either sex." 


About Some Salespeople 


If they'd put service to the cus- 
tomer first, many of their own 
problems would take care of 
themselves.” 


They Hate Being Slighted 


My old friend, Claude Palmer, a 
public relations executive in Wash- 
ington, D. C., reports this incident: 

“Having made up my mind to 
buy a new watch, I approached the 
lordly head man in the jewelry 
department of a leading emporium 
in this city. He was chatting 
amiably with two salesladies of 
quality. There were no other cus- 
tomers in the department. Finally, 
I got his attention and said I’d 
been having trouble with my 
watch. 

“Without bothering to look at 
my watch, or give a real thought 
to my problem, his lordship said 
in a condescending voice: “The re- 
pair department is in the rear to 
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Customers dislike high pressure selling, particularly if a 
merchant hasn't the item they want. They dislike being 
slighted, "talked down to" or subjected to arguments. 
Women want to know what merchandise will do for them, 


not its technical features. 


Men, on the other hand, fre- 


quently want both types of information. 


the right.’ I thanked him kindly, 
apologized for interrupting his 
conference, walked out of the store 
and bought my new watch in the 
next block. I haven’t bought much 
in that store since then. Maybe I 
haven’t been missed. Maybe no- 
body cares. But pile up these 
cases and one of these days that 
store will be just like my old 
watch—it won’t tick.” 

The opposite of this case is to 
be found among salespeople who 
are overly greedy to sell goods; 
they play the customer for an 
easy mark and aggravate him even 


though they may succeed in mak- 
ing a sale. 

Most people don’t like to be 
talked into buying things they 
don’t want or which are not quite 
what they had in mind. You see, 
advertising gives people the main 
facts on most lines nowadays. 
Formerly it was different; people 
didn’t have a chance to get the 
iow-down in advance—they had to 
take the sales clerk’s say-so on a 
lot of things. 

Now people enter a hardware 
store with their minds pretty well 
made up, at least on major pur- 
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chases. They still need some guid- 
ance-—specific facts or tie-ins with 
local information, records or 
usages—but they don’t want sales 
clerks to treat them like a bunch 
of nitwits or to try to shove things 
down their throats. 


No High Pressure, Please 


Women, especially, object to 
high pressure sales methods. Per- 
haps this springs from dislike of 
the term “weaker sex” and they 
want to prove their strength. Any- 
way, research shows most women 
resent any and all indications of 
an attempt to force them into buy- 
ing certain items or to hurry and 
buy within a short time. However, 
women are interested in getting 
full explanations, more helpful in- 
formation about the product and 
its uses. They definitely are im- 
pressed by salesmen who “know 
their business’—how to demon- 
strate merchandise or tell its sales 
points in an interesting and en- 
thusiastic manner. 

In a recent house-to-house sur- 
vey, most women said they did not 
object to a reasonable amount of 
suggested selling; but they don’t 
like salesmen who try to take them 
for a ride by loading them up with 
junk, odds and ends, or left-overs 
of undesirable merchandise. 

A common peeve of both sexes 
and all ages was against sales- 
people who act superior — who 
seem to think that they know more 
than the customer and indicate by 
their words or actions that they 
are doing a favor in waiting on the 
customer. It never pays to “talk 
down” to people of any age or sex. 

Customers enjoy a bit of flat- 
tery by having due consideration 
given to their particular problems 
or desires. This requires some 
tact on the part of the salesman 
a quick grasp of the situation, and 
then talk and act accordingly. 
Time of day, length of sales talk. 
obvious needs or desires of cus- 
tomer—all are factors to observe 
and handle with good common 
sense. 

Most people interviewed men- 
tioned that salespeople should 
give more care and attention to 
their personal appearance and 
mannerisms. Carelessness in clean- 
liness or dress is distracting to 
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sales; lack of politeness or small 
courtesies show lack of training 
and culture—and often handicap 
or kill the sale. 

A good many people said they 
don’t like salesmen who go into 
long-winded mechanical or tech- 
nical talks. These are all right if 
made simple and clear, but the 
way some salesmen handle such 
subjects they just muddle things 
up worse all around. Sometimes 
they make simple products sound 
complicated or hard to under- 
stand. 


Dry Facts Are Boring 


Some years ago an electrical 
apparatus was put on the market 
with a_ sales presentation all 
worked out in advance to cover 
mechanical details of construction 
and operation. It went pretty well 
with men, but not with women, 
until they began to feature easy 
operation, easy maintenance, easy 
ownership, easy everything. That’s 
what people prefer to hear, rather 
than cold statistics. 


Salesmen who argue with the 
customer rate pretty low. It may 
not be true that “the customer is 
always right,” but that still makes 
a sound merchandising policy. 
When differences of opinion arise, 
or when objections have to be met, 
it is best to avoid a head-on col- 
lision: instead, use an oblique ap- 
proach or the “Yes—but” method. 
Never become belligerent; avoid 
an argumentive attitude. 


Don't "Knock" Competitors 


A bad fault, according to all 
surveys weve seen, is running 
down competitors. This leaves a 
bad taste in the customer's mouth 
and is poor psychology. It also 
wastes time; while you are saying 
bad things about some other store 
or somebody else’s merchandise, 
you might be saying good things 
about your own. It is well to know 
all about the competitive situation, 
but keep it to yourself. The buyer 
probably knows as much about 


(Continued on page 115) 


Signs on Store Give Information to Tourists 


OURISTS who visit Deer River, 

Minn., have reason to stop at 
the Marshall Wells Store, oper- 
ated by Herried Bros., a firm 
which also has a grocery and dry 
goods store. 

The reason for the interest of 
tourists is the fact that the Her- 
ried building contains two large 
signs for tourists to study. One 
sign lists the distances to large 
cities throughout the United States 


f MARSHALL-WELLS STORES 


HERREIO want OWNERS 


to which tourists of that region 
are most likely to travel. The 
other sign shows a large map of 
the local county, with the principal 
towns and distances. Tourists who 
decide to stay in the county for a 
vacation usually come into the 
hardware store and make further 
inquiries. When in the store these 
vacationists frequently purchase 
sporting goods, picnic equipment 
and other supplies. 





The signs may be seen directly over the hood of the parked truck. 
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REMINGTON ARMS COMPANY, Inc. 
and PETERS CARTRIDGE DIVISION 























A brand-new, full-color movie that shows 
HOW TO MERCHANDISE FOR PROFIT! 


Here’s a movie you can’t afford to miss: ““Two for 
the Money.” It gives you the last word on mod- 
ern, profit-building store management. In 30 
interest-packed minutes you’ll see how up-to- 
date display, inventory and management 
control, selective buying and selling are 
blended into a profit-winning combina- 
tion. Produced in cooperation with the 
National Retail Hardware Associa- 
tion, ‘“T'wo for the Money” will be 
shown at most Hardware con- 
ventions in 1950. Plan to see 
it at your first opportunity! 


If you are interested in showing ‘‘Two 
for the Money” to your sales group, 
write Trade Sales Promotion Division, 
Remington Arms Company, Inc., 
Bridgeport 2, Conn. for booking. 
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Drawing A—the complete unit. 


Hardware Age Display Ideas 


a stores which 


have the necessary floor space find 
island inside selling units ideal for 
the display of a variety of impulse 
items. This is especially true at 
peak selling seasons. The draw- 
ings in these pages show such a 
unit complete with shelving. Draw- 


0 


Island inside selling units can be used to feature 
seasonal lines and items that are impulse sellers 


ing A shows the complete unit 
while details are given in Draw- 
ing B. 

The two shelves (B) can be 12 
or 16 in. wide and may be sup- 
ported on steel uprights which take 
adjustable brackets to support the 


O 


To help those hardware dealers who do not have a professional display man, 
HARDWARE AGE has arranged with a display consultant, having more than 20 
years’ experience in designing and building both windows and store interior displays, 
to write a series of articles on these important phases of successful operation. The 
author of this series has gained practical experience, in his own business, designing 
and building fixtures and displays for retail stores. 

Your comments and suggestions are invited as to the types and kinds of displays 
YOU would like to see featured, in these pages. Should you wish information as to 
sources of supply for fixture hardware used in these display fixtures or about any 
other phase of these suggestions, please address your inquiries to: 

Display Editor, ¢/o Hardware Age, 100 East 42nd St., New York 17, N. Y. 
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shelves at any required height. 
When 30-in. high tables are used 
the uprights should be 20 in. high 
and the shelves (B) can _ be 
equipped with fluorescent tube 
lights hooked up under the shelves 
to illuminate the merchandise on 
the table top. 

The two over table shelves (A) 
should be attached to the backs of 
both sides of the tables on lengths 
of 2 by 2 lumber and should be 
high enough so that the sales clerk 
working inside the unit can stand 
under them to wait on customers. 
These two shelves (A) are onl) 
used to feature displays of seasonal 
hardware store items which will 
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Put ROUND CHAIN on display... 
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it sells itself 
Aright off the reel! 


Chain is a hardware “bread and butter” line. Year after year 
it can be counted on for steady, profitable sales volume. 


That’s why it’s important that you keep the subject of chain 
alive ... keep chain constantly on display. 


The Cleveland Reel Salesman sells chain “right off the reel.” 
It makes many sales that would otherwise be delayed or lost. 


Put one of these profit-makers in your store today. Your 
jobber will gladly give you full details. Or write for Reel Sales- 
man and Salesmaster literature. 2647 


S, 
GIS rep OH, 


[(:LEVELAND (‘HAIN Pg a 





Lhe Cleveland Chain & Yilg. Co. 


Cleveland 5, Ohio 
ROUND Associate Chain Companies: The Bridgeport Chain & Mfg. 
Co., Bridgeport 1, Conn. @ The Cleveland Chain & Mfg. Co., 
Cleveland 5, Ohio © Round California Chain Co., So. San Fran- 
cisco and Los Angeles 54, California ¢ Seattle Chain & Mfg. 
\ Cees Seattle 8, Wash. © Woodhouse Chain Works, Trenton 7, N. J. 
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“ANY SUITABLE LENGTH TO FIT YOUR. STORE— 








dress up the entire unit and-spot 
it across the store. 


Note how both the table top and 
the two shelves (B) can _ be 





a ma | 


——_ 
Drawing B—details of the unit. 
ao oOo. Go 


equipped with standard bin glass 
and hardware. 

The two end sections have two 
step risers (E) with end bins (F) 
formed with 6 or 8-in. high glass 
in which to feature specials. 

All the measurements shown are 
merely suggested since all can be 
changed to fit local conditions. 

This type of inside selling unit 
can be developed into a “little 
store within a store.” Space is pro- 
vided for a cash register on the 
end table as shown. 

The shelving can be built of 
34-in. plywood and the table of 
wall board nailed on a wood 
frame. Stock shelves can also be 
built inside to hold understock and 
the bins can be equipped with 
small metal price clips. The fea- 
ture display end bins are priced 
with 7 by ll-in. metal card 
holders. 


Entire Store a Demonstration Unit for Paint 


The store itself is one big paint 
demonstration unit. 

Currently, a series of advertise- 
ments are being run in the three 
New Orleans daily newspapers. 
They appear in a “Build and Re- 
pair” section, where the ads are 
set to resemble news stories. A 
typical ad shows a photograph of 
the front of the store. The selling 
copy points out: 

“One of the landmarks of New 
Orleans is Harry’s Hardware Store, 
326 South Rampart St., which has 
been in the same block almost 40 
years. This famous store here is 
shown with a new ‘complexion,’ 
having recently been painted with 
some of the nationally-known paint 
products handled by this shopping 
place.” 

Further, the ad stated: “Harry’s 
has a full line of hand tools. Every- 
thing needed by the carpenter, the 
plumber, electrician, glazier, ma- 
chinist, paperhanger, and other 
skilled workmen. 

“Harry’s has a full line of build- 
ers’ hardware, screening, fencing, 
hardware cloth, nails, screws, door 
locks, and other items. For leisure 
hours of the worker, Harry’s offer 
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(Continued from page 75) 
fishing tackle, crab nets, and other 
recreational items. 

“Call in person at Harry’s well 





stocked hardware store. For de- 
livery anywhere in New Orleans, 
telephone your order.” 


ot @ 


~~ 


2 
Ld 
= 


0): 


Advice on amateur and even professional painting is a commodity 
that is always in brisk demand in this New Orleans establishment. 
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KNOTS AND SPLICES 


FIBRE GROWING 





AOS 


HISTORY 


Important Facts for Rope Users 


From cover to cover, the 32 pages of this handy, pocket-size booklet are just crammed 
full of important facts about the history and manufacture of rope. There’s a lot of useful 
every-day information, too . . . for farmers, ship operators, fishermen and industrial users . . . 
how to splice and tie knots . . . the really practical kind that are used in many occupations. 





MANUFACTURING 


SAVE TIME... USE THIS COUPON 


There’s a detailed description about how to rig a block and 
tackle, with a weight and strength chart to aid in selecting 


proper rope sizes. Inside pages are attractively printed in two Please send me the American Brand Cordage 


' 
1 
i 
1 
' 
' 
P ° t 
colors . . . with a heavy four-color cover . . . a fine sales aid ‘ booklet. 201 
and reference booklet. Write for a copy. ! 
BO NAME. 0... cece seeceeeeeeeceeeeseeeeeeeeeeeeeann ees 
1 
AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N.Y. | COMPANY.............- 0.0202 0ee ec ee ee eens ee nee ee eees 
PE + 1T . . t 
= oe pentane sepenend SS inccus insdiawionicacinkeninensgbebersgueseen 
BRANCH FACTORY: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. : 
SALES OFFICES: BOSTON + CHICAGO + HOUSTON » NEW ORLEANS » PHILADELPHIA « SAN FRANCISCO) = CCITY... 0... eee eee eee ZONE...... a 
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His Advertisements 











re 


V. B. Westfall, of Fallbrook Hardware Co., writes 
his once-a-week ad in the form of a personal 
letter covering a range of “human interests" 






ot | 
HE first thing I 


read in your paper is Vic’s letter.” 

That’s what many subscribers 
tell the editor of the Fallbrook 
California Enterprise, a weekly 
newspaper, about the letters used 
by V. B. (Vic) Westfall, of Fall- 
brook Hardware Co., 101 South 
Main St. 


They Get Results 


Vic Westfall says about his 
“letter-ads”: “They're the best me- 
dium of advertising I’ve ever 
used.” And for Mr. Westfall this 
means that the letters he started 
using in November, 1945, are 
showing better results than any- 
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thing he’s used in the 37 years 
he’s operated his hardware store. 
Mr. Westfall’s father had the store 
for some years before him. 

“If a fellow advertises an item 
at a price,” Mr. Westfall states, 
“why that’s all it is... an item 
at a price. Then it’s all forgotten. 
I believe my letters are more 
effective. They have a carry-over 
effect. Folks talk about them. 
One letter I wrote about the 
avocado business was reprinted by 
the avocado magazine in our area. 

“When I had written my 200th 
letter, the editor of the local news- 
paper had a page 1 story about 
them,” Mr. Westfall said. “Fact 
is the editor has remarked once 
or twice that he ought to pay me 


Fallbrook's 


V. B. "Vic" Westfall who builds patron- 
age with his friendly letter ads in 
local weekly newspaper. 


for the letters, instead of me pay- 
ing him for the space. (But, of 
course, he still takes my money.)” 

Folks have come in to Mr. 
Westfall’s store and told him 
they're saving every one of his 
letters; that they like the Will 
Rogers’-style philosophy and 
humor. To show their apprecia- 
tions of Mr. Westfall’s letters, 
some folks even have brought the 
author dressed chickens. berries. 
fresh eggs and other gifts! 

Mr. Westfall’s letters appear on 
the back page and generally in 
the same spot of each week’s issue. 
They are addressed to “Harold.” 
That’s Harold W. Barkow, editor 
of the newspaper. 

Each letter starts under a re- 
print of Mr. Westfall’s letterhead. 
This lists the owner’s and _ the 
store’s name, general hardware, 
a list of some of the items stocked. 
plus the address and _ telephone 
number. 


What It's All About 


The body of the letter discusses 
some person and his or her activi- 
ties on the ranch or farm in the 
community. While Mr. Westfall 
injects humor and homely _phi- 
losophy in his letters, he’s, of 
course, careful never to embarrass 
anyone. 

At the close of the letter, Mr. 
Westfall generally uses one ad- 
vertising sentence, most of the 
time tying in an item with the 
subject of the letter, or with the 
season of the year. 

He works these in naturally in 
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1 South Main Street 
FALLBROOK. CALIFORNIA 
Telephone 408 
Letter No. 20? 
Dec. 2. 1949 


in after my lest extended 


trip North. and you know I've just about decided to give up 
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Fallbrook Hardware Company 
Vv. B. WESTFALL 
GENERAL HARDWARE 
Pumps. Pipe. Engines, Motors, Tools, Paints, Oil, Glass, Wire, 
Hose, Garden Implements, Kitchen Utensils. Stoves, Etc. 
101 South Main Street 
FALLBROOK. CALIFORNIA 


Oct. 28, 1949. 


Dear Harold: 

I took a ride over Burma Road this week. a good paved high- 
way down Bill Shaw's direction, and turned right on Luneta 
Lane to Otis and Peggy Kettering’s ranch. I was a little wor- 
ried about the egg situation as our flock of laying hens is now 
down to 3 in number, and worse than that in actual produc- 
tion, so I wanted to make sure that Otis was keeping his end 
of egg production up as I knew he had a few hens on the 
ranch. But like most worries I found mine was needless. ‘cause 
when I got there his “few” were some 4000, and as we stood 
at one end of the laying houses and looked down at the rows 
and rows of these white layers it was a beautiful sight, and I 
might add sound too, as they all seemed to be “singing” their 
heads off as they were eating their supper which consists of 
about a thousand pounds of mash per day. Next we went in 
to the egg cleaning room where Otis showed us the machine 
that will clean and grade to four sizes about 2000 eggs per 
hour. Another new house about the same size as the one we 
were in is almost completed besides brooder houses and pens 
and feed storage room, and when he told me this had all been 
done since last February. and his own home built too, I know 
I don’t have to worry about getting my couple of eggs for 
breakfast. And when we saw the “ranch house” we could see 
why the young folks like to go there; and visit Ronny and 
Dian, their son and daughter. They have named their place 
the Circle “K” Ranch, and besides taking care of the poultry 
part of it, Otis is prepared to do grading, planting, welding and 
general taking of new devel When I used to go 
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EMBERS of The National or sometimes four-column layout. Fourteen member -wholesalers 
Wholesale Hardware Asso- Use of pages furnished by manu- advise key accounts of price 
es ciation in a recent survey indi- facturers was reported by 94 changes; four rely on their sales- 
vi cated a continuing trend towards wholesalers. men to post customers; four ad- 


using a standard catalog page size 
—8¥% by 11 in. An additional 


As to type of catalog, bound or 
loose-leaf, 78 wholesalers furnish 


vise all customers of price change. 


Seven advise subscribers and 


ri margin up to three inches for a bound volume to customers and charge for their price service as 
of loose-leaf binding is also favored. 43 furnish a loose-leaf catalog. Of follows: two charge $15 per year 
ss Of 143 wholesalers participating those, 31 print their own catalog, for weekly service; one charges 


in the survey, 111 favored the 84 
by 11 in. size, while 21 reported 
the use of a wide variety of page 


nine of them being bound and 22 
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To keep catalogs up-to-date, 26 
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PLUS FREIGHT 


NEW 21-INCH SPORTLAWN. “Finest mower buy I’v 


py 


e ever seen,’’ says Charles B. Gray, 


Charles B. Gray Sales and Service, Mt. Prospect, Illinois. Read about its exciting features below! 


NEW TORO MOWERS FOR 1950 


Now... America’s most 
complete line of power 
mowers with industry’s 
hestdealerservicesystem 


MEET THE 21-INCH SPORTLAWN ... dollar for 
dollar it’s tops for power, width of cut, 
quality of construction. Built for depend- 
able service, simple to operate. Provides 
ALL these tested features... 
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Here they are. . 


CUTTING BLADES of tempered Disston tool 
steel, stress-free bed bar, 1.6 h.p. Briggs 
& Stratton engine. Ball-bearing mounted 
reel, replaceable Oilite bronze bushings in 
wheels. Rugged steel construction . . . 


. 9 brand new Toro models for 1950 with the 
best profit possibilities Toro has ever offered to dealers . . . built 
by specialists with 30 years’ experience in engineering mowing 
equipment for championship golf courses . . . backed by aspeedy, 
trouble-proof service set-up for dealers that’s unique in the 
power mower business. Check the extra sales features of the 
new Toto line...note wide range of mowers to fit every 
customer’s needs. Retail prices are more attractive than ever 
this year, and the profit picture for dealers is something to cheer 
about, thanks to Toro’s finer-than-ever program of national 
advertising and dealer sales helps. 


FINGER TIP CONTROLS mounted in tubular 
chrome-plated handle. 244” wide diamond 
tread tires. Climbs steep slopes, mows heavy 
grass with ease. Sells for only $109.50 
f.o.b. factory! 
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18-INCH SPORTLAWN ... last year’s best seller now with increased 
power and cutting width! Same simplicity and rugged dependability 
of the 21-inch Sportlawn. 1.1 h.p. Briggs & Stratton engine, simpli- 
fied clutch and V-belt transmission. Now only $94.50 f.o.b. factory. 


i 
toes 


WHIRLWIND “ALL-PURPOSE” MOWER . . . Now under $100! 18” rotary 
blade mower grooms lawns, cuts tall weeds and tangled growth. 
Eliminates hand trimming and raking. 1” to 34%” cutting heights. 
1% h.p. Briggs & Stratton engine. Folding handle. $99.50 f.o.b. factory. 


as i 


. aS 3 hein, WE yk | ee "tf E r ft : 
NEW STARLAWNS .. . heavy duty favorites for large area mowing. 24” 
and 27” models. 1.9 h.p. Briggs & Stratton engines, independent reel 
and traction controls, floating axle for smooth cut, big pneumatic 
tires, finest all-steel construction. $241.75 and $259.00 f.o.b. factory. 


NEW TORO ZIPPER... powerful 36” sickle bar mower for cutting 
weeds and tall growth. Cuts close to obstacles, operates on roughest 
terrain. Replaces 5 men with hand scythes. Self-propelled with 14 
h.p. engine. Sturdy steel, simple controls. $194.50 f.0.b. factory. 


2 } yeas £ 
WTAE. 


— 
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SIGN OF QUALITY and service! See these new : 


WHIRLWIND '22” MODELS... “‘suction-lift’” 
action lifts grass for smooth trim, chops 
clippings to mulch. 2.5 h.p. engine. All-steel 
construction. Large pneumatic tires. Push- 
type model, $149.50. Self-Propelled model, 
$184.50 f.0.b.factory. 
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SPORTSMAN HAND MOWER... 34 Ibs. of 
amazingly quiet, easy-running precision 
mechanism. 17” swath, ball-bearing mounted 
reel with Disston tool steel blades, bed 
knife. Tubular steel chrome-plated handle. 
Only $28.50 f.o.b. factory. 


1950 Toro mowers in action. Call your 
nearest Toro Distributor. He specializes in 
selling and servicing power mowing ma- 
chinery. Standardize on Toro for more profit 
and greater customer satisfaction. 
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TORO 
SERVICE 


It’s unequalled for quality, 
convenience, speed of repair 
work and parts delivery 


See that Toro Service Depot map 
pictured on this page? It shows the 
coast-to-coast coverage of Toro 
Distributors’ parts and repair head- 
quarters ready toserve the thousands 
of Toro dealers all over the country. 
No wonder Toro provides the finest, 
surest, most trouble-free service in 
the mowing machine industry! 


Toro mowers are engineered for 
ease of operation, simple construc- 
tion, thorough dependability. 
They’re a joy to sell, too, because of 
this unique Toro Distributor set-up. 
No waiting to get shipments from 
the factory. Your nearby distributor 
has mowers, parts and repair service 
by trained mower mechanics avail- 
able to you at all times! 





No need to overstock mowers, 4-COL 
either, during peak sales seasons. sales s 
Garde 


You can carry normal stocks of any 
or all Toro Mowers, and be sure of 
fastest possible delivery of extra 
machines as you need them. Get all 
the facts about this remarkable 
dealer service system from your 
nearest Toro Distributor. Or mail 
coupon on next page. 





TOR 


for h 
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NO LOST SALES! When your inventory is short, or you haven’t the specific 
Toro Mower a customer wants, call your Toro Distributor for speedy 
delivery. No waiting for factory shipments. 





PARTS QUICKLY AVAILABLE. Most Toro Dis- 
tributors are equipped to provide 24 hour 
delivery of any part for any Toro mower. 
Where else can you get speedy mower 
service like this? 
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REPAIRING AND OVERHAULING are done in 
your nearby Toro Distributor’s shop by 
men specially trained in Toro maintenance 
work. From factory to distributor to you, 
Toro Mowers are handled by specialists! 


88 TORO DISTRIBUTORS with Toro parts and 
repair facilities, plus a full line of Toro 
mowers, are strategically located through- 
out the United States and Canada. No 
mower but Toro provides this service! 
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4-COLOR NATIONAL ADVERTISING ... timed when you need it, when you want it, to start your Toro 
sales season right. Plenty of follow-up advertising, too, in the Saturday Evening Post, Better Homes and 
Gardens, and other top-circulation national magazines. 


5 Toro is more than doubling its national advertising 
7 to launch the great new 1950 line of Toro mowers. Ads 


for hard-hitting national advertising 


in 15 great weekly and monthly magazines spearhead 
the spring campaign. And Toro helps you complete the 
selling job with a full line of newspaper mats, sales liter- 


and for hard-working dealer sales helps ature, envelope stuffers, decals and window streamers. 





TORO BUILDS QUALITY mowing equipment of 
every kind, every size . . . for homes, schools, 
institutions, park systems, championship 
golf courses, air fields. There’s a specially 
designed Toro for every mowing job! 
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Toro MANUFACTURING CORPORATION 
3069 Snelling Avenue, Minneapolis 6, Minnesota 







Please send me full facts about the Toro Line for 
1950, with name of my nearest Toro Distributor. 










wg 


Rides a 





SEND FOR FREE CATALOGS describing the MAIL COUPON TODAY! This coupon, or a 


complete Toro Line. Specify power mower letter from you will bring you the name of 
catalog or tractor-gang mower catalog . . . each your nearby Toro Distributor who will be 
fully illustrated, with complete facts and happy to show you the new Toro line any 
details about many models. time you say. 
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Asphalt tile flooring, low island displays, attractive walls, wide aisles and ample 
illumination all combine to draw traffic. This is the women's side of the store. 


nnual Sales One-Third of 


Oo Q 


Demonstrations of 

farm equipment have 

done much to build busi- 

ness with the farmers 

throughout the entire 
section. 


we & 
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The same attractive combination of floors, fixtures and lighting are also very much 
apparent on the men's side of the store. Width of aisles is particularly noticeable. 


a Million in Town of 983 


The Peplinski brothers realized that they couldn't get all 

the volume they needed in the little town of Pulaski, Wis., 

to justify the $20,000 they spent on expansion and mod- 

ernization, so they're now spending $300 a month on 

radio and newspaper advertising in order to broaden their 
trading territory. 


Wars Norbert and 


Ed Peplinski finished the modern- 
ization and expansion of the Pep- 
linski Hardware Co. store, Pulaski, 
Wis., about a year ago, they real- 
ized that they would need a much 
greater volume of business to jus- 
tify the money that they had spent 
on the modernization. 

They knew that there wasn’t 
sufficient business in Pulaski, with 
a population of only 983, to show 
them a reasonable profit so it was 
necessary to greatly expand their 
trading area. They sought com- 
plete coverage of all the small 
surrounding towns and hamlets, 
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but Pulaski has only a weekly 
newspaper with a restricted cir- 
culation. 


Combination Advertising 


In order to do an intensive ad- 
vertising job they decided on a 
combination of newspaper and 
radio advertising, at a cost of 
approximately $300 per month, 


divided approximately in half be- 
tween the two mediums. 

They contracted for a yearly 
advertising program in the one 
large weekly which covers the 
Pulaski store’s trading area pretty 
completely, even though the paper. 
the Green Bay Gazette is published 
40 miles from Pulaski. 

Contracts were also made with 
two Green Bay radio stations for 
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Farm equipment is a major line here and it attracts business 
to both the hardware and appliance departments of the store. 


spot annuuncements, every day of 
the month. Both the radio and 
newspaper have large rural audi- 
ences to which the Peplinski 
brothers wanted to make their 
appeal. 


Connecting Stores 


The remodeled store is certainly 
a model one for a town of the 
size of Pulaski. It measures 40 by 
152 ft. and is connected by arch- 
ways with a separate appliance 
store measuring 26 by 75 ft. Be- 
fore modernization the store was 
large and rambling, with an old 
style front, uneven floors and 
many other faults. The young 
owners spent $20,000 in the re- 
modeling program to achieve the 
sort of establishment they wanted. 

Proof of the advertising pud- 
ding lies in the fact that sales are 
now at about one-third of a mil- 
lion dollars. This includes farm 
implement sales as well as hard- 
ware. The store employs 16 
people. 

“Our advertising is really get- 
ting business.” says Ed Peplinski. 
“When we offer specials the cus- 
tomers come in the next day, and 
some even telephone. Once these 
rural customers come from some 
distance to visit our store and see 
the extensive stock we have and 
the service we offer. many of them 
decide to make this their regular 
appliance and hardware shopping 
headquarters. 

“We have long felt that a smail 
town like Pulaski could have just 
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as attractive a hardware store as 
any larger town, and we are 
pleased to find that our trade con- 
firmed our belief. Located in the 
center of a fine rural area, we are 
close to many small town resi- 
dents, farmers, etc., and our store 
is the logical place for them to 
shop. Farmers are pleased that 
they do not have to drive 50 miles 
to a large city store when they 
can drive just five or 10 miles to 
our place and find the same kind 
of merchandise, and reasonably 
priced. They are also pleased to 
find adequate parking space in 


Pulaski. 


Demonstrations Staged 


Appliance demonstrations — of 
many types are staged at the store 
and invitations to these demon- 
strations are mailed to prospects. 
Farm women are especially in- 


terested in home improvements 
and in learning about new home 
appliances, according to Norbert 
Peplinski. 

“Our implement connection nat- 
urally keeps us in touch with 
numerous farmers throughout a 
large area and this aids us in the 
sale of appliances,” says Mr. 
Peplinski. “We sell and _ install 
and service water pressure sys- 
tems, which is another way of 
winning the trade of farmers. We 
do not have a plumbing and heat- 
ing department, but we do install 
all of the water heaters which we 
sell.” 

The modernized store has three 
times the display space it formerly 
had, and the owners report that 
customers now remain in the store 
for longer periods to look at the 
merchandise which is now on 
open display. This makes for 
more impulse sales. 


Wide Aisles 


The store has an asphalt tile 
floor, is equipped with fixtures 
supplied by the Wisconsin Retail 
Hardware Association and_ has 
fluorescent lighting. The aisles 
are quite wide making travel 
around the store very easy. 

“We do not feel that we have 
tapped our trade territory com- 
pletely but we confidently expect 
that we can do a much more in- 
tensive job of developing our 
greatly enlarged trading area with 
an outside selling program to 
augment our newspaper and radio 
advertising program,” says Ed 


Peplinski. 





The size of the paint section indicates the importance of the line. 
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LUBRIPLATE 







The 


WRITE 
Waterproof 
Lubricant 


Every customer who comes in your store 

has a use for Lubriplate!... It’s the best made 
for guns, fishing reels, outboard motor gears 
... innumerable household uses... It’s attrac- 
tively packaged in counter display cartons. 


Now! In 3 Sizes! 
“A” Tube— 54 x 3% inches, for hunters and fisher- 
men. 3 dozen to a counter display carton. 


“B" Tube—1 x 6 inches, for general household and 
sporting uses. 1 dozen to a counter display. 





Nationally 
Advertised 


Our new campaign 
is reaching over 
9,000,000 prospec- 
tive customers this 
year in Saturday 
Evening Post, Field 
&Stream,and Motor 
“C” Tube—Large economy size, for outboard mo- Boating. 
tors and all other uses. Individually boxed. Display 


easel on request. 
Jobbers inquiries invited! Dealers send for name of nearest jobber! 


LUBRIPLATE DIVISION 


Fiske Brothers Refining Co.— 129 Lockwood Street, Newark 5, N. 4, 
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FAST SKATES fox FAST SALES 





No. 36 


No. 36—A volume-seller. Quality 
built but popularly priced. 8 ball 
bearing wheels, welded chassis, 
rubber shock absorbers and other 
features. Attractively packaged. 
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No. 84—The 500-mile guaranteed skate! 


strap>- ing be Highest quality features including double- 
vast 9 ey laced row, one-piece heavy steel wheels with 16 
e, W! 4 ball bearings each and sponge rubber in- 
straps: the step pads. Colorful packaging. 
yesiened FO sn 
wecnty features BRING KIDS TO YOUR STORE THE EASY 
mnie aaalitS oe GLOBE-UNION WAY — Write for Details! 
g Colo 
ie 
or abl ~ a . . . 
scka*cx 0-3 GLOBE-UNION INC., Milwaukee 1, Wis. 
AE u 
* Eastern Sales Office: SOLLMANN & WHITCOMB 





200 Fifth Avenue @ New York 10, N. Y. 
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COMBINATION SEEDER AND CULTIVATOR Seven tools in 

one! Drills seed. Plants in hills. Plows. Opens furrows. Serves as 

cultivator or weeder, using single o: double wheels, Adjustable tubu- 
lar stee! handles. A top performer in any garden! 









WHEEL HOE, With one wheel SEED CASTER. Handles all 


it weeds between rows. With types of grass seed and small 
two, both sides of row. Wheels grain. Broadcasts evenly. Ad- 


adjust for depth and width. justable regulator. Enclosed gears. 


074 






LAWN SPREADER. Easily 

distributes any plant food, seed, 

or fertilizer. Force-feed agitator. 
Control rod on handle. 





EASY GARDEN MULCHER. 
Eight revolving blades chop up 
soil and weeds, leaving fine 
dust mulch. Three cultivator shovels. 





Sell the money-making DANDY 
BOY line. Built to sell on sight 
Quality made throughout. Choice 
of THREE profitable, fast-sell 
ing DANDY BOY hand tool 
packages. Get full details from 
your jobber or write for name of 
your nearest distributor. Dept 


HA-150 





CULTIVATOR, Hish wheel “WE iewADeee: 
mokes work easy. Carbon steel souT# 
frame, tubular handles. Takes 

wide variety of attachments, 
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NEW noma 


to identify America’s Oldest 
and Biggest selling line of 
BLUE STEEL Kitchenware 


WP xy 


Blue steel kitchenware, made by 
Parkersburg, has been the nation’s 
stand-by in the low-priced field for 
more than half a century. Now this 
old, established line of kitchenware is 
being given a name and a trademark 
... “blu-pride”...to identify the out- 
standing value inherent in all Parkers- 
burg products. Ask your wholesaler 
about “blu-pride” Steelware...the big- 
gest selling line of its kind! 


@ NEW! PORT-0-OVEN 


A wonderfully versatile top-of-stove 
oven with an accurate thermometer 
set in the cover. Excellent as a potato 
baker and food crisper. Also makes 
an ideal outdoor grill oven and 
baker. Shipped nested. 


Retails about $1.49 





BISCUIT SINGLE 
PANS LOAF PAN 
9x14x1% 5Y2 x 9¥2 x 2% 
DRIPPING 

© pans DCUBLE 
8x 10x 2% ROASTERS 
10x 14x 2% No. 2— 8x12x6 
12x 17x 2% No. 4—10x 15x7 
16x 17x 2% No. 7-13 x 18x8 


Ask Your Wholesaler for Prices 


THE PARKERSBURG 
STEEL COMPANY 





PARKERSBURG, WEST VIRGINIA 





The home of MASTR-LOK Stovepipe and ‘‘biu-pride’’ Steelware 
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80 Per Cent of U.S. Farms 
Now Electrified 


Washington Bureau 
of Hardware Age 


BOUT 910,000 miles of power 
lines have been constructed 
since 1936 with the aid of Rural 
Electrification Administration 
financing amounting to $1.9 bil- 
lion. Approximately 80 per cent 
of the nation’s farms are now elec- 
trified or have service available, 
the Agriculture Dept. estimates. 
Three million consumers were 
using REA power as of Dec. 1, and 
systems aided by the government 
agency were increasing users at 
the rate of 45,000 monthly. 
About 25 commercial companies 
received financial aid from REA 
out of 1,059 borrowers compris- 
ing 973 power systems. Borrowers 
include 969 cooperatives. 


Their Story Goes Over 
The Air 
Every Business Day 


(Continued from page 82) 


nationally advertised paint for 
both inside and outside use. 

“For weddings, birthdays and 
anniversaries, the gift department 
has gifts practical, as well as beau- 
tiful . . . so for all your hardware 
needs, it’s the Sycamore Hardware, 
‘The Friendly Store’ across the 
street from the Fargo Hotel in 
Sycamore.” 


Feature Poultry Fencing 


An example of Mr. Staskey’s 
own copy interpretation is seen in 
the following commercial about 
poultry fencing which he sched- 
uled last spring. 

“Be sure your poultry stays out 
of your neighbor’s garden. . . and 
your own, too. The Sycamore 
Hardware in Sycamore has just 
received a large shipment of poul- 
try netting in l-in. and 2-in. mesh 
and 12 inches to 60 in. high. This 
is real quality poultry fencing that 
defies even the wily Leghorns. 
Sycamore Hardware has also re- 
ceived a shipment of step ladders 
in sizes 4 ft. to 7 ft. in height .. . 
For wall washing jobs and putting 
on the screen windows, you'll want 
one of these sturdy ladders. . . 
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Mr. Staskey says, “I think a lot 
of hardware dealers are afraid to 
try radio advertising because of 
the cost, but the cost is not so high 
when you figure the large listening 
audience of a good, small city sta- 
tion. Newspaper and direct mail 
advertising have their own merits. 
I don’t see why a dealer can’t use 
all three now and then.” 

The above is much more evi- 
dent in that, at the present time, 
Mr. Staskey is sponsoring the only 
daily local Sycamore newscast di- 
rect from Sycamore’s radio station 
in the Fargo Hotel across the street. 
This newscast is a five-minute daily 
feature. 





Good Location Big Factor 
In New Store's Success 


(Continued from page 72) 


the use of broadsides. The adver- 
tisements are distributed to the 
homes of residents, with 2.000 to 
3.000 circulars being distributed 
with each promotion. Principal 
attraction in these broadsides are a 
few very low price items, in most 
cases seasonal, to bring a good flow 
of traffic into the store. 

The success of this medium has 
made it an established part of Mr, 
Clarke’s promotional program. 
with circulars being sent out at 
about the same time, three times 
per year. These periods are May, 
July or August, and late Novem- 
ber. Mr. Clarke notes an immedi- 
ate increase in business following 
distribution of each circular. 





Farmers’ Banquets 
Pay Dividends 


O farmers like an annual ban- 

quet, mixing good food with 
chat and some educational in- 
formation? It would seem so, be- 
cause Columbia City, Ind., mer- 
chants have just held their 25th 
Annual Agricultural Achievement 
Dinner, which was attended by 
500 farm folks and business men. 
Merchants always try to have an 
outstanding program, including 
one agricultural topic speaker, and 
the entertainment program is also 
tops. The good will engendered is 
often reflected in sales for local 
merchants. 








_—<— 


~ LAYER-BUILT PADS 


4800 square inches 
of working surface 
in every package! 


TOP QUALITY plus BIG VALUE! 


Sun Ray Steel Wool quality and value keep customers coming back. 
Long, strong, precision-cut steel wool strands make up these big, 
cushiony layer-built pads. Each pad contains 300 square inches of 
top quality working surface. Simply fold back used surface exposing 
fresh, clean layer. All grades from 0000 to 3 are available and 
are packed sixteen pads to a package. 
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Sun Ray one pound bulk tubes for home, 


a shop and general use contain only top 

ae quality steel wool. Seven grades are avail- 

tne al able, from 0000 to 3, also fine, medium 
and coarse shavings. ‘ 

JEX HOUSEHOLD PADS ee TD 


Economical Jex steel 
wool scouring pads are 
favorites with house- 
wives everywhere. 
Packed sixteen full- 
bodied pads to the carton, they are ideal for household 
cleaning, scouring and polishing. "Use one a day, then 
throw away” sells Jex for you. 


ORDER SUN RAY STEEL WOOL PRODUCTS TODAY! 


pr it cums Scouns-PousHes 
Fu xc 
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This attractive display of dinnerware is on the newly remodeled women's side of the store. 


Modernization Program Marks 


Firm's 100th Anniversary 


W... the King- 


Hipskind Co., Wabash, Ind., cele- 
brated its 100th anniversary late 
in 1949, the observance was note- 
worthy for a number of reasons. 

The first was that, while appre- 
ciating the values of the past. the 
King-Hipskind Co. was also pre- 
paring for the future. This was 
done through a storewide remodel- 
ing program which to date has 
seen the women’s division of the 
hie building become completely 
new and modern. The store own- 
ers plan to remodel the men’s side 
of the store in the immediate fu- 
ture. 

The second reason why the cen- 
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King-Hipskind Co. is doing its remodeling on 
a step-by-step basis. Women's side of store 
already completed with men's side to follow 





Another section of the store, noticeable for its wide aisles. 
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tennial of the store was interest- 
ing was that at the same time the 
local newspaper published its 90th 
anniversary edition. This edition. 
filled with historical data, is treas- 
ured by local Wabash people for 
it contains a wealth of information 
about the city, its people and its 
industries. 

The third reason is that the King- 
Hipskind store published a_ full 
page ad which contained some ex- 
cellent copy. The first part of the 
ad contained a history of the firm 
written, for the most part by one 
of the former owners. 


The Advertisement 


It stated, “In October of 1849, 
Edward D. Busick established a 
hardware store . . . and carried 
on until 1852 when his brother, 
Joseph W. Busick became a part- 
ner. . . In 1855, James Bruner. 
Jonathon K. Haas and Geo. King 
took over the business. . . . Mr. 
Haas retired in 1859. In 1860, 
the store building was burned and 
a new one built immediately. How- 
ever, the breaking out of the Civil 
War in April, 1861, disrupted the 
firm’s plans and Mr. Bruner went 
into the army as a captain—later 
a lieutenant colonel and left Mr. 
King to settle up the firm’s affairs.” 

History of this sort gave the 
store’s customers a compact pic- 
ture of what happened to the store 
and its founders over the years. 

In the lower half of the ad, came 
this copy on present policies: 

“What does interest us and will 
always continue to do so is, ‘How 
have we lived and conducted our 
business while we have been here 
and shall continue to exist. We 
are more interested in trying to get 
and hold the confidence of our 
customers than exerting pressure 
and sharp practice. Within the 
memory of the present owners, 
this has always been the ambition 
and motive of the former owners. 
It has been an unexpressed motive 
that followed through the lives of 
these men. They have attempted 
to tell the truth about the things 
their customers bought and be con- 
tent to let them be the judge of 
their worth. 

“The only change in 100 years 
has been the type and number of 
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TEMPERED 


$ 
ELECT Tie SIZES YOu NEED 


flats with blued bar — $10.88 list. 


Assortment contains: 


4 only No. 213 — 5/16” & 13/32" re 
7 * Bie F258 —— SHB Be TF oc n cee ccnvcces 


10 Mea. T2505 — 1/2" BOS @ 22.25 .026000. 
7 No. 273 — 19/32” & LS ait are 
5 ee, ae a! Gel” 
S$ * No. 383 — 25/32" HB F/O” @: o. «0 ssssevece 


Available In Open Stock 


Prices slightly higher west of the Mississippi 


ASK YOUR JOBBER 


TRAOE 





DROP-FORGED TOOLS 


KNOWN FOR FIFTY YEARS 


Bridgeport 





BRIDGEPORT PY R A Mb "wrencwes 


Attractive Metal Counter Display in Gold, 
Blue and White sells wrenches on sight. 


Drop forged tempered steel; thin parabolic jaws; polished 


29 
on 
38 











° PORT, CONN. ; 
THE BRIDGEPORT HDWE. MFG. CORP. BRIDGEPORT, C —_ 
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items sold in this store. From 
practically the covered wagon days 
to the present air travel, we have 
attempted to keep pace with the 
times and supply the items needed 
to make the farm and home a more 
pleasant and efficient place to live. 
Human nature has not changed in 
all that time. People still have 
the same hopes and fears, the same 
ambitions and _ inhibitions, the 
same good and bad, and the same 
reactions to different stimuli. And 
so we have attempted to take them 
as they come—our customers— 
good and bad—overlooking their 
faults and appreciating their vir- 
tues and extending to them all 
the same kind of treatment and ser- 
vice. This shall continue to be 
Perhaps the next 100 
years will record our success or 
failure.” 


our aim. 


Two Departments 


The present store consists of 
two different departments, each 
being 25 ft. wide and 140 ft. deep. 
The left side of the store is the 
newly remodeled housewares, gifts 
and appliance section. The fix- 
tures for this division were all 
made in Wabash by local carpen- 
ters. An interesting feature is the 
fact that “appliance row” is on a 
raised platform all along the wall, 
which makes cleaning of floors 
much easier, the owners report. 

The appliance section also has 
a canopy which contains indirect 
lighting. Neat pictures along the 
wall give the displayed appliances 
a very homelike appearance. Main 
and cross aisles in this department 
are wide, permitting traffic to flow 
easily throughout the store. There 
are two entrances connecting both 
stores so that customers can move 
freely from one department to an- 
other. 

“Our new housewares depart- 
ment certainly attracts many wo- 
men from near and far,” says 
Homer Hipskind, who with E. W. 
Scheerer, operates the store at the 
present time. “We have a lot of 
stock in the department, which 
pleases women who buy for their 
own homes or for parties, recep- 
tions and weddings. Our gifts 
range in price from 50 cents to 
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$20, with some china sets selling 
for close to $75.” 

Three saleswomen take care of 
the housewares and gift section, 
and keep it looking neat and clean 
at all times. Naturally this factor 
is important with women custom- 
ers. The women clerks can also 
aid customers in selecting the prop- 
er gifts for certain occasions, and 
this type of help is appreciated by 
many patrons. 


Due to the large volume of store 
traffic, the store at the present time 
has enough good prospects for its 
entire appliance line. One reason 
for placing the appliances in the 
housewares and gift department 
was to bring these items constantly 
before the attention of women 
customers. Many of the heating 
stoves, etc., on the other hand are 
displayed in the other division 
where men customers dominate. 





Helping Out Local Sportsmen Swells Volume 


(Continued from page 83) 


them being visible through the 
angled entrance door. On the wall 
behind the cases, he hung plywood 
panels on which he mounted vari- 
ous kinds of tackle and other gear, 
neatly arranged and labeled with 
size, price and other necessary 
data. To one side of this display, 
Mr. Luethye hung a row of differ- 
ent size and type fishing poles. 
On the other side he installed a 
display rack of rod-winding 
thread. This rack, designed by the 
owner himself, allows the cus- 
tomer to select his colors from the 
actual spools rather than from 
sample hanks. It is also an easier 
storage and dispensing unit for 
the salesman. 

Giving his new sports section a 
touch of the color and flavor of 
outdoor activities, he hung framed 
sporting pictures above his mer- 
chandise panels. To cap this, a 
colorful fishing map, a fish net 
and a sail-fish ,head are arranged 
to catch the eye. 

Adding touch appeal to eye ap- 
peal, Mr. Luethye found, was a 
sure way to boost sales. At first, 
his fishing reels were displayed in 
a case where they shared space 
with other items. Now he uses a 
chrome rack provided by a manu- 
facturer, placing it on one counter 
where the sportsmen can handle 
a variety of reels and check their 
features without the salesman’s 
having to dig into boxes in a 
drawer. This display has increased 
his reel sales by 50 per cent. 

Not forgetting his youthful 
clientele and prospects, this dealer 
uses the top of another show case 
for the eye and touch appeal of 
sporting equipment currently in 


season. Football, basketball and 
baseball and other equipment are 
laid out casually, inviting young 
people to feel, want and buy. 

“A friend told me one day that 
my counters were too cluttered,” 
Mr. Luethye says. “Just then a 
father and son came in to buy a 
few sinkers. While I selected and 
wrapped the small purchase, the 
man was tinkering with the reels 
and the boy hefted a football. 
Five minutes later, my astonished 
friend watched me add the price 
of one reel and one football to the 
20-cent slip for sinkers. The items 
had sold themselves.” 

Such merchandising and dis- 
play know-how has brought in- 
creased business and _ increased 
profits to the Venice Hardware 
Co. which, not long ago, had but 
one sports show case. Today the 
store is headquarters for Venice 
sportsmen, who naturally have 
other needs in the hardware line. 
Thus, the expansion of the sports 
department is responsible for an 
increase of 25 per cent in volume. 


Bicycle Parade 
Aids Sales 
ERCHANTS of Beatrice, 


Neb., are able to make 
youngsters of that city more bi- 
cycle safety conscious through an 
annual Bike Parade than by any 
other means. Every entrant is 
given a list of bicycle safety rules 
to study and observe in the pa- 
rade. Hundreds of youngsters 
turn out for the parade, while 
thousands of persons watch. In- 
cidentally, it helps increase sales 
of bicycles. 
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» 1-2-3-ZONE ACTION 








NEW SHAKESPEARE WONDERODS 
AT STARTLING NEW LOW PRICES 
RESULT OF BOOMING PRODUCTION! 


ee 


ONLY WONDEROD HAS 











ACTION FOR PERFECT CASTING...POWER TO SET THE HOOK 
Demonstrate Wonderod’s exclusive 1-2-3-Zone Action. 
Study the picture, note the three Zones (1) Action (2) 
Power (3) Accuracy! You'll agree they make sense and 
will sell and sell, because this story will be told and 
retold to millions of prospects in 1949 and 1950. 


The Action Zone —Wonderod's fast tip action lets 
f you cast as fast and straight as a bullet with just a 
flick of your wrist. 


The Power Zone—Wonderod has backbone built in 
2 —where it’s needed—for the power to set the hook. 


The Accuracy Zone—Shakespeare’s famous Tru-Aim 
3 double offset handle makes accurate casting as 
natural and easy as pointing your finger. 





LINES ° BAITS 
Honor Built Since 1897 
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Never has there been a rod that has met with 
such universal acclaim as the Wonderod ...a 
demand so great we have opened a large, 
ultra-modern factory devoted to Wonderod 5 
production at Columbia, South Carolina. 

This increased production now has made 
possible lower prices .. . prices that put a 
Wonderod well within the reach of the aver- 
age angler ... to give you faster sales, record 
volume, record profits! 


® 








Model 1390 
Mode! 1290 3 piece Model 1288 
2 piece FLY SPINNING 
FLY WONDEROD WONDEROD WONDEROD 
$45.00 $50.00 $37.50 
Length 7’9” Length 8'6” Length 7 feet 





REMEMBER! Only 
Wonderods are made MODEL 1175 


of HOWALD PRO- WONDEROD 


CESS resinated glass 

fibers. $ 00 
WON’T RUST... sar coe 
WON’T ROT... 


WON'T TAKE A SET! Length 5’ 2” 
Medium Action 












SHAKESPEARE COMPANY, Kalamazoo 2, Michigan 


1950 WONDEROD PRICES 
CASTING WONDERODS 
3Y2 ft. to 5 ft. Bin. . . . $11.25 to $24.50 
FLY WONDERODS .... 35.00to 50.00 


SALT WATER WONDERODS 28.00to 40.00 
All prices quoted include Federal Tax 





Follow-Ups After Installations 
Help Pyramid Appliance Sales 


Complete service to customers builds business 
for the J. Bean Hardware & Electric Co. Crew 
of 10 electricians also helps to increase sales 





This well lighted appliance display features many types of major equipment 


and electric housewares. 


A N excellent exam- 


ple of the value of follow-ups on 
appliance sales and installations is 
offered in the case of the J. Bean 
Hardware & Electric Co., Urbana, 
Ill., operated by Arthur Hamlin 
and William Henderson. This firm 
does a large appliance business 
and makes a practice of following 
up after sales and installation to 
make certain that customers are 
satisfied with their purchases. 
One such call on a man who 
had purchased an electric dish- 
washer pleased him so much that 
he has purchased three more dish- 
washers from the Bean firm. This 
particular customer owns several 


112 


houses and rents them to tenants. 
Sometimes he sells a house com- 
plete with all equipment. 


Policy Brings Results 


“This man is a constant source 
of business to us,” says Mr. 
Hamlin, “and it shows that our 
follow-up policy brings results. 
By following up on sales in order 
to make certain the customer is 
satisfied, we not only iron out any 
complaints, but we have the op- 
portunity to learn more about the 
customer and his home plans for 
the future. Often such plans call 
for the purchase of additional ap- 
pliances.” 


The oilcloth display is a bid for additional sales. 


In another instance a woman 
with funds to invest began buying 
some model kitchen units for a 
home she had purchased and 
planned to rent. She was so 
pleased with the Bean firm’s ser- 
vice that she has since purchased 
a total of eight kitchens for houses 
which she has bought, repaired 
and rented. She also brings in 
her tenants who are in the market 
for appliances. 

Naturally, says Mr. Hamlin, 
such customer recommendation 
means a great deal in terms of 
extra sales. 

“While most appliance custom- 
ers are not going to buy more 
than one electric range or one 
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refrigerator,” says Mr. Hamlin. 
“nevertheless each customer can 
recommend our store and its mer- 
chandise to numerous _ people. 
That’s why we look beyond the 
immediate sale in order to make 
sure of the customer’s good will. 
This policy aften takes the place 
of much outside selling on a cold 
canvass basis.” 

The J. Bean Hardware & Elec- 
tric Co. also specializes in city 
and farm wiring, which also aids 
in helping to build sales of other 
appliances, light fixtures and other 
electrical needs. The store has a 
crew of 10 electricians, using four 
trucks for their work. During the 
course of a year, these electricians 
get into many city and farm 
homes. Because of this fact, they 
are able to influence many appli- 
ance sales. Their employees, as 
well as Mr. Hamlin and Mr. 
Henderson, who supervise the wir- 
ing crews, have an opportunity to 
ascertain the appliance needs of 
many homeowners. This is espe- 
cially true in regard to the selling 
of electric ranges. 


Builds Confidence 


“The fact that we do electrical 
wiring. as well as repairing of ap- 
pliances, gives the customer more 
confidence in us,” says Mr. 
Hamlin. “Many customers like to 
buy appliances from a store where 
they can get service when needed. 
Naturally, we use this sales ad- 
vantage whenever we can, never 
failing to cite this company’s long 
record of experience in serving 
customers in the Urbana area.” 

Mr. Hamlin says that willing- 
ness to serve customers is highly 
important in getting appliance 
business. For example, a farmer 
walked into the store one Saturday 
and said that he would buy a 
home freezer, a refrigerator, a hot 
water heater and kitchen unit if 
the store would give him some 
help in installing those items over 
the week end. Messrs. Hamlin 
and Henderson went to the farm 
and helped the farmer install the 
equipment. The customer has 
since sent a number of prospects 
to the store as a result of this 
service. 

The Bean store is divided into 
two parts. One section, about 25 
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BISON Clothesline is a 
big seller and it’s selling even 
better in this new display! 
It’s the volume grade 15 lb. 
line that is priced to be really 
competitive. And now we 


offer it in this attractive self- 


shipper display. A display 
that has been designed to 
help you sell more clothes- 
line...more sales mean 
more profit! 


Get it from your jobber. 
BISON clothesline is another 
one of the King Cotton Qual- 
ity Products .. . Packaged to 
Sell, Priced to Sell. Send for 
our King Cotton Catalog. 


Pe 


15 Ib. Line . . . The Volume Grade 


Competitively Priced 


Display Packed... For Greater Sales 


105 DUANE STREET 


JOHN H. GRAHAM & CO. 






CORDAGE 


INC. 
NEW YORK 8, N. Y. 






















new! Easy-r0-séte 






The Line that 
SOLD OUT in’49' 
Now FOUR WAYS 
BETTER for '50 


Model N-55 
12” Lo-Level Fan 
3 speeds 
(Also available for 
‘50 in 10" size 
single speed) 


@ NEW SIZES 

The beautiful, fast-selling 
FASCO Lo-Level Fan... 
now made in TWO sizes 
«+. 12”—three speeds... 
and 10”—single speed. 


@ NEW MODELS 


You'll see several other 
new sure-fire sellers at 
the Housewares Show 
+ or WRITE NOW, for 
advance information... 
they're the hottest news 
in the industry. 





/ 





@ NEW FINISHES 
Always tops in eye 
appeal... FASCO Fans 
for '50 are color-styled, 
finished for new beauty 
that lasts for years. 


@ NEW EFFICIENCY 


FASCO Fans for '50 are 
again out front in overall 
performance . . . deliver- 
ing more air, more quietly, 
with longer trouble-free 
life. 





16” Model N-163 10” Model N-103 12” Model N-128 


Deluxe Heavy Duty 





Standard 


12” Model N-121 
Standard 


Heavy Duty 





10” Model N-101 
DeLuxe Heavy Duty 


-__ 





— 





=~ — ~~ 
— cca 





WRITE! 


Be sure to get your 
copy of the 1950 
FAN CATALOG {¢ 
-.. NOW! 


EE rare 








16” Pedestal Model 
N-165. Adjustable 
in height—4 to 7 ft. 


INDY 
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ft. wide and 90 ft. long, is devoted 
to a showing of hardware items 
and lighting fixtures. It also con- 
tains the firm’s office. The second 
section, also about 25 ft. wide, 
contains most of the appliance 
lines handled by the firm. A con- 
necting central entrance joins the 
two stores, permitting the easy 
flow of traffic from one to the 
other. 

Mr. Hamlin also says that the 
firm is gradually building a list 
of customers who have one, two 
or more appliances. This list will 
prove helpful in selling replace- 
ments or additional appliances, he 
states. Kitchen unit sales especi- 


ally often follow the sale of an 
electric range or a refrigerator. 
as the housewife decides that sh« 
wishes to have a completely mod 
ern kitchen. 

“There is no doubt that one can 
make a higher percentage of sales 
to people who are acquainted with 
the store, its policy and its prod 
ucts,” says Mr. Hamlin, “that is 
why we like to pay so much atten- 
tion to people we are already serv 
ing in some capacity. They have 
not exhausted their buying power 
by any means, and I am sure we 
get a greater percentage of extra 
appliance sales in this way than 
from any other idea.” 





$65 Million Television Volume 
Forecast by Emerson Executive 


HE Emerson Radio and Phono- 

graph Corp., 11 Eighth Ave., 
New York City 11, estimates a 
sales volume of $65,000,000 dur- 
ing the current year, Benjamin 
Abrams, president, recently in- 
formed company representatives 
convened to view the 1950 mid- 
year line of television receivers. 
He estimated that 5,000,000 tele- 
vision receivers will be manufac- 
tured by the industry in 1950 and 
predicted that 30 million television 
receivers will be in use by 1955 as 
compared with the four million in 
operation today. 

Mr. Abrams pointed out that 
the radio and television industry 
did a business of a billion and a 
half dollars at retail prices during 
1949. Those figures were broken 
down as follows. In 1949, ap- 
proximately three million televi- 
sion receivers were sold at any 
average unit sale of just under 
$350, amounting to about a bil- 
lion dollars. In addition, 10 
million radio receivers at a unit 
price of $40 amounted to $400 
million. The installation and ser- 
vicing of television receivers 
equalled about 100 million while 
another 100 million was derived 
from service and parts for 65 mil- 
lion radio sets now in operation. 

In estimating an industry-wide 
production of five million receiv- 
ers, Mr. Abrams stated, “In my 
opinion this is a_ conservative 
estimate. I believe, also, that 10 
million radio receivers will be 
produced this year to equal the 


production of the year just com- 
pleted. The demand for radio 
receivers today is still greater 
than the supply and will continue 
unless manufacturers step up pro- 
duction more than they have done 
in recent months. 
Consumer Prices Drop 
2.1 Per Cent 


Over 12-Month Period 
HOUGH consumers’ prices 


were up slightly (0.1 per cent) 
from October to November, 1949, 
over the year, however (Novem- 
ber, 1948. to November, 1949), 
consumers’ prices dropped 2.1 per 
cent, the National Industrial Con- 
ference Board, 247 Park Ave., 
New York City 17, reports. 

Decreases for November were 
reported in 37 of the 61 cities in- 
cluded in the Board’s monthly 
survey of consumer prices. The 
index remained unchanged in two 
cities, Buffalo, N. Y., and Dallas, 
Tex., while increases were noted 
in 22 cities. 

The sharpest increase was re- 
corded in New Orleans, La., where 
the index was up 1.2 per cent 
over the month. The largest de- 
creases (down 0.9 per cent) were 
registered in Macon, Georgia, and 
Richmond, Va. 

The purchasing value of the 
consumer dollar (January, 1939, 
as 100 cents) was 62.4 cents in 
November, 1949. This represents 
an increase of 2.1 per cent ove! 
its level of November, 1948. 
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Predict Strong Plumbing 
Market Until Mid-1950 


HE strong current demand for 

plumbing fixtures is expected to 
continue at least for the first half 
of 1950, and is likely to be pro- 
longed beyond that period. This 
prediction was made by manufac- 
turers of plumbing fixtures attend- 
ing the recent annual meetings of 
the Enameled Cast Iron Plumbing 
Fixtures Association and the Vitre- 
ous China Plumbing Fixtures As- 
sociation. 

Despite the anticipated active 
demand for plumbing fixtures of 
all types in 1950, no shortage is 
anticipated. The productive ca- 
pacity of the plumbing fixture in- 
dustry has been very substantially 
increased over what it was before 
World War II. Recent years have 
seen the introduction of assembly 
line methods into foundries and 
potteries along with the best and 
most up-to-date provisions for the 
protection of the health of em- 
ployees. The arduous lifting and 
hand work formerly associated 
with the manufacture of plumbing 
fixtures has been replaced, in near- 
ly all instances, by motor-oper- 
ated devices and conveyors. 


What Customers Dislike 
About Some Salespeople 


(Continued from page 90) 


your competitors as you do any- 
way, so why give the latter extra 
advertising ? 

Instead, just bring to the cus- 
tomer’s attention your own most 
favorable points. Of course, you 
can say, “This is a feature you 
can’t find in any other line,” or in 
any other hardware store in this 
locality, or similar statements. 
These help you make your point, 
yet you have not criticized or com- 
pared. 


Avoid These Subjects 


Customers don’t like to have 
salesmen try to tell them what’s 
right and what’s wrong in politics, 
religion, and other controversial 
topics. And they don’t like to be 
fooled on promises or with exag- 
gerations. Make good on every- 
thing you say and you'll make 
sales for the present and build 
permanence for the future. 
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Clinton Hardware Cloth was the leader in the field when, 
in 1856, the first wire-weaving power looms were in- 
vented in our Clinton plant. And today Clinton Brand is 
still a leader in sales and tops in quality. 


Clinton Hardware Cloth is hot galvanized after weav- 
ing to insure greater strength at intersections. It is rust- 
resisting, uniform in mesh and width, unrolls flat, and is 
easy to handle. 

The wide field of use- 
fulness of Clinton Hard- 
ware Cloth will pay off in 
added sales, increased 
profits and satisfied cus- 
tomers. Order a supply 
from your jobber and 
give it a prominent spot 
in your store. 
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Clinton Hardware 
Cloth is made in ac- 
cordance with U. S. 
Dept. of Commerce 
' Standard CS 
ay 132-46 and is fur- 
nished in widths of 
- wwe 24", 30", 36" and 
48". Supplied in 
steel-banded rolls 
of 100 ft. Standard 
meshes— 2x2,3x3, 


Other famous Wickwire Spencer Hardware Products include: Gold Strand Insect 
Wire Screening, Clinton Hex Mesh Nettings, Clinton General Purpose Welded Wire 
Fabric, Perfection Door Springs, Nails and Brads, Wissco Clothes Line. 


WICKWIRE SPENCER STEEL 
AMERICAN WIRE FABRICS CORP. 


500 FIFTH AVENUE, NEW YORK 18, NEW YORK 
Boston + Buffalo * Chicago * Denver «+ Detroit * Ft. Worth * Philadelphia 
Pacific Coast Subsidiary—The California Wire Cloth Corporation, Oakland 6, Cal. 
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“World's Finest” 


Farm & Home Freezers 
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Busiest salesmakers in 
1949 were BEN-HUR 
Dealers! And they 
helped make 
BEN-HUR one of the 
hardest-working freez- 
er manufacturers in 
the nation. 


One reason, of course, 
is the BEN-HUR 
Freezer line itself. 
new color beauty, design, perform- 
ance features that struck an appeal- 
ing chord in the mind of home- 
makers . . . a line of freezers rich 
in the kind of quality and value that 
makes selling easy—and satisfaction 
a sure thing. 

YOU can depend on it, Mr. Dealer. 
The BEN-HUR line of Farm and 
Home Freezers is your best start to a 
Prosperous New Year. 


A line, rich in 


Check the BEN-HUR Dealer Franchise NOW — 
as your FIRST NEW YEAR'S RESOLUTION! 





foot Model 2129 with 


aunt ro r 


BEN-HUR BLUE Trim. Guaranteed by > 
Others—9.2 and 18.45 Good Housekeeping 
cubic foot sizes. Ross ennai 


Dept. HA, 634 E. KEEFE AVE. 
BEN-HUR MFG. CO. MILWAUKEE 12, WISCONSIN 


CE GAUR  oooemcococcoeocn | 


HEALTHFUL LIVING THROUGH FROZEN FOODS 
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This display of greeting cards draws traffic to the rear of the store. 


Greeting Cards Build Traffic the Year ‘Round 


LITTLE more than a year ago, 

the Myers Park Hardware— 
about three miles from the center 
of Charlotte, N. C., —put in a line 
of greeting cards as a traffic build- 
er. The idea has worked, for all 
those who desire to look at the 
card displays must walk to the rear 
of the store and pass displays of a 
wide variety of merchandise of in- 
terest to both men and women 
shoppers. 


Buy Other Items 


As a member of the store’s staff 
puts it, “Very few customers com- 
ing in to buy cards will leave with- 
out buying something else. Some 


men make fun of our having this 


line, but they come in here to buy 
We put 


traffic, as we 


the cards just the same. 
cards in to build 
sell many wedding and anniversary 
gifts, mostly practical and utility 
lines. They have always been lo- 
cated in the rear of the store to 


pull traffic there.” 


400 Different Numbers 


At least 400 different numbers of 
greeting cards are in stock at all 
times, with special numbers added 
for Valentine’s Day, Easter, Moth- 
Day and 
Christmas time the cards are given 
two full tables, and the store takes 
orders for cards with customer's 


Graduation. At 


ers 


imprint. 





Bottled Gas Tanks Serve as Reminders 


Some fine ad- 
vertising for its 
bottied gas ser- 
vice is obtained 
by Beltram Hard- 
ware, Bemidji, 
Minn., by means 
of a couple of 
neatly lettered 
empty gas drums 
outside its store. 
Drums are placed 
neatly at each 
corner of the 
front of the store 
where they can- 
not escape the 
attention of side- 
walk and vehicle 
traffic. The neat 
lettering adds to 
the distinctive 


appearance of the store front and also helps to sell more bottled gas. 
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LET’S TALK SENSE 


HOUSEWARES! 


The business of offering the public 
household articles made of plastic is 
a comparatively new one. But it’s 
grown up enough to establish these 
two things: (1) The public wants 
plastic housewares and is buying in 
great volume. (2) There’s something 
more to the merchandising of plastic 
housewares than an appealing gad- 
get and a backyard injection machine. 











































The designing of the widespread 
SHEL-GLO line; the machining of the 
expensive molds and the installation 
of the manufacturing equipment have 
meant an investment of hundreds of 
thousands of dollars. We mean busi- 
ness and we know our business! Each 
SHEL-GLO item was designed to fit a 
market need; designed to comple- 
ment the other items in the line and 
priced to sell at a profit for you! 





THESE ARE THE FACTORS THAT MEAN 
YOU SHOULD BUY SHEL-GLO 
A complete line. 
Each product designed to fit a market need. 





aC 


Every product precision made. 

The finest of materials used. 

All items made in preferred solid colors. 
Most items made of boil-proof polystyrene. 
Informative labels. 

Colorful packaging. 

New items added ... and obsolete ones 

eliminated. 
Marketed by men who know markets. 





A big, reliable, complete source. 











An organization guided not by what we waut to sel) but 
ottering what YOU CAN SELLeeeAT A PROFITS 


FACTORY OFFICES 





MANUFACTURING CO. nin ec 


WESTERVILLE, OHIO '.35.h. Breslin Hotel Mdse. Mart 


New York Chicago 
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Part of the second floor display of power tools. 


Power Tool Users Become 
Good Hardware Customers 


4M 


HE power tool cus- 
tomer is a fellow who can always 
be counted on for additional busi- 
ness,” declares Walter R. Reinhold, 
manager of the tool department of 
Reinhold Bros. Co., Milwaukee 
hardware store that has been sell- 
ing power tools since 1934. 

“Of course, you must treat the 
power tool customer right and not 
try to oversell him,” continued 
Mr. Reinhold. ‘Power tools have 
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Reinhold Bros. Co. draws trade from long distance 
because it has a large stock and the "know-how" 
after 15 years of experience with power tools 


been a profitable line with us for 
many years and we are fully train- 
ed in the use of the tools we sell. 
We know that this experience aids 
immeasurably in helping custom- 
ers to buy the tools which will best 
meet their needs. 

“The other day a man who lives 
50 miles from Milwaukee told one 


of our salesmen that he had come 


all the way to our store because a 
friend had advised him that we had 
one of the largest stocks of power 
tools to be found in Wisconsin 
stores, and that we would advise 
him what was best for his special 
needs,” Mr. Reinhold told. 

“Our trade on power tool items 


HARDWARE AGE, JANUARY 26, 1950 








Another 


comes 
and sr 
ments 
states 
Ace Ha 
of the 
or two 
adding 
needs, 
discuss 
of tools 
job he | 
Dem 
are hele 
Anys 
interest 
aged to 
departn 





Walter 
sory ite 


HARDY 











Another section of the upstairs power 


comes from small shop owners 
and small commrcial establish- 
ments as well as home owners,” 
states Mr. Reinhold, who is an 
Ace Hardware Corp. dealer. “Most 
of the customers start with one 
or two major items and then keep 
adding to their equipment as their 
needs, or means, increase. We 
discuss with each prospect the sort 
of tools he needs to best handle the 
job he has in mind.” 

Demonstrations of power tools 
are held several times a year. 

Any store customers who show an 
interest in power tools are encour- 
aged to linger in the second floor 
department and to ask many ques- 


tool department. 


tions. While a sales clerk is ex- 
plaining the workings of a drill 
or saw to a prospect, others are 
apt to gather around to listen and 
watch. 

The fact that the store has power 
tool customers who return time 
after time to buy additional items, 
accessories and supplies, would 
seem to indicate that they have 
confidence in the hardware store. 
It has many such satisfied custom- 
ers who recommend the store to 
other power tool prospects. 

Seasonally, the store offers sev- 
eral good windows on power tools 
which whet the desire of many a 


(Continued on page 178) 





Walter R. Reinhold, tools department manager, points out an acces- 
sory item in the first floor power tool display just inside the doors. 
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CHAMPION 


SCREEN and 
STORM DOOK 
LATCHES 


The all-round superior qualities 
built into these items make them 
fast sellers for you and insure 
long and satisfactory use by your 


customers, 








No. 4120—Wrought Steel Rim 
Screen and Storm Door Catch 
Cast Allumaloy rust proof levers. One 
piece drawn steel case. Bolt equipped with 
two easy compression springs. Packed 1 


in a box, 4 dozen in a case. 





Tubular Screen and Storm Door Latch. 
No. 4150—Wrought Steel 
No. 1155—Wrought Brass 


Packed 1 in a box, 4 dozen in case. 


Screen Door Hardware is available in 


plated finishes. 


Winning Sales 
Features 


1. Superior Quality. 

2. Easy Installation. 

3. Double Spring Action. 
4 


. Priced to sell to the 
largest number of pro- 
spective buyers 


Nearly all hardware jobbers handle some 


products in the big CHAMPION line. 


The 
WIR WIM OAM ALU AL URAL 


GENEVA. OHIO 




















Round Chain Display Stands 


Cleveland Chain & Mfg. Co., Cleve- 
land, Ohio, is offering two Round chain 
display stands. The single stand is 
the “Cleveland Reel Salesman” which 
has been redesigned to include the new 


CDs 
ERPS 





Round trade-mark which appears in 
the center of the top panel. The meas- 
uring rule on the left upright is an 
added feature. Unit holds four full 
reels of chain or their equivalent in 
% or 1/3 reels of chain. It is 5] in. 
high, 15 in. deep and 20 in. wide. Net 
weight is about 24 Ibs. Maker offers 
several standard assortments of chain 
assembled especially for reel salesman 
display. They include 32 different sizes 
and types of chain. Larger, double dis- 
play stand illustrated, is the “Sales- 
Master.” Also has been redesigned to 
include the Round trademark and has 
the measuring rule on both side up- 
rights. Equipped with four storage 
bins in base for stocking welded coil 
chain. Holds six full reels or their 
equivalent in % or 1/3 reels. Display 
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is 48 in. high, 38 in. wide, 24 in. deep 
and weighs about 51 Ibs. A variety of 
chain assortments is also available for 
use with this display stand. 


ABC Wringer Washer 


Altorfer Bros., Co., Peoria, IIl., is 
making an ABC wringer type washer of 
square tub design and full apron to the 
floor. Known as model 420, its 
wringer is cast in one-piece aluminum 
alloy and incorporates a special type 
mechanism for releasing roll pressure. 
Four coil springs, about three in. high 
which might require replacement, cost 
just a few cents. Four individual 
springs, two at each end of the roll, 
provide equatized pressure enabling 
more thorough wringing of the clothes, 
it is reported. Washer incorporates 
ABC’s agitator washing principle, tim- 
ing clock and ABC’s gear case mechan- 
ism which enablés starting or stopping 
of washing with gears always in mesh. 








Adjustment for gear wear over the 
years of service is easily accessible from 
the outside of the machine. 


Johnson's Water 
Repelling Wax 

S. S.C. Johnson & Son, Inc., Racine, 
Wis., is introducing a water-repelling 
self-polishing floor wax, “Water-Repel- 
lent Glo-Coat,” which is said to retain 





é 


its gloss up to four times longer after 
damp mopping. No changes were made 
in Glo-Coat label or container. This 
new wax was made to keep wax pro- 
tection on floor after repeated moppings 
and to eliminate annoyance that fol- 
lowed after spilling water on waxed 
floor. Now floor may be mopped with- 
out leaving drab spots, says Johnson. 
To aid dealers tie-in with introductory 
promotion campaign, a kit of merchan- 
dising aids including shelf markers, 
window display material, counter cards, 
and dealer broadside and portfolio with 
complete dealer story for point-of-sale 
use is being distributed. 





Sterling Pet Supplies 


Lehman Bros., 1830-1838 St. Clair 
Ave., Cleveland 14, Ohio, is offering 
an illustrated catalog of “Sterling” 
pet supplies and dog furnishings. Cata- 
log includes 160 pages of descriptive 
information on its Sterling line. 
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} Small spray head for applying weed- 
killer, watering potted plants, etc. 


9 Large spray head as a regular 
sprinkling can. 


3 Without either head for filling auto radiator, 
“pipe openings, or as a general utility can. 


This different, better sprinkling can leads the field 
in extra utility, extra value...extra sales appeal. 
The Tri-Way has two interchangeable spray heads 
... the usual large one, plus a new 1346’ head that 
directs a concentrated spray on weeds without 
sprinkling surrounding flowers, clover or grass. 


An extra screw base, welded to breast of can, 
holds the spray head that is not in use. A large, 
colorful label explains the uses of the can and 
serves as an eye-appealing display sign. Display 
the Tri-Way Sprinkling Can along with weed- 
killer as well as with your galvanized ware. 





Like all G.P.&F. 


Cream City Galvanized Ware, 
the Tri-Way is sturdily built 





Hot dipped galvanized ...leak-proof and rust- 
proof. Comfortable grips fit the hand... nothing 
to cut or hurt hands when full can is lifted. Rear 
handle reinforced with wire... double-seamed 
bottom and breast... bottom and body reinforced 
with swedges... polished brass spray heads. 


Trade Capacity, 6, 8, 10 and 12 Quarts . 





————— 


The Tri-Way is the LATEST ADDITION to the G.P.&F. GALVANIZED LINE... 


that includes items such as Pails @ Washtubs @ Drain Tub Sets @ Garbage and Ash Cans 
Bushel Baskets @ Coal Hods @ Oil and Gas Cans, etc. 
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WHAT’S NEW 


Butt Hinges With 
Oilite Bronze Bushings 





Lawrence Bros., Inc., Sterling IIl., is 
offering “Oilite” bronze bushings made 
by a powdered metal process. Self. 


A NEW WAY TO MERCHANDISE lubricating property of bushings is 
CAP SCREWS ano NUTS 








Here’s CONVENIENCE in handling cap screws 
and nuts...and BIG PROFITS, too! A Complete 
FAST-TURNOVER stock in an all-steel cabinet, 


‘Select 


Lander: 
ain, Con 
which fea 
venience 
to fit the 











all sizes identified in the cabinet. 


achieved by an oil-impregnation process the oven 

whereby capillary action causes hot oil position— 

Easy Inventory and Stock Control! All NET to be + ts into ail portions of bush- dinner w 
ing, providing a permanent reservoir of prised of 

Selling Prices! Full Stock! Write us, or ask oil. The “Oilite” bronze bushing fea- independe 
; ture and stainless steel pins are now oven, surf 

your distributor for full details and prices on standard on all solid brass, aluminum cabinet. 

and stainless steel ball bearing butts, rangemen| 

also on all extra heavy four-bearing three. Ez 


u a” butts and on regular weight steel can be in 

The NEW FASTENER CHEST raised-back BB5000 _ series. Maker stock cabi 
claims these “Oilite’” bronze bushings be fitted 1 

by (L@] nnson and polished stainless steel pins per- left hand 
mit closer tolerances and eliminate all require | 
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separate u 
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THE LAMSON & SESSIONS CO., CLEVELAND 2, OHIO 
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Magna Tools 


Magna-Tool Corp., 779 Washington timer, mil 
St., Buffalo, N. Y., offers a line of dicate wh 
power-driven and _ hand-driven screw broil. smo 


no-warp 


drivers. Power-driven line incorporates 
with four 


magnetic finders which pick-up and au- 
tomatically position the screw. Both swivel mo 
power and hand-driver types permit one justable 
hand operation. Both have interchange- 
able bits. Feature of line is use of per- 
manently magnetized holders made of 
Alnico which charge the bit. Includes: 
Magna-tip screw drivers, Magna-bit bit- 
holders, for all power screw drivers with 
\% in. hex chucks; and Magna-Finders 
for power driver tools and Magna- 
socket drivers. Finders are available for 
various sizes of flat head, round head, ‘Succes 
oval head and fillister head screws. é 
Maker says strong magnetic “pull” per- The B. 
mits use of low-cost interchangeable in- selic, N. ' 
let entitl 
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‘Select-A-Range’ 
Landers, Frary & Clark, New Brit- 


ain, Conn., offers an electric range 
which features a “Select-A-Range” con- 
venience level oven which can be set 
to fit the homemaker. She can see into 
the oven from a comfortable standing 
position—she can remove a complete 
dinner without stooping. It is com- 
prised of three basic interchangeable, 
independent, self-contained units, an 
oven, surface cooking unit and storage 
cabinet. More than 25 different ar- 
rangements may be created from these 
three. Each is complete in itself so it 
can be installed separately, recessed in 
stock cabinets or millwork. Or they can 
be fitted together with right hand oven, 
left hand oven, double ovens, Said to 
require no venting or _ preparatory 
work. Range can be purchased in 
separate units and added to as cooking 
needs increase. Oven has one _ piece 
enamel-lined interior, Thermostat con- 
trol and preheat push button, automatic 
timer, minute minder, signalites to in- 
dicate when oven is on for bake and 
broil. smokeless slotted broiler grid and 
no-warp broiler pan. Surface units 
with four fast heating Monotube units, 
swivel mounted for easy cleaning, ad- 
justable seven-heat control switches; 
and an extra heavy gage steel storage 
cabinet porcelain enamel inside and 
out with ball bearing drawer glides. 
Separate toe base, back splash unit and 
platform light may be installed at any 
time. Chromium filler conceals joint 
between oven end surface cooking unit 
when two units adjoin. 


‘Successful Fishing’ 

The B. F. Gladding Co., South Ot- 
selic, N. Y., has issued a 32-page book- 
let entitled, “Successful Fishing in 
1950.” containing hundreds of practi- 
cal hints for the angler. Pages describe 
proper methods to be used for bait and 
fly casting with illustrations. How to 
prevent backlashing and how to reel 
in. Joe Godfrey tells what size line 
or what pound test line to use to catch 
various types of salt and fresh water 
fish. His table covers 75 different kinds 
of fish. Lists 12 things that should be 
lone before storing or using a line. 
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KESTER METAL MENDER 


The handy size of acid-core solder 





that is in such demand for household 


use. This fast 25c seller is packed 






in a new eye catching counter 





8 
Ya. 
2 


{® 


display carton. Your customers 
will grab for this item. 


Also available in the 


\ oy 
Xe 


handy size is Kester Radio 


~~ Solder (Plastic Rosin- 
/ 
Core Solder). 


FREE OFFER 
Send for your free 
supply of Kester’s 
big new soldering 
booklet, ‘Soldering 
Simplified.” 


<s+e con™ 


i 

KESTER 
TER aperAL MENP 
STER, wrasse / 


74, MENDER 


KESTER 


SOLDER 





KESTER SOLDER COMPANY 
4201 Wrightwood Avenue, Chicago 39, Illinois » Newark, New Jersey + Brantford, Canada 
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WHAT'S NEW 








Cummins Planer-Saw 





A 4inch planer, convertible into a 
six in. portable saw is introduced by 
Cummins Business Machines Corp., 
Portable Tools Division, 4740 Ravens- 
wood Ave., Chicago 40, Ill. Maker 
claims planer does a fast, easy, accu- 
rate job of surface planing, door plan- 
ing or bevel planing. Adjustment for 
depth of cut to 3/16 in. in wood. Three 
removable cutting knives. Bevel at- 
tachment has safety guard. Chain belt 
and sprocket is smooth and positive in 
operation. Unit weighs 20 lbs. 


Portable Picnic Table 


The Jordan Welding & Mfg. Co., 
9428 Cassius Ave., S. E., Cleveland, 
Ohio, is making a portable picnic 
table, four by four ft. that assembles 
from a self-contained package 48 in. 
long by 4 in. wide by 75% in. deep, 
which will seat up to six adults or 
eight children. Weighs 38 lbs. and will 
fit easily into the trunk of an auto. 
Top area, when erected contains six 
sq. ft. of table space, 23 in. wide by 
48 in. long. When packed top and 
bench boards form a hollow box to 
contain hardware and fittings. Handle 
is provided and strap permanently at- 
tached. Matched plywood boards and 
same length and width serve as both 
carrying case and supporting surfaces. 
Plywood % in. is used for seats while 
table top is made of three lengths of 
% in. plywood. Weight is supported 
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by % in. steel rods used for bench 
legs. Table supports made of %6 in. 
rods; ends serving as pegs to lock table 
boards in position. Unit may be as- 
sembled to form four-legged spectator 
bench for watching sports event. Re- 


tails for $19.95. 


Westinghouse 
‘Rancho’ Range 


Westinghouse Electric Corp., 306 
Fourth Ave., Pittsburgh 30, Pa., is 
introducing an electric range called the 
“Rancho” which has a suggested retail 
price of $159.95. The appearance of a 
knee-hole desk is achieved by the use 
of a U-shaped chrome tubing leg on 
the right hand side and by the place- 
ment of the oven and storage drawer 
on the left hand side. “Tuck-away” 
space provides a place to store a stool, 
wastebasket or the like. Range is 38 
in. wide and has four surface Corox 





| 





units, two eight in. and two six in. 
Features automatic oven heat control 
and can be equipped with a platform 
lamp and oven timer as accessories. 
Has “Tel-A-Glance” controls for sur- 
face units, oven thermostat and an out- 
let. Also offered are two other models, 


’ 


the “Commodore” which carries a re- 
tail price of $199.95 and the Champion 
electric range, which retails for $259.95. 
Former is 40 in. wide and is designed 
for the home needing more range stor- 
age space; has three drawers, one of 
which may be converted into a warm- 
ing drawer. Has three surface units 
and a deep well cooker. Range top, in- 
cluding cooking surface is finished in 
the thin single-coat titanium porcelain 
on titanium steel. “Champion’s” de- 
sign is accentuated by a Fresnel glass 
lens which concentrates the fluorescent 
light on the work surface of the range. 
Has full size oven and four surface 
cooking units as well as three storage 
drawers. Cooking surface is finished 
with single coat titanium porcelain. 


Excello Power Mower 


Heineke & Co., Springfield, Ill., has 
designed an 18 in. power mower to 
retail for $85.60. It is precision built 
to specifications, has a 1.1 hp. Briggs 
& Stratton four-cycle engine and a new 
clutch said to hold up under every 
strain. “Excello” 18 is claimed to give 
maximum performance on average size 





lawns. Available to homeowners and 
lawn-keepers is a 24-page booklet on 
lawn care, without cost. 





Bicycle Tire Tubes 


Goodyear Tire & Rubber Co., Akron, 
Ohio, offers a complete line of bicycle 
tire tubes made in black butyl syn- 
thetic rubber. This replaces the black 
natural rubber tube. Maker says the 
butyl tubes have superior air retaining 
qualities. Red tubes of natural rubber 
will be retained in the line. 


Electric Stock Waterer, 
Stock Tank De-Icer 


Two products to solve winter stock 
watering problems have been added to 
the Farm-Wise line made by Calf-Teria 
Sales, Inc., Fort Wayne, Ind.  Iilus- 
trated is the stock tank de-icer which 
is said to keep a drinking hole in the 
ice during weather down to 50 deg. be- 
low zero. De-icer is a float 10 in. in 
diameter. Shell, made of heavy gage 
metal is permanently sealed with an 
automatic thermostat control enclosed 
within the chamber. Operates in any 
size tank on 110 volt AC and on power 
rating of 300 watts. Electric stock 
waterer consists of a Calrod-heated 
drinking bowl, enclosed in a durable 
metal housing and fed from the farm 
water supply system, pressure or gravity, 
by an electrically heated water pipe. To 
drink, livestock nose down a treadle in 
the base of the bowl, causing water to 
flow automatically. Both products un 
conditionally guaranteed. 
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Mr. Smith Slept in’ this Morning! 











Fortunate is the man who can let steel pipe shovel his snow 
while he takes an extra ‘forty winks’’ on a blustery winter morning! 


Yes, by circulating hot water through steel pipes embedded in 
the concrete, snow can be melted on contact, ice formations pre- 
vented, and driveways and walks kept dry and safe all winter long. 
More and more home and building owners, plants, airports, and 
institutions are installing such systems. 

Steel Pipe is the first choice, for good reasons. Not alone in 
slab heating for snow removal, but in the similar service of Radiant 
Heating for interiors as well . . . because stee] pipe has been 
proved for more than 60 years in the transmission of steam and 
hot water for conventional heating purposes. 

Economical to begin with, easy to form and weld, expansion 
co-efficient the same as concrete and plaster, durable beyond the 
life of the structure . . . stee] pipe embodies all the characteristics 
necessary to successful installation and operation! 

















Driveways, too, can 
be kept clean and 
free from ice and 
snow with steel pipe 
coils. 


COMMITTEE ON STEEL PIPE RESEARCH 


OF AMERICAN IRON AND STEEL 
350 Fifth Avenue, New York 1, N. Y. 
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TIE IN WITH Goz@ 
Perfection WINNERS! 


Both are 


PROFITABLE 
REPEATERS 





1. Perfection DUBL-CHEM-FACED 


(Trade Mark) 








2. Perfection SANIT-AIDS 
(Trade Mark) 
Ideal sanitary cleaners for washing milk pails, 


Strainers, separators, milking machines, etc. 
also washing cows’ udders. (Pat. No. 2112963) 





NATIONALLY 
ADVERTISED 


More than 23 million 
ads this year to dairy- 
men... yourcustomers! 


Stock up and 
Display them NOW! 


La 

ASK YOUR SUPPLIER for Perfection 

DUBL-CHEM-FACED FILTER DISCS 

and the new Perfection SANIT-AIDS 
. »» modern sanitary cleaners 








SCHWARTZ mec. co., two Rivers, Wis. 


AMERICA’S FOREMOST MANUFACTURER OF 
SANITARY FILTERING AIDS FOR DAIRYMEN 
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WHAT'S NEW 








Rheinfrank ''Glas-Ski’’ 


The Northland Ski Co., Laconia, 
N. H., is offering the “Rheinfrank 
Glas-Ski,” made of Fiberglas and plas- 
tic. Constructed by combining glass 
fibers with Plaskon resin and molding 
under heat and pressure. Camber is 
permanently molded into ski. Maker 
says the skis will not twist or warp. 


_Physical properties of the Glas-Skis 
“are governed by the strength and elas- 


lic properties of the glass fibers which, 
says maker, have a tensile strength 
averaging 250,000 Ibs. per sq. in. Sev- 
eral models with different degrees of 
flexibility are available to meet require- 
ments of all skiers, it is reported. Mod- 
els include, stiff, medium and flexible. 





Maker claims skis will not split or 
check, running surface is smooth, and 
not affected by extreme changes in tem- 
perature or humidity. 


Acorn, Oriole Stoves 


Perfection Stove Co., 7609 Platt Ave., 
Cleveland 4, Ohio, offers a revamped 
line of Acorn and Oriole gas ranges, 
including four of each. Illustrated is 
Acorn model 4025 with a waist-high 
smokeless broiler with chrome-plated 
grid. Models 3621, 360-T and 200-T 
have drawer type broilers with enam- 
eled pan and special smokeless grid. 
All have super-centered cooking tops 
with one giant and three standard size 
burners. Each range is equipped with 
automatic surface burner lighter and 
the top, sides and front of each is fin- 
ished in acid-resistant porcelain en- 
amel. The 49 in. range has a storage 
drawer below the broiler and a pullout 
cooking chart. Both 36 in. ranges have 








large storage compartments which dif- 
fer only in that the compartment of 
360-T is divided in two. Model shown 
has light in the oven and window in 
the door. 


Goldblatt Tool Catalog 


Goldblatt Tool Co., Walnut St., Kan- 
sas City, Mo., offers its 1950 catalog 
of tools. Catalog has 100 pages of 
description and information regarding 
the Goldblatt line. 


Bread Humidifier 


Norgene Mig. Co., 2000 Elm St. 
N.W., Cleveland 13, Ohio, is announc- 
ing the “Humabred,” which is said to 
help eliminate dryness, mildew and 
mold in bread boxes and cookie jars. 
Unit is four in. long 1% in. wide and 
1% in. high. Made in two types to be 
used in accordance with various de- 
grees of humidity existing in homes. 
“A” helps eliminate dryness and stale- 
ness of baked goods in bread boxes by 
permitting an extra amount of humid- 
ity to permeate throughout breadbox. 
May also be used in humidor. “B” is 
designed to help eliminate mildew and 
mold from forming on baked goods in 
bread boxes where the relative humid- 
ity exceeds 65 per cent. Made from 
plastic, unit is reported to be harm- 
less, odorless and retails for 98 cents. 
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The NAME al made 


the trombone Sprayer honest / 


Mechanical know-how plus a desire to produce a trouble-free trombone bucket-sprayer which 
would perform more than adequately, are the paramount reasons why Pan American Metal 


Products Co., Inc. put the PAMPCO SPRAYER on the market 


The rest is history. Distributors, dealers, and especially consumers no longer are satisfied with 


a sprayer that does half a job. PAMPCO emancipated them from tank-lugging 


And again, with the user in mind, Pan American engineers developed, perfected and produced 
the PAMPCO JAR ATTACHMENT*, making the sprayer fully portable in use with any mason- 


mouth jar. No other sprayer has this important feature. 


Precision built, screw machined of all brass with chemically impervious Neoprene hose, PAMPCO 


sprayers out-perform and out-last others. 


TWO SIZES: Senior Model retails at $7.95; Junior Model at $5.95 Adjustable Nozzle, which 
sprays fine mist or a 35 ft. stream by simply turning nozzle cap, and Goose-neck Undersprayer 
are standard equipment with either model. Jar Attachment fits either sprayer and is accessory 


retailing at $1.35. Retail prices West Coast slightly more. 


Inquiries invited from Dealer, Distributors & Mfg. Agents 


Generous Discounts Freight Allowed 








Order a sample sprayer today. Try it 
yourself. Compare it to any other sprayer 
of similar type. Return it for full credit if 
you are not entirely satisfied. 
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PAN AMERICAN METAL PRODUCTS COMPANY, Inc., MIAMI, FLORIDA 


Southeast’s Largest Manufacturers of Screw Machine & Stamped Metal Products, Gears, Custom-bwilt Hardware, and Light Assemblies 








HEATERS OFFER 
MORE VALUES 





ROYAL RECESSED GAS WALL HEATER 
Ideal radiant heater for bathrooms, kitchens 
and other small rooms. Flush to wall frame 
easily installed with scientifically designed 
louvers for directing heat. Removable control 
valve and dress guard for safety. White 
Dupont Dulux enamel finish. Takes 12!/2" x 20" 
wall space, depth 334". 





ROYAL VENTED GAS CIRCULATORS — 
Here is the line that has shown tremendous 
sales appeal since its introduction several 
months ago. These fast moving pieces are 
styled to fit the market in 20,000, 40,000 
and 60,000 B. T. U. sizes without radiants and 
40,000 and 60,000 B. T. U. sizes with radiants. 
Approved by A. G. A. for all types of gases. 
Easy to install, easy to light, easy to adjust, 
easy to sell. 


SEE YOUR DISTRIBUTOR OR 
WRITE FOR CATALOG SHEETS. 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 
CHATTANOOGA 6, TENNESSEE 
ST 66642 ee SINCE 1891 
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WHAT'S NEW 





‘Zip-Clip' Lawn Clipper 
Nu-Products Corp., 19 Chestnut St., 

Cambridge 39, Mass., is making the 

“Zip-Clip,” blades of which are made 





from high carbon steel, tempered, pre- 
cision ground and easily removed for 
sharpening. Shafts are of light tubular 
steel with solid rubber hand grips. Parts 
replaceable at nominal cost. Weighs 
4% lbs. “Zip-Clip” is said to operate 
easily and comfortably from an erect 
position, with effortless arm motion. 
Features eight cutting blades, which 
cut grass on both sides of operator as 
free-moving clippers roll forward. 


Case Cutlery Catalog 


W. R. Case & Sons Cutlery Co., 
Bradford, Pa., has issued a new cata- 
log showing Case XX cutlery. Catalog 
includes a separate price list, according 
to model numbers. The catalog illus- 
trates and describes this stainless steel 
cutlery line. 


Folding Yardstick 


Evans & Co., Newark, N. J., has re- 
designed its family yardstick, now 
known as the “Rainbow Rule.” In red, 
blue or green colors with white mark- 
ings on both sides, its full length is 
36 in. Folds to about 7 in., fits in 
pocket, sewing table, kitchen cabinet. 
Will stand out straight, full length, 





when held at either end, says maker. 
Washable, it is made of plastic with 
brass-plated steel joints and tips. Maker 
claims it won’t warp, stretch or shrink. 


Jahn Adjustable 
Stroller-Walker 


Jahn Industries, Inc., 32 W. Ran- 
dolph St., Chicago 1, Ill, is making 
the stroller-walker. With a touch of the 
spring, the stroller folds flat for easy 
carrying or storage. Unit is convertible 
to size of child, three positions. Built 
entirely of steel. May be converted into 
a walker by removing the floor pan and 
handle. Features extra-heavy rubber 
tires, Nylon self-lubricating  roll-free 
bearings, white rubber front and rear 
bumpers. Finished in high gloss red 
and ivory baked enamel said to be non- 





toxic, acid resistant. Provides space for 
shopping bag. Weighs about 17 lbs. 
Suggested to retail for $14.95. 


Walworth Stillson 
Sales Promotion Package 


The Walworth Co., 60 E. 42nd St., 
New York City 17, offers dealers a 
special “Stillson” sales promotion pack- 
age. It consists of six eight in. wrenches, 
twelve 10 in. wrenches and six 14 in. 
wrenches, plus a combination wall and 
counter display panel, two window 
streamers and 100 envelope stuffers. 
Panel is designed to display to advan- 
tage the red handle of the “Stillson” 
and to permit the customers to pick up 
the wrench and handle it easily. “Still 
son” wrench comes in full range of 
sizes from six to 48 in. Features elec- 
troplated zinc coating for rust resis- 
tance. Maker says the teeth are sharp 
and of the. proper depth to give a fast, 
quick bite. Design is claimed to afford 
the maximum amount of metal for 
backing up the biting edge and the set 
of the teeth is reported to provide the 
necessary gripping strength. 
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100 Yard 
"Green Hornet" Reel 


Bronson Reel Co., Div., McAleer 
Mfg. Co., Bronson, Mich., is introduc- 
ing a 100 yd. capacity left-handed 
model of the Bronson “Green Hornet” 





reel. Said to have the same _light- 
weight construction and green anodized 
head cap and tail plate as the standard 
model. All other parts are highly 
chrome plated. Retains such features 
as the “Duo-Pawl,” spiral gears, snap- 
on plastic arbor and the Spool speed 
Retails for $5.95. 


control. 





Farm Equipment 
Refueling Hose 


Light weight, high strength hose has 
been designed for refueling tractors 
and other motorized farm equipment 
for either barrel or tank. Hose is con- 
structed with an oil resistant tube made 
of Neoprene, rayon braid carcass, built- 
in static wire and a rubber cover de- 
signed to withstand abrasion. Available 
in sizes ranging from % in. to one in: 
diameter in specified cut lengths or 
random factory lengths. Marked as 
U. S. Rainbow farm fuel dispensing 
hose. United States Rubber Co., 
Rockefeller Center. New York City 20. 





Weatherstripping Package 


National Metal Products Co., Pitts- 
burgh, Pa., has designed a package for 
its weatherstripping, designed to make 
purchases more convenient to dealer 
and customer. Known as “Columbia,” 
it is a reusable clear plastic box with 
17 ft. of hemmed bronze weatherstrip 
within. Center cup contains nail sup- 
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BRONZE WEATHERSTRIP | 


PrTTSaURGH 17. A 








PLENTY OF PROFIT WITH THESE 


EASY-TO-SELL 

























TITE-ROPE CLOTHESLINE 


A stranded wire line, testing over 
330 pounds in strength, protected 
by a gleaming white plastic cover 

. cleans with a whisk of a damp 
cloth ...no stretch, no sag, no 
rust. Packed twelve 50-foot hanks 
in a colorful display carton, usually 
several connected. 


GINACH LEAvERS 


SPOT SASH CORD 


Has no equa! for hanging windows 

. is indispensable for general use 
around home, farm, camp, store 
and factory. Spot Cord is made of 
extra quality, fine cotton yarn... 
braided under even tension to pro- 
duce a firm yet flexible cord... 
smoothly glazed to increase dur- 
ability and reduce stretch. 


WHALE CLOTHESLINE 


A solid braided cotton line with 
glazed finish . . 

. made of good cotton yarn and 
50‘; stronger than ordinary lines. 
Twelve 50-foot hanks-in a carton, 
individually wrapped, connected 
in pairs. 


. excellent quality 


SMALL LINES. Solid Braided Giazed Cotton Cord in sizes from 
Nos. 3! to 5. Ideal as a general purpose cord such as mason’s line, 
garden line, shade cord, indoor clothesline, etc. 








Samson 


SAMSON CORDAGE WORKS 
Boston, Mass. 


ply. Each package is said to be suff- 
cient for one door or two windows. 
Available in 1, 1%, 114, and 1% in. | 
widths. 
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ONE ORDER 


of does the whole job 
“when you buy garden 











tools from the 


COMPLETE line... 


TRADEMARK 


€wco 


KANSAS CiTy, miSSOuURI 


@ Grass Whips 

@ Flower Pickers 
@ Lopping Shears 

® Tree Trimmers 
@ Pruning Shears 

@ Grass Sickles 

@ Hedge Shears 

@ Weed Cutters 


PLUS many other | 


items, and several 
styles in each line. 
Everything for the gar- 
dener, and everything 
the best. 


Send. for free information todayl 
Export cuguiries also nutted. 


) NEWMAN fsuzsceune | 
DEPT. HAI Kansas City 2, Mo. 



















Your BEST BUY 


STEEL 
GEARS! 


18” and 21” 
MODELS 
BRIGGS 

and 
\ STRATTON 
' Powered 


F.0.B. Factory 


Precision built: cut STEEL gears, 
rugged all-steel construction. 
Truly, the very finest in power 
mowers. Ask your jobber or write 
us for complete literature on all 
hand and power models—AND our 
profitable 


DYNASWEEP LAWNSWEEPERS 


LAMBERT PRODUCTS, INC. 


515-531 Hunter Ave., Dayton 4, O. 





JOBBER INQUIRIES WELCOME 
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WHAT'S NEW 








Lockset Mount 


Kwikset Locks, Inc., Anaheim, Cal., 
introduces a_ functional streamlined 
lockset mount. Molded in one piece of 
Bakelite in mottled walnut, it weighs 





12 oz. and needs no drilling to affix 
Kwikset locks for display purposes. 
Since painting is not necessary maker 
says it will be a neat fixture on count- 
ers and display cases. All necessary 
holes have been made part of the mold. 


Farm Equipment Catalog 


National Ideal Co., Toledo, Ohio, has 
published its 1950 dealers’ catalog 
showing poultry and dairy farm equip- 
ment and farm and garden tools. 
Among new things described is a line 
of “Premier” gas fired brooders. Dealers 
are invited to write for the book. 


Ocean City Deal 


Ocean City Mfg. Co., “A” and Som- 
erset Sts., Philadelphia 34, Pa., is of- 
fering a 50-yd spool of nylon casting 
line which the dealer can give to his 
customers with each purchase of one 
of three level wind models. This deal 
serves a two-fold purpose, introduces 
the new Top Grade line which is black, 
waterproofed and braided of Dupont 
nylon; and to attract business to the 
dealer. Known as the 3627 deal, it con- 
sists of a carton of 12 level-wind reel, 





six at $4, three at $5, and three at 
$6.50. On top of each reel box is at- 
tached a 50-yd. spool of line wound on 
an ivory plastic spool, labeled. Maker 
says line is valued at $1.30 per spool. 


Scissors Kit 


Rex Cutlery Corp., Irvington, N. J., 
offers a compact scissors set in a dur- 
able Vinylite plastic kit available in 
assorted metallic-luster colors. Fits 
easily into sewing box or cabinet. In- 





cluded are straight shears, sewing scis- 
sors and embroidery scissors. Retails 


for $8.95. 


Animal Repellent 


Triangle Engineering & Mfg. Co., 
3555 Kipling, Berkley, Mich., is offering 
the “U-Turn Stake” which is 13 in. 
long from the pointed end of the green- 
painted wood to the top of the cork in 
the aluminum tube. When shipped 
tube contains a felt wick and sealed 
vial of chemical repellent. It is said to 
drive animals away from evergreens, 
shrubs, flower beds, etc. Triangle re- 
ports that this chemical is harmless to 
human, animal and plant life and that 
the odor is inoffensive to humans. 
Contents of vial are poured into tube 
and absorbed by the wick. Stake is 
pushed into ground about four to six 
in. and remains effective for three 
months, Retails at $1. for set of three. 
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Vow... 3 GREAT BRAIDED* 


GARDEN HOSE LINES... 


in ' 


ALL WITH THE 


: NEW ... BETTER . . . STRONGER 
Tae of} ATLANTIC Wouew CENTER* 


OF DUPONT “‘CORDURA” RAYON CORDS 








*Not just a braid... but a 
DURABLE, MORE FLEXIBLE WOVEN MESH 






ee — ONE PLY 
SIZE—%" 1D. 
COLOR — Black 


se ~ ONE PLY 


54! : . ; 
SIZE — 1.D. FULL-FLO COUPLINGS deliver ALL 


yr —_ Black, Red, and Green the water the hose carries 
“CRANSTON” — TWO PLY 


owe Duty | 
SIZE — %” 1.D. All of Atlantic’s long experience in manufacturing 


yy — Black, Red, and Green hose and tubing is reflected in the superior qual- 
ity of these new garden hose lines. Made to 


Jj ° } exacting laboratory standards, by one of the 
quia > ite ‘ oldest manufacturers of dependable rubber 


goods, they are distinguished by the new, strong- 







PLASTIC GARDEN HOSE er inner weave that is sealed within the rubber 
The uitra-lightweight garden hose, made of by an improved bonding process. The hose is 
our own “imperialyte”’ Plastic. Strong, wont light-weight, flexible, and has greater resistance 


kink, won't crack. Unaffected by mildew, 
sunlight or grease. ' 
COLORS — Red and Green h Buy Atlantic . . . it’s your best buy! 


All Atlantic Garden Hose has FULL-FLO coup- 
lings on both 25’ and 50’ lengths. i” 


PACKING—5-50’ lengths 
or 10-25’ lengths to 
a bale. 


to high water pressures. 
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through wholesalers 
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1950 MODEL 


of the famous... 






Handee with 51 accessories in handsome 


heavy steel, piano-hinge case, now at 
the lowest price in all Handee 
History .......... 100600428 $2495 


Handee with 7 accessories in 95 
COE GREED oc secsececisves $19 


Handee is the “Cadillac” of small power 
tools. First tool of this type and today’s 
finest. Far ahead of all others, it’s the choice 
of homecrafters and mechanics everywhere. 


Handee grinds, drills, polishes, cuts, en- 
graves, routs, carves, sands, saws, etc. 
Works on metals, alloys, wood, leather, 
plastics, linoleum, glass, horn, bone, etc. 


7s ARMATURE 
THERS HAVE 3 


WHAT THIS MEANS 


am 
© 














@ BETTER PERFORMANCE 
@ SMOOTHER ACTION 
@ COOLER MOTOR wnich 
ERS VENTS Frmavens GURNOUTS 
0 COSTLY REPAIRS 


AND © 


GIVES YOU 

THE SAME ADVANTAGES YOU WOULD 
GET FROM AN 8-CYLINDER CAR 
AS COMPARED TO ONE HAVING 
ONLY 4-CYLINDERS 


WJ 









CASH IN ON THIS NEWS 


The dependable Handee advertised for the 
past 18 years is much in demand. It’s easy 
to sell at a good profit. And remember this: 
one Handee customer recommends another. 


ACCESSORIES ARE PROFITABLE 


Over 500 Handee accessories to fit most 
power tools, offer you a steady, year- 
around sales volume. Keep them in the 
aew, theftproof, dustproof display case 
which is 23” high, 16” wide, 12” deep 
and attracts a lot of attention. It’s free 
to dealers on a special offer. 


Write for discounts, dealer aids and 
details about the dispiay case. 


CHICAGO WHEEL & MFG. CO. 
1101 W. Monroe St., Dept. HA = Chicago 7, itl. 
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WHAT'S NEW 





Philco Electric Ranges 


Philco Corp., Philadelphia, Pa., has 
added the electric range to its 1950 
line. Available are nine models. 
Ranges feature the “Broil Under Glass” 


70 OO" 
CoOooS 


ee 
<a a 





principle which eliminates the spatter- 
ing of grease on the hot broiler. Tem- 
pered oven glass shield prevents grease 
from striking and burning on_ the 
broiler coils. Shield is said to allow the 
infra-red heat rays to penetrate food 
and broil foods in their own cooking 
vapors. All ranges employ the “Speed- 
omaster” surface units. Single tube 
provides five measured heats. Steel 
frame of range is fabricated into a one- 
piece, sagproof, permanent structure, 
says maker. All weight is supported 
by the frame and base. Model 408, 
illustrated, has a full width back guard, 
on the right side of which all cooking 
controls are grouped. Has two ovens, 
one the banquet, which holds a 40 lb. 
turkey and 5590 cu. in. of oven ca- 
pacity. Exact constant temperatures 
are maintained by thermostat. Equip- 
ment includes two removable high 
speed elements, two stainless lock-stop 
shelves, which offer 17 different shelf 
positions; deluxe broiler pan with re- 
versible nickeled steel rack for roast- 
ing and “Broil-Under-Glass.” Maker 
says complete meal can be cooked 
automatically in this oven. Thrift oven 
is designed for normal broiling, baking 
and roasting. High speed heating ele- 
ment is interchangeable to bake and 
broil positions. “Broil-Under-Glass” at- 
tachment may be used in this oven 
also. Model 406 is also double oven 
type. Model 404 offers two oven con- 
venience at the lowest price. Three with 
single ovens feature the deep well 
cooker. Model 407 is single oven com- 
panion to 408 with “Jiffy-Lift” unit per- 
mitting cooker to be converted into a 
fourth surface unit. Model 405 is 
equipped with banquet oven, cooker 
and “Broil-Under-Glass.” Model 403 


is single oven complement with 404. 
Final model in 40 in. range line is 40] 
with extra large Mono-Unit oven and 
four surface units. Two 21 in. space- 
save models are 202 and 204. Both 
offer big range cooking capacity with 
three surface units and a cooker. Re- 
movable oven element, lock-stop oven 
shelves are among features. Automatic 
cooking available on 204 at slight 
extra cost. 


Deming Pump Booklet 


“The Story of Deming Pumps” is the 
title of a booklet issued by The Deming 
Co., Salem, Ohio. Printed in three 
colors and well illustrated, the 24-page, 
8% by 11 in. booklet includes the main 
events in the 70 years’ history of the 
company. More than 50 photographs 
include installation views of Deming 
pumps and various uses of Deming 
water systems, 


Window Anti-Rattler 


Hall-Wessel Co., 2116 W. Nicholas 
St., Philadelphia 21, Pa., has added 
a window “Anti-Rattler” to its line. 
Can be used also as a side sash fastener. 
When installed, it eliminates window 
rattling and locks windows in any po- 
sition, says maker. Made of rust-proof 
zinc alloy. Mounted one pair, with 
screws to display card. Retail price, 
10 cents. 


Electric Lawn Mower 


Roberton Division, King Pneumatic 
Tool Co., Chicago, IIl., is offering its 
improved KE-94 electric lawn mower 
for 1950 at $79.50 which is $10 less than 
1949’s price. Model features: floating 
handle, 19 in. reel, and weight of 72 








Ibs. Maker says this mower cuts al 
the rate of 420 sq. ft per minute, simply 
guided by operator. Complete with 
cord reel and instructions. 
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SEAL BROWN JERSEY GLOVES 

Big, thick, fleeced inside. Most economical 
for warmth and long wear. All popular weights, 
sizes for men, women and boys’. 





REVERSIBLE GLOVES 

This glove can be switched from one hand to the 
other, giving almost double wear. Band top 
or knit wrist, white canton flannel, in all popu- 
lar weights, sizes for men, women and boys’. 
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Alli: 


Skilled hands that wear Riegel Work Gloves don’t fiddle around. 
Quick moving fingers perform with ease and safety. It’s a har- 
mony of protection and performance created by years of experi- 
ence in the manufacture of quality gloves . . . quality made 
possible by Riegel control in one plant, from raw cotton to 


finished product. No other work glove is made in this manner. 


Write for a catalog and prices. You will find the eronomy of 
Riegel Work Gloves another note that will be sweet music to 


your ears. 


RIEGEL TEXTILE CORP., 342 MADISON AVE., NEW YORK 17, N. Y. 






TRON GRAND 


WORK GLOVES 





WORK GLOVES 
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SHELBY 'S MONTHLY FEATURE 





ADJUSTABLE 
SPRING 
DOOR HINGES 
Series 80 00 1 





BUILD YOUR SALES 
OF HOME HARDWARE 


Shelby presents to you the most 
saleable hardware items each 
month--selected from thousands 
of dealer’s experiences. 


Shelby is good, dependable 
hardware--designed to meet 
the economy and service needs 
of every home owner...and 
builder. 


Build sales, profit, and satisfied 
customers with Shelby Hard- 
ware. Order from your jobber. 
Since 189 
SPRING HINGE CO 
SHELBY, OHIO 











RANSON 


Household Scale mode! 1308 
NEW — MODERN — BEAUTIFUL 


A Seale that Appeals to Women 
Every housewife will be delighted with this smart 
new scale. Body made of styron plastic in red, 
yellow, and white; colors that fit the modern 
streamlined kitchen. Platform stainless steel. 

Capacity 8 Ibs. by 2 ounces. Special dial 
graduations measures shortening by cups. Kilo 
graduations for continental cooking recipes. 

Order from your jobber 
HANSON SCALE CO., CHICAGO 22, ILL. 
Makers of houschold scales since 1888 
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WHAT'S NEW 








Blackstone Washer 


Blackstone Corp., Jamestown, N. Y., 
is introducing four new models for its 
1950 line. Models include a low-priced 
wringer washer, illustrated, which re- 








tails for $89.95. Incorporates  pre- 
cision built mechanism, fully-enclosed 
wringer head, wringer post cover, cord 
hooks and is equipped with a Lovell 
target release type wringer. Also has 
a plastic high vance agitator. Capacity 
is eight Ibs. Model 130A, which re- 
tailed at $139.95 with pump, and now 
is $129.95, features polished chrome 
hand rests and chrome decorative trim 
between tube and base ring. Model em- 
ploys Hydractor washing action and has 
a 10 lb. capacity. Model 330, is die- 
cast in one piece of aluminum which 
forms the end frames and drain boards 
and is finished in white Supernamel. 
Special safety release is reported to 
instantly separate rolls without their 
flying apart. Adjustable pressures for 
various types of fabrics are handled 
by “Selectrol” pressure indicator. 
Equipped with new type Timer which 
serves also as on off switch. Features 
“Hydrospout,” a built-in drain system 
consisting of chrome water spout which 
adjusts to any height and swing posi- 
tion. Retails for $159.95 with “Hydro- 
spout.” Also available is 180 portable 
ironer with stainless steel shoe, both 
knee and finger-tip control and heat 
control. Retails for $89.95. Made as 
180C, too, a cabinet ironer designed as 
companion piece to the automatic 
washer and dryer. Mounted on counter- 
balanced brackets and retails for $150. 
Gas dryer 290, completes new line. 
Unit is fully automatic and desgned 
for operation on natural, manufactured 


or mixed or bottled gases. Tempera- 
ture and power cutoff controlled by 
automatic control. Model 290 accommo- 
dates full 20 lbs. of wet wash. 


“Mimarvel" Hair Dryer 


Mimar Products, Inc., division of E. 
A, Laboratories, offers a three-heat hair 
dryer. “Mimarvel” is portable and can 
be set most anywhere, freeing user’s 
hands. Dryer is 94 in. high 11 in. 
long and 5% in. wide. On “Lo” heat. 
temperature 12 in. from nozzle is 103 
deg. F., on “Hi” heat it registers 
134 deg. F. For cooling of heating 
RPM remains at constant 2750. May 
be used for warming up bathroom or 
nursery. Can be used, too, as sanitary 
air hand towel and for quick-drying 
undies and stockings. Base brackets 
permit upward or downward tilting. 
Retails for $14.95. 

Six "Rainbow Radios" 

Arvin has re-styled its entire color 
radio line and is introducing its model 
440T in six colors. There will be no 
premium charges to dealers and no 
change in the suggested retail price 
which is $14.95. Radios are said to be 
shatter-proof and kid-proof. Streamline 
in design, the bodies are longer and 
thinner than previous models. Serrated, 
debossed color filled tuning knob of 
beige plastic is in upper right quarter 
of face and a “Dutch apple pie” lattice 
work speaker occupies the left half. 
Volume control and on and off switch 
knob match the tuning knob in color. 





Colors are red, yellow, cream, williw 
green, burgundy and sand bronze. Set 
is reported to have a non-breakable, 
mar-resistant cabinet of seamless one 
piece stamped steel, four in. Alnico per 
manent magnet speaker and four-tube 
complement. Tuning knob is direct 
coupled with variable condensers. Set 
is superheterodyne with two gang con 
denser and beam power output. Extend 
able type antenna may be tucked in 
back for easy packing. Nobiitt-Sparks 
Industries, Inc., Arvin Div., Chicago. 
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Hobby Rule 


Carlson & Sullivan, Inc., Monrovia, 
Cal., is introducing a rule which con- 
verts circumferences into diameters up 
to 21 in. automatically. All reading of 





Hobby No. 21-P rule is from left to 
right, using one edge of tape for final 
reading. First whole numeral’to show 
below the top tape is read and then the 
exact graduation below the zero for 
accurate diameter of the object. Said 
to be accurate within a few thousandths. 
It is also a regular six ft. steel tape 
rule, graduated in l6ths, and features 
the quick blade change, which permits 
a new rule blade to be inserted into the 
case without opening the case. Incorpo- 
rates a swing-tip to make _ butt-end, 
easel-edge and other markings and 
measurements more accurate, says 
maker. 


Easy Flush Pedal 


Approved Products Co., 205 E. 42nd 
St., New York City 17, is offering an 
easy flush pedal which features heavy 
chromium plating on heavy gage brass. 
Valves can also be flushed by hand. 
Maker says standard and_ universal 
clamps fit all types of valve handles. 
Unit may be installed at any angle 
where necessary. Rod telescopes up to 
36 in. from floor. Stainless steel spring 
returns handle to normal position. Rol- 
ler and roller action is claimed to re- 
duce friction and wear. Ideal for pub- 
lic buildings, offices, hotels, stores, 
restaurants, etc. No plumbing changes 
necessary. Designed to accomodate all 
flushometer, tank type, and high box 
type water closets. 
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New CHAPIN Catalog 


Helps You Plan for Maximum 
Sprayer Sales in 1950 


Get your share of this profitable business by displaying and 
demonstrating the right sprayers for everyone. This new com- 
plete Chapin line makes it easy. Choose from among 10 popular 
hand sprayers, 4 compressed air types, 3 new COz gas operated 
sprayers, 2 dusters; also cart, wheelbarrow and knapsack styles. 
See this new catalog before you order... IT’S FREE! 








NEW 
DESIGNS 


NEW 
MODELS 


— R. EK. Chapin VMifg. Works. Ine. (200) 9 
FEATURES * Batavia, N. Y. , 
t 
C] Please send your NEW 1950 Catalog ’ 
no R Include Price List) [] Parts Price List ’ 
ICES ‘ 
‘ NAME 
,» FIRM . 
’ 
» ADDRESS. — 
CITY ZONE STATE , 


Our 63rd year ' ; 
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WILCOX - CRITTENDEN 




















EYE HOIST 
SLIP AND GRAB 
WIRE ROPE SLING 
LARGE EYE SINGLE 
LARGE EYE MATCH 
SINGLE, WITH THIMBLE 
MATCH, WITH THIMBLE 






Correct Size and Shape, 
Drop Forged, Best Quality Steel, 
Ample Cross Section at Critical Points 








They sell best because they’re known best and because 
they’re “dependable.” Wilcox-Crittenden’s Heavy and 
Shelf Hardware and Wire Rope Fittings are fast-selling 






profit-makers. The Industry knows them for safety and 
efficiency. Stock W-C ITEMS, and build repeat business. 

















Prompt deliveries © Write for Catalog “H” 


WILCOX, CRITTENDEN & CO., INC. 


“A CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 
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Oh Eetin Coston 


EXPANSIVE BIT 


J 



















This new CC Expansive Bit with its specially engineered 
cutting blade sets a new standard of accurate, fast, clean, 
smooth cutting in hard or soft wood. 


FULLY GUARANTEED 
CUTS EASIER. Simplified design; tilted blade; no center lip. 
CHROME VANADIUM STEEL BLADES. Holds sharp cutting 
edge longer. 
ALL CHROMED BODY. No rust; looks better; lasts longer. 
Gwen. ACCURATE ADJUSTMENT. Positive lock; no blade 
slippage. 
SELF-CLEARING LEAD SCREW. Constant feed; no loading. 





CC EXPANSIVE BIT SPECIFICATIONS 
mi MCDELOR LENGTH [EXPANSION RETAIL 




















ow PARTNO. OVERALL] CAPACITY PRICE 
2, ya 7% "a" to 
; 250 | sq. shank WA" tinal 2 
Short Blade ’”A" to 
. 2508 | Oe 
& “Long Blade ”" to 
250-t 1%" 6s 
8%" ’" to 
° 1.89 
MADE BY THE MANUFACTURERS 251 | 3q. shank 3 ss 
OF CLARK CUTTING TOOLS Short Blade %" to 65 
251. "A" 7 
long Blade 
Tet 













25 3 S 
WY Clark Company BEVERLY HILLS, CALIF, 





WHAT’S WEW 





‘Orb’ Wall Clock 


Westclox, division of General Time 


Corp., La Salle, Ill., offers an electric 
wall clock “The Orb” which is neat, 











small, easy-to-read and easy to clean. 
Features metal case, red sweep hand, 
set knob and legible dial with bright 
finish bezel. Available in white, red, 
yellow and ivory. Retails for $3.95. 


‘Skil’ Home Shop 
Tool Catalog 


Skilsaw, Inc., 5033 Elston Ave., Chi- 
cago 30, Ill., has issued a fully illus- 
trated catalog describing the line of 
“Skil” home shop tools. Line for home 
and farm maintenance, repair jobs and 
wood working consists of a six in. saw, 
2% in. belt sander, combination 
sander-polisher unit, %4 and % in. drills 
and the “Electrimmer” for clipping 
hedges. Included in accessories available 
for each tool are: drill stands, saw 
table to convert saw into tilting arbor 
saw; sander-shaper kit, converts table 
into shaper and drum sander; and 
bench stand for belt sander. Accesso- 
ries for sander-polisher include attach- 
ments to buff-wire-brush, stir paint, 
grind and sharpen. Book has 12 pages. 





Jig, Saber Saws 


Sprunger Bros., Inc., Topeka, Ind., 
offers a tilt table jig saw that cuts to 
center of 36 in. circle and companion 
saber jaw. Jig saw has gray iron table, 
11 by 11 in. and is said to take a maxi- 
mum cut of 2 in. Blower is built into 
head to remove saw dust and filings. 
Saber Saw has 9 by 9 in. gray iron 
table which also tilts to 45 deg. Max- 
imum cut is 1% in. Said to be ideal 
for filing since chuck handles files up 
to ™% in. shank. 





HARDWARE AGE, JANUARY 26, 1950 














Om Wa Fp FTF rw Cc To 


Ss ~F F- YF 3 ff 


HARDWAI 


ral Time 
n electric 
is neat, 


SOCKET COMPLETELY 
Role 4p 


o clean. 
p hand, 


ite, red, 


NO. 103-LSF 
$3.95. = 


APPROXIMATE WEIGHT 
3'3 TO 3% LBS. 


ye., Chi- 

ly illus- 

mm « FEATURES 

or home 

ong 1 Blade and front strap a single BLADE AND STRAPS 
bination unit. No weld. i @) {C7 43) FROM ie LCis| 
r — 2 Blade and straps forged from 

vailable High Carbon Steel. CARBON STEEL 
yr 3 Back strap electrically welded to 

ts table blade. 

4 Straps are pre-formed. 


A ccesso- 
attach- 5 Blade and lower section of socket 
as carefully heat treated. 


~- 6 Uniformity in lift and balance of 
every tool... hang and balance 


1, Ind. never change. Pre-forming of 
cuts to straps the guarantee. 
ipanion 


table, 7 Handle is driven to the point of frog. 
maxi- 


ilt into 


8 Unequalled strength insures maxi- 
mum value. 


FRONT STRAP AND BLADE BACK STRAP 
TESTS PROVE IT THE STRONGEST ONE PIECE OF STEEL ELECTRICALLY WELDED 


WELDED SHOVEL EVER MADE 


AMES 


ee ee 


C 1774 >) 


parxerssurc, w.va. AMES BALDWIN WYOMING CO. nortn easton, mass 
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Ran to display Trump Garden Tools 
on your counter. They sell themselves. 
Gardening enthusiasts like their cheery, 
bright green enamel finish... the feel of 
their smooth hardwood handles. Trump 
Garden Tools are uniform in quality— 
made of sturdy 18-gauge steel exclusively. 
Packed three tools in a neat, attractive 
box. Trowel, fork, cultivator and trans- 
planter may be purchased separately. 

Ask your jobber for Trump. Look for the 
Trump trade-mark on the handle—don’t 
accept a substitute. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. » PASCAGOULA, MISS. 


rT 


(CTol ae (-1a Mm Kole) (3 





VICTOR ANT TRAPS Kili both sweet and grease eating 
ants ...sell because they're better. Order from your jobber. 
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WHAT'S NEW 








National Tutch Latch 


National Lock Co., Rockford, Ill., 
offers the “Tutch Latch” which is said 
to, when applied to the interior of 





wood cabinets, open doors with the 
gentle touch of finger, wrist or elbow. 
When door is closed, latch holds it 
securely. Maker offers “Tutch Latch” 
on small investment packaged “deal,” 
including four doz. latches and a minia- 
ture counter demonstration unit. Each 
“Tutch Latch” is contained in a printed 
envelope. 


‘Perma-Broomette’ 


Modglin Co., Inc., 3235 San Fer- 
nando Rd., Los Angeles 65, Cal., offers 
the “Perma-Broomette,” a toy broom, 
which is an exact reproduction of the 
“Perma-Broom.” Magnetic action of 
its “Electrene” bristles picks up dirt as 
one sweeps, says maker. Retails for 
98 cents. 


‘Stik-E-Ruler' 


Stik-E-Ruler, Watkins Glen, N. Y., 
“Stik-E-Ruler,” is a measuring tape 
with its own adhesive backing. Comes 
in roll of five 12 in. rulers that stick 
wherever wanted without moistening. 
Surface is laminated. Said to easily 
around irregular 


measure corners, 


shapes or inside circles. Sticks to wood, 
lass metal and painted surfaces and 


g 
5 





removes without damage. The inch and 
fractions are marked in clear black on 
yellow tape. With each order of a 
gross, dealer receives a three-color coun 
ter card with a self-service bin for dis 
playing 12 rolls at a time. Workman- 
ship and materials, made by Topflight 
Tape Co., guaranteed. Retails for 39 
cents roll. 


Monitor Pitless Well Unit 


Baker Mfg. Co., Evansville, Wis., 
offers a line of pitless well units which 
are claimed to be frost proof. All in- 
stallations are made with discharge 
below the frost line. Discharge unit is 
completely sealed, but maker says in 
all installations it and attached parts 
can be removed by the application of 
a direct lift. The “Pitless” provides, 
without use of pit, a unit to discharge 
water from a hand, windmill or any 


q 





type of electric pump below the frost 
line. To select proper unit for needs 
of particular users, one should know 
well casing diameter (pitless well units 
are adaptable to any size casing through 
6 in.); depth of frost line, units come 
in 1%, 4%, 6 and 8 ft. lengths; and 
water requirements. 


Fluorescent Sun Lamp 


Westinghouse Lamp Division, Bloom- 
field, N. J., is offering a fluorescent sun 
lamp. Available in either 20 or 40 
watt sizes, lamp is identical in dimen- 
sions and electrical operating character- 
istics with fluorescent lamps. Device 
emits radiations over a large area with 
an output concentrated in the mid- 
ultraviolet wave lengths, soft blue light 
of low visibility is produced by the 
lamp, which maker says remains so cool 
that it can be touched by the liuman 
hand while operating. Said to have 4 
life of more than 4000 hrs. Westing- 
house says it can be operated for one 
and a half mills per hr. 
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GILBERT PLASTICS @ GILBERT PLASTICS @ GILBE,, 


Sparkling New Plastic Cases 
Spur Gladding Impulse Sales 


8° 










soc lt 
1,001 USES 


Mechanics, hobbyists, sportsmen, fishermen, home 
repairmen ... all of your customers need this handy 
all-purpose box. Ideal multi-compartment box for 
keeping numerous small items neatly stored . . . 
easily identifiable. The GILBERT UTILITY BOX 
is made of top quality, clear, lightweight transpa- 
rent plastic fitted with sturdy, hinged cover. Avail- 
able in 3 sizes with a choice of 3 compartment 
designs for each size. 


GILBERT BAIT BOX... 


Just what fishermen have always 
wanted. Lightweight, rust-proof and 
odorless bait box molded of sturdy, 
durable plastic. No sharp edges to 
cut fingers. No protruding hinges to snag clothing 
or foul lines. Concealed spring, snap lock cover. 
Fits on any belt . . . curves snugly and securely 
at waist. 

Don’t let these quick-selling, highly profitable ne- 
cessities get away! Hook on to them today! Send 
in your order now! 








@ Comes with Gladding’s 
Invincible, Dauntless, Blue 
Ribbon. Has sliding lids, 
perfect for hooks, sinkers, 
spinners, leaders, etc. 


COUNTER DISPLAY! Two 
boxes, each holding 50 yds., open 
on hinges to make beautiful dis- 
play. Can be snapped apart and 
sold separately . . . or can be 
folded into space-saving, self- 
locking, double-deck display. 


Plastic boxes made to 
your specifications. 


e 
G l L B f » T PLASTICS CORP, @ HILLSIDE, N->* 


s 
Sli peRt PLASTICS @ GILBERT PLASTICS @ SJILSV1d LYUIGTIDO esas 





| It’s a good thing Gladding plastic utility 

cases can be set up to take only half 

| the usual shelf space—because this year 

you'll probably need twice as many Gladding 
lines! Packaged so beautifully, so usefully, 
to show ’em is to sell ’em. Decide now 

| to cash in on this new Gladding sales 
sensation. Order your supply today. 


= Py 
SELOATS | EA. B. F. GLADDING AND CO., INC. 


SOUTH OTSELIC, NEW YORK 


Est. 1816 








FOR BOTH CASTING 
AND STILL FISHING! 


OVER 2 MILLION SOLD LAST YEAR! 


Five popular sizes-at popular pre-war prices, 20c to 40c 
retail. Also 3 fast selling Lumi-Glow models-glow in the 
dark for night fishing thrills! Nationally advertised. Avail- | 
able through leading jobbers everywhere. 





PLACE YOUR ORDERS 


APPROVED BY 


WITH YOUR JOBBER NOW! N’s 


@ Sliding lid opens easily, stays 


DAYTON BAIT CO. en Sat conan. Cosme i oe 


at small extra cost, with Gladding 


3307 N. DIXIE DRIVE * DAYTON 5, OHIO level fly lines. 
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LOCK-EASE™ 
graphite, LOCK FLUID 


BEST PROTECTION AGAINST FREEZING-STICKING-RUST 


This winter — give your customers the best in 
lock maintenance. Use Lock-Ease! Sell it for 
car, home, and factory use. Easy to apply. 
Penetrates quickly, helps seal out moisture. 
gives maximum protection against freezing. 


Approved by leading locksmiths. Sold by hard- 


Graphited 


Lock FLUID 





4-o0z. Can delivers drop or 
pressure stream. List Price 


go 








aN ware and locksmith jobbers every- 


Ag, where. Order now! 












AMERICAN GREASE STICK CO., Muskegen, Mich. 






















a Vay? AIT THE 


IN 1950 


The new 1950 line of OLD PAL 
Minnow Buckets, Minnow Traps, Bait 
Boxes, Fly Boxes, etc. is now ready. OLD 
PAL is the Quality Line of Favorites that 
fishermen have known and bought for 
years. More than half a hundred 
numbers to choose from. 


NEW LOW PRICES 
Your Jobber will gladly 
show you the line. 


WRITE FOR THE 
1950 CATALOG 

















» 


DIVISION OF 
PENN METAL WARE CO., WILKES-BARRE, PA. 


“p. ws 
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WHAT'S NEW 


Chime Display Board 


NuTone, Inc., Madison & Red Bank 
Rds., Cincinnati 27, Ohio, is offering 
the NU-100 chime display board which 
stores with limited 





is designed for 
space. Occupies a wall or shelf area 
12 in. wide by four ft. high. Display 
shows four popular priced NuTone door 
chimes and six luminous push buttons. 
Display board is completely wired and 
equipped with transformer and push 
buttons to operate the four chimes 
mounted on it. It is provided with a 
loose-pin-hinge for immediate hanging 
on a wall or a tier of shelves. Unit 
plugs into 110-125 volt AC electrical 
outlet. Board is free with the following 
merchandise offer: including the chimes 
and push buttons, mounted, dealer re- 
ceives two “Leader” chimes, two “Com- 
mander” chimes, two “Repeat-a-tone” 
chimes, two “Mt. Vernon” chimes and 





two “Round” push buttons, three “Mt. 
Vernon” push buttons and three “Mod- 
ern” push buttons, three “Jewel” push 
buttons, two “Concord” push _ buttons 
and three “Economy” push _ buttons. 
Complete deal has a retail value of 
$70.70. Dealer pays $45.96. Display 
board, fully mounted, is packed in one 
carton with the back up stock, shipping 
weight, 29% lbs. 


HARDWARE AGE, JANUARY 26, 1950 








You do 
screw | 
you 59 
sizes—| 
of shelf 
Assortn 
only a | 
ways cc 
while ir 
Sharon’ 
ing REF 


4 
SHAR 





Sha. 


HARDW. 





/EW 
d 


Red Bank 
is offering 
ard which 
ith limited 
shelf area 
h. Display 
uTone door 
ish buttons. 
wired and 
and push 
yur chimes 
ded with a 
te hanging 
Unit 
y electrical 


Ives. 


e following 
the chimes 
dealer re- 
two “Com- 

eat-a-tone” 

chimes and 





three “Mt. 
ree “Mod- 
wel” push 
h buttons 
1 buttons. 
value of 
Display 
ed in one 
, shipping 


26, 1950 























No. C-1458 
Chrome plated. 
With square 
nuts. For 
later model 
cars. 





Sharou 
LICENSE 
PLATE 
FASTENERS 





No. 012558 
Rust-proof. 
With wing 
nuts, For 

older 
model 
cars 








At your 
favorite jobber 
or write direct 


BOSTON 10, MASS. 

















You do if you've "Sharonized" your 


screw department! Sharon gives 
you 59 Assortments—683 fastener 
sizes—12 groups—all in just 12 feet 
of shelf space. Best of all, Sharon 
Assortments are REFILLABLE — for 
only a few pennies, your stock is al- 
ways complete, inventory stays right 
while investment stays light! Get 
Sharon's money-saving, money-mak- 
ing REFILL story today. 
Ask your jobber today about 


SHARON REFILLABLE ASSORTMENTS 
or write direct to us. 


x. AL 
Shavore Bott aud. Sc¥eiu' Co 
Le a“ 


BOSTON 10, MASS. 
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‘Airline’ Casting Lines 
Newton Line Co., Inc., Homer, N. Y., 
is packaging its two-spool “Airline” 
casting lines, illustrated, in plastic 
boxes, set off for display purposes with 











a colored backcard. The “Streamline” 
and “Airline” fly line coils have also 
been given the “new look.” Both are 
put up in the see-through plastic pack- 
ages. Both are available in attractive 


counter display units. 





Beaver Pipe Tools 

Beaver Pipe Tools, Inc., Dana Ave.., 
Warren, Ohio, revised pipe 
tools catalog which includes up-to-date 


offers a 


RYERSON 
STEEL in stock 
for HARDWARE 


STORES 


Contact Ryerson when a cus- 
tomey’s order calls for steel you 
don’t carry in regular stocks. 
You can draw on large, diver- 
sified Ryerson stocks at any 
of thirteen conveniently locat- 
ed plants. We’ll gladly cooper- 
ate closely on any steel require- 
ment—any steel problem. 


PRINCIPAL PRODUCTS 
Bars © Structurals © Plates * Sheets 
Tubing @ Allegheny Stainless * Alloy 
Steel © Safety Floor Pilate * Babbitt 
Solder © Metal Working Tools & 

Machinery, etc. 


JOSEPH T. RYERSON & SON, INC. 


Plants: New York, Boston, Philadelphia, 
Detroit, Cincinnati, Cleveland, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Louis, 
los Angeles, San Francisco 




























information on the entire line of pipe 
tools, machines, power drives and 
threading oil. Products are illustrated 
in color and operational advantages are | 
explained in the text. Copy of catalog 
No. 50 may be had upon request. Also 
available is a bulletin on Model C 
portable power units. Has useful in- 
formation contributed by users of the 
machine who tell where and how they 
use it. Also data is included concern- 
ing the use of the Model C when it is 
applied to operations unrelated to pipe 
threading. 





Screw Holding 
Screw Driver 


| 

| 
Kedman Co., Salt Lake City, Utah, | 
offers the “Quick Wedge” screw driver 
with two half round blades inside a 
movable steel tube. When bit is in- | 
serted in screw slot, tube is slid for- | 
ward, expanding split blade against | 
walls of screw slot. Hollowground tips | 
grip screw slot flush from top to bot- 
tom, securely holding screw, says maker. 
Features shockproof Tenite 11 handle, | 
spring steel blade. Hollow-ground bit 
said to fit any slotted screw. Will not 
mar screw slot. Available in sizes rang- 
ing from 2 in. blade length to 14 in. 
and from blade diameter of 5/32 in. to 
% in. ranging in price from 80 cents 
to $1.65. 


eE!, —__- 
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SKOTCH 


x 10” carton display 
< printed in red ond bieck 
or on cards for bin display 






Here's a wood joiner that really 
HOLDS... 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for 
tight strong joint. Works equally 


Perfect for repairs, 


dado joints. 
Easily dis- 


making screens, etc. 


jus a new 


of SKOTCH Wood Joiners 
REE. Ask 


counter folder are yours 








and holds without] SCREENS 





well on square, mitre, "T", split or} FE 


SCREEN 


played on counter or in self-ser- \ 
vice bins. tS 


Free Sales Helps... 
Sample wood joints that show uses se 


your Jobber or write direct for gen- CHAIRS 
erous supply. Dept. HAI. » 
i 
SUPERIOR FASTENER CORP. 
27949 ELSTON AVE.. CHICAGO 18, ILL. SIGNS 


woondD 
JOINERS 













__ GRIPS LIKE A VISE 
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SS runmqer 
ig precision | built 
WOODWORKING POWER TOOLS 


























Comparison with power 
tools selling for much more 
will show you why the big 
swing is to Sprunger. 

The precision built fea- 
tures, and the rugged con- 
struction make a hit with 
home workshop men who 
appreciate fine tools. 

They have heard about 
Sprunger — They want 
Sprunger—Show Sprunger 
and you'll sell Sprunger. 


MILLIONS 
Are being told 


about Sprunger Power Tools 
thru advertising in Popu- 
lar Science, Popular Me- 
chanics, Home Craftsman, 
Popular Homecraft, Sci- 
ence and Mechanics. Tell 
these prospects you stock 
Sprunger with free mats 
and watch sales zoom! 


NOW IS THE TIME 

to get the Sprunger story 
on Power Tools that are 
going places. Write Dept. 
HA-I5 for details. 


D. 


NOW! FOR EVERY 
HARDWARE STORE 














With 
the Amazing 
, New Automatic 
4 Clutch Control 


New! Outstanding! Building your 
poets to new heights—for HOMKO 

as all those features your customers 
have been clamoring for! Automatic 
operation—no gadget or lever to use! 

‘alking speeds are easily regulated TRULY A 
by engine acceleration. Massive rub- QUALITY 
ber ured wheels with a choice of PRODUCT 
standard, or over-size ures for high neue 
cut of grass. Easy storage. Write 
today and learn how you can profit 


_/ DEMAND 
DEPENDABLE 


with HOMKO Lawn Equipment! CHOICE OF 
Built-in Recoil Starter available BRIGGS OR 
at slight additional cost. 
18” to retail under $90 CLNTON 
ENGINE 


20” to retail under $100 
24” to retail under $150 


WESTERN TOOL & STAMPING CO. 


2725 SECOND AVENUE, DES MOINES 13, IOWA 
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WHAT'S NEW 








‘Tommie Furrow’ 


Tommie Co., 557 Northeast 37th 
Ave., Minneapolis 21, Minn., is intro- 
ducing the “Tommie Furrow” designed 
to plant seeds easily, quickly and uni- 





formly. Gardener pulls tools forward 
with long handle to open a clean fur- 
row of uniform depth. Correct depth, 
indicated by seed, is possible by ad- 
justment. Then gardener turns tool 
over and pulls it along the seeded fur- 
row. Roller smoothly covers seed sown 
and levels ground. 


Johnson Pork Rind Bait 


A line of pork rind bait is offered by 
Louis & Johnson Co., Highland Park, 
Ill. Fifty different pork rind baits of 
many shapes, sizes, and colors are in- 
cluded. Shapes include Bass Strip; 
Musky Strip; Pork Frog; small, me- 
dium and large chunk; Fly Tip, Fly 
Strip and Fly “V” and a special Striped 
Bass. Each of shapes is available in 
five colors. Maker says bait stays fresh 
and its colors are non-fading. Special 
solution, used to pack rind in jars, is 
reported to be no more corrosive than 
water. 


Hammerless 22 Cal. Rifle 


A hammerless .22 cal. slide action 
repeating rifle is being offered by the 
Noble Mfg. Co., Haydenville, Mass. 
Model “33,” rifle is equipped with a 
visible mechanism, which 


feeding 





shows at a glance whether action and 
magazine are empty or loaded. Special 
design is said to permit shooter to “beat 
the action.” Rifle is reported to be 
extremely accurate, well balanced and 
to have smooth action. Barrel is of 
“blued” steel, adjustable sporting rear 
sight, Lyman gold color bead front 
sight. Weighs about six lbs. Retails 
for $32.45. 


Cory Gas Ranges 


Cory Corp., 221 North LaSalle St., 
Chicago 1, IIl., is offering three all- 
purpose gas cooking ranges, developed 
as utility cooking equipment for sum- 
mer camps, fountains, small restaurants, 
etc. Two burner stove, C252G, re- 
tails at $29.95. Four burner unit, 
C253G, is a step-up model and retails 
at $39.95 plus tax. All stoves are con- 
structed of heavy duty chrome with 
black plastic feet and burner handle 
controls. Each burner has high low 
heat with separate flash tube type pilot 
light to each burner. Units are avail- 





able for use either with natural or 
manufactured gas or with liquefied 
petroleum. 


'K-Venience’ Pan Rack 


Knape & Vogt. Mfg. Co., Grand 
Rapids, Mich., is introducing — the 
“K-Venience” pan rack designed to fit 





all kitchen cupboards. It is a chrome 
plated fixture which fastens beneath the 
shelf. Holding pots and pans on 14 
chrome hooks, rack rides in and out of 
cupboard on ball-bearing carrier. Touch 
of finger pulls it out into the room. 
Rack measures 20 in. long by 5% in. 
wide Retails for $5.50. 
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No. 59 HALF-PINT TORCH FOR HANDY HOME USE 


Ideal for hobbyists and home craftsmen when doing light work. 
Complete with soldering iron rest and windshield. High polished 
brass tank is 314” diameter to assure stability... holds 7'% oz. of fuel. 
Burns 3% hours full open. Pressure is maintained by brass wire which 
conducts heat to tank. Bottom is concave to facilitate filling. No. 59 
burns gasoline... No. 60 burns alcohol. Both attain temperatures of 
1700° by pyrometer reading. 





No. 39-A 


Throws a “brute” flame. Ideal 
for pre-heating castings. Burner 
has 7%” opening. High polished 
brass tank has bottom fill... drip 
cup filler valve is an added con- 
venience. Complete with Turn- 
er’s exclusive “Carburetor Con- 
trol”. Capacity — one quart. 


No. 206-A 


Adjustable air siphoning tube 
(Turner’s exclusive ‘Carburetor 
Control’) permits balancing of 
gas and air mixture. Has auto- 
matic cleaning needle, replace- 
able jet block, oversize fuel pas- 
sages. High polished brass tank 
— bottom fill, Capacity—1 quart. 


See Your Jobber 


BRASS 


_ THE TURNER 


SYCAMORE 
be =" Since 





oe a 
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No. 30-AT 


Popular-priced general duty 
torch with powerful one-piece 
cast bronze burner and jam-proof 
taper needle. Sturdy construction 
throughout... seamless drawn, 
high polished brass tank with 
windshield. Capacity one 
quart. No. 25AT is pint size. 





No. 92-A 


Double-jet burner produces a 
pencil-point flame registering 
2300°F. Ideal for sweating cop- 
per fittings, brazing, etc. Idling 
flame keeps torch fully generated. 
High polished brass tank with 
bottom fill. Capacity—one quart. 
No. 95-A, pint size. 
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The Peerless 
FREZO FREEZER 





Leading Freezer 





Value for 1950 


Comparable, feature for fea- 
ture, to freezers selling for 
much more. 





A quality freezer at an at- 
tractive price. 


Multi-action design for fast- 
er, smoother freezing. 


Built to produce more bus- 
iness for you in 1950. 


Household Sizes: 2 to 8 Qts. 


Features 


DASHER WITH 
ADJUSTABLE SCRAPERS GEAR FRAME 


GEARLESS CAN TOP 
GEARS INCLOSED TALL 






STEEL CAN BOTTOM 


ASK YOUR JOBBER or write 
us for complete information. 


The PEERLESS FREEZER Co. 
Winchendon, Mass. 
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WHAT'S NEW 








Featherweight Hose 


Plymouth Rubber Co., Inc., Canton, 
Mass., is introducing a featherweight 
hose made of Vinylite. Maker says the 
hose is not affected by extreme hot or 
cold temperatures, resists scuffing, 
cracking, peeling, grease, oil, etc., and 
will withstand eight times average city 
water pressure. Main feature is non- 
rust specially developed two-way Perma- 
grip coupling which maker claims will 
stay fast for life of hose. Product is 
guaranteed for 10 years. Hose is oc- 
tagonally shaped and sold in 25 and 50 
ft. lengths. Made in red, green and 
translucent amber. 


‘Ceil-N-Wall' 
Kitchen Ventilator 


Fasco Industries, Inc., Rochester, 
N. Y., offers a 10 in. ventilator designed 
for kitchen use. Features elimination 
of cooking odors and hot stale air. Ven- 
tilator may be installed for single or 
three speed operation. Maker says it 


completely changes the air of the aver- 





age kitchen in three minutes. Fan unit 
is equipped with a four pole Fasco mo- 
tor driving the Turbo-Radial propeller. 
Delivers 550 ‘cfm., quietly, with no 
radio interference, it is said. Maker 
reports balanced louvre in blade hous- 
ing is double protection against drafts 
or cold. Fitted with polished aluminum 
die cast grill, easily removed for clean- 
ing. Outside aluminum wall hood, fit- 
ted with water tight louvre door. All 
duct connections used are 314 in. wide, 
can be used between 2 by 4’s for in- 
stallation in the ceiling. 


Master Painter Line 


The Boston Varnish Co., Everett, 
Mass., offers eight new products under 
the name “Master Painter Finishes.” 
Line includes: enamel undercoat, said 
to be a hard drying undércoating; 
pigmented wall sealer, for preparation 
of unpainted surfaces in one applica- 
tion; one coat flat white, a heavy bodi- 
ed flat white; one coat white enamel, 
flat enamel white, for a soft matte fin- 
ish; semi-gloss white, said to have 


Mester Painree 


FINISHES 





good hiding and working qualities; 
painter paste white, and all purpose 
outside white, to be used either white 


or tinted. 


Copper, in Paste Form 
Glidden Co., Metals Refining Co., 


Cleveland, Ohio, is making “Cubond,” 
copper in paste form. Also available 
are applicator guns which apply Cu- 
bond as an extrusion in the form of 
rounds or ribbons in definite quantity, 
depending on the trigger setting. Guns 
are for pneumatic or hand use. Former 
type can be set for automatic operation 
and actuated by foot pedals, cams or 
electrical controls. Pastes produced in 
two general types—one with a synthetic 
petroleum base and the other contain- 
ing a base that does not change vis- 
cosity with changes in temperature. 
Consistency of petroleum base paste is 
sufficiently fluid to permit extrusion 
from guns without thinning. Maker 
says petroleum base products will not 
settle, harden or dry. Said to have good 
adherence to steel and supply copper 
in a fluidity equal to that of wire at 
brazing temperatures. It is reported 
that the non-petroleum base pastes do 
not thin with temperature rises. 





‘Too Too Twain’ 


Pull toy, “Too Too Twain” is made 
of non-toxic plastic. Retails at 98 cents. 
is multi-colored. Synchronized connect- 
ing rods produce a harmonizing noise 
as the train is pulled or pushed and 
driving rods move back and forth like 
a real locomotive. Nosco Plastics, divi- 
sion of National Organ Supply Co., 
Erie, Pa. 
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IT’S 






---TO SHOW YOUR CUSTOMERS 
THIS DEPENDABLE TRADE-MARK 


@ You do your customers a favor vacuum-insulated merchandise. 
when you point to the bottom of a And you show them a very impres- 
**Thermos” brand vacuum bottle. sive sales point. Your customers are 

You show them a friend—a name convinced, by this famous old trade- 
they’ve known down through the mark, that this is the’ product they 
years—a name they can depend on. want to buy. 

You show them a leader—the Show your customers the trade 
name which sets the standards in name Thermos at every opportunity. 


THERMOS 


TRADE-MARK REG. U, S, PAT. OFF. 


BRAND VACUUM BOTTLES 








THE AMERICAN THERMOS BOTTLE COMPANY - NORWICH, CONNECTICUT 


Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 
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To Help You Sell More 







SWEDISH WOOD CHISELS 
WITH PLASTIC HANDLES 


Exclusive Plastic Coating 


Prevents rust and chipped cutting 

edges. Strips off easily when ready 

for use. Every tool remains in per- 

fect condition for greater customer 

satisfaction. Only Gensco Chisels 
offer this advantage 


Truly fine chisels with Swedish steel 
blades, tempered and hand honed. 
Tanged butt for long service. Beveled 
edges for straight cutting. Unbreakable 
amber plastic (machined) handles. 


NEW LOW PRICES 
All this extra merchandising value plus 
new low prices to help you do a greater 
chisel business. 
NEW PACKAGING 
Designed for conven- 
ient display and 
stocking. 
WRITE FOR LITERATURE 
AND NEW PRICES 


ce] 4, Tele tele) Me) i ii ile]. 





GENERAL STEEL WAREHOUSE CO., INC 
1802 North Kostner Avenue, Chicago 39, Illinois 
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WHAT’S WEW 








Illuminated Plumb Bob 


Illuminated Plumb Bob Co., 2521 
Third St., N. E., Washington, D. C., 
is introducing the Pin Point illumi- 
nated plumb bob. Illuminates surface 
to be plumbed with a small spot of 
light, the size of a pencil point, which 
is projected through the tip-end of the 
bob. Three-volt pin type magnifying 
lens bulb and two pin type batteries 
are used. Light operates by the turn 
of the screw on top. Retails at $3.50 
less bulb and battery. 


Sander Rental 
Merchandise Display 


Counter display with a message in 
“Day Glo” paint is offered by the 
American Floor Surfacing Machine Co., 
Toledo, Ohio. It is easel-type, nine by 
12 in., and is designed to aid the 
dealer merchandise his sander rental 
business. Red paint, with high visi- 
bility, is used for “Floor Sander” which 
appear on a black panel. Other colors 
are grey, tan and white. Display is 
an item in the merchandising kit sup- 
plied to each new owner of a Little 
American 8 in. floor sander or an Amer- 
ican rental sander. Other items in- 
clude: banners for window or inside 
store use; large and small floor cards; 
ideas for displays and rental record 
sheets. 





Router Kit 


Basic power tool for home workshop, 
this router provides tool for grooving, 
rabbet cuts, rounding over cuts, relief 
work, making drop leaf table joints. 
Kit consists of *4 hp. motor unit, 115 
volts for use on AC or DC current, 
router base, chuck, straight and circu- 
lar guide, five assorted router bits and 
grinding wheel. Motor has sealed for 
life ball bearings with no load speed 
of over 18,000 rpm. Direct drive. 





Depth of cut regulated by raising or 
lowering motor unit in base. Simple 
screw knob facilities for quick adjust- 


ment. Retails for $57.50. Stanley Elec- 
tric Tools, New Britain, Conn. 


Radiant Circulator 


Armstrong Praducts, Inc., Huntington 
12, W. Va., is introducing model 925-R 
radiant circulator for natural, manufac- 
tured or L.P. gases. It can’t be turned 


Lisi Wa 
RW, 
Ez TE "cM 





on unintentionally by playing children, 
dogs or adults brushing against the 
valve handle. Handle is out of sight 
behind a side door but easily accessible. 
Body and inner unit are finished in 
brown, vitreous enamel with maple 
trim. Reflector and dress guard are 
chrome. Air shutter is designed to 
resist dust closure tendencies; has 
25,000 BTU, each radiant rated at 
5,000 BTU. Circulator is 19 in. wide 
and 11 in. deep. 
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GET AN 


ACCURATE LINE 


on money-making tape sales now! 


Tape is a year-round, consistently good 
seller you can’t afford to neglect. And 
when you feature ACCURATE tapes 
you’re offering quality made merchan- 
dise that is always fresh. Both friction 
tapes and rubber tapes are available in 
a choice of roll sizes and packaging. Let 
ACCURATE put you into the tape 
business. Get an accurate line on prof- 
itable tape sales by getting the com- 
plete story on ACCURATE tapes, to- 
day. Just call or write us for the name 
of your nearest distributor. Address the 
Accurate Mfg. Company, Garfield, N. J. 


= 


TAPES 


25 YEARS MAKING TAPES EXCLUSIVELY | 


eee Be 


\ 
Sota” 
> 


PROTECTIVE PACKAGING 





NON-DETERIORATING 
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“TROYAL WIRE | 


engineered for | 


DEPENDABILITY 8 


merchandised for ? 


VOLUME SALES 5 
Ask for details of the ‘ 
No. 1 deal — 1250 feet 
of ROYAL quality wire 
plus a steel counter 
display rack. 














ROYAL ! 

BS CORD SETS 
i 

& 

i 


display-pack- 
aged for quick 

turn-over and 
greater volume t 
oo on oe oe oe 


write for catalogs 


OVA 


thru your wholesaler 











or yr 
S* Guaranteed by > 
_ Housekeeping 
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ELECTRIC WIRES 
CORD tabdly * TROUBLE LITES 
FUSES © CHRISTMAS LIGHTING 


ROYAL ELECTRIC €O., INC. * PAWTUCKET, R. I 





kKkKaeKKK* 


Read it in 


HARDWARE 


NEWS OF 





HARDWARE AGE FOR 





J. E. O’NEIL MADE 
RICHARDS & CONOVER 
GENERAL MANAGER 
James E. O’Neil, formerly sales 
manager of the Oklahoma City 
branch of Richards & Conover 





JAMES E. 


O’NEIL 


Hardware Co., Kansas City, Mo., 
wholesalers, was recently ap- 
pointed general manager of the 
company. 

Mr. O'Neil started his hard- 
ware career in the warehouse as 
a stock man and for the next 
three years worked at various 
jobs throughout the organization. 
In 1936 he became a sales repre- 
sentative, calling on the general 
hardware trade, remaining in 
this capacity until 1947 with the 
exception of three years spent in 
the Navy. In that year, he was 
advanced to sales manager in the 
Oklahoma City house. 

M. E. O’Neil, who was general 
manager and vice-president and 
who had been with the company 
for 50 years, retired at that time 
and was succeeded by George R. 
Conover, son of Col. Conover, a 
co-founder with Col. J. F. Rich- 
ards. Mr. Conover retired Jan. 
1, 1950. 


A. P. DODSON NAMED 
DECATUR & HOPKINS 
GENERAL SALES MGR. 
Decatur & Hopkins Co., 93 


Berkeley St., Boston 16, Mass., 
hardware wholesalers, has an- 
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nounced the appointment of Al- 
bert P. Dodson as general sales 
manager in charge of overall 
sales development particularly 
in regard to the cutlery and toy 
lines as well as hardware. He 
had previously been sales man- 
ager since 1932. 

He will be succeeded by Ed- 


ward Hammond who has been 
with the company since 1933, 
representing it as a_ traveling 


salesman in western Maine and 
southeastern New Hampshire 
since 1940. He formerly did sales 
promotion work. His territory in 
Maine and New Hampshire will 
be handled by Ernest Curtis, who 
has been training for a _ sales- 
man’s position since 1945. 

THOR CORP. APPOINTS 

GENERAL SALES MGR. 


M. Robert Wilson has been 
appointed general sales manager 
of Thor Corp., Chicago 50, Ill. 

Simultaneously, Mr. Wilson 
announced his resignation as 
president of Mason-Wilson, Inc., 
sales consulting firm of Chicago 
and New York City. Among the 
firm’s clients have been Cory 
Corp., Federal Enameling & 
Stamping Corp., Leetex Rubber 
Co., and Swing-A-Way Products 
Co. 

In his new capacity, Mr. Wil- 
son assumes active direction of 
all Thor sales policies. This 
was formerly one of the duties 
discharged by the president. 

Before forming Mason-Wilson, 





M. ROBERT WILSON 





Inc., with Kevil Mason in 1948, 
Mr. Wilson was sales manager 
of the special accounts division 
of Ekco Products Co., Chicago, 
where he developed the idea of 
built-in pressure cookers for elec- 
tric ranges. Previously he had 
been premium sales manager for 
the William A. Rogers division 
of Oneida, Ltd., Oneida, N. Y.; 
a partner of Premium Sales Co., 
Chicago, and assistant general 
sales manager of the Midway 
Chemical division of American 
Home Prodpcts Co. 





J. H. BROWAR, LOWEBCO 
VICE-PRES. OF SALES 


Lowebco, Inc., has announced 
the election of Joseph H. Browar 
as vice president in charge of 
sales. 

Mr. Browar has been asso- 
ciated with the Lowebco organi- 
zation since its inception. He 
will make his headquarters in 
Chicago in the general sales 
offices at Hyde Park National 
Bank Bldg. Edward M. Loeser 
continues as president of Low- 
ebco. 


MAST-FOOS TO MAKE 
ROTARY CUTTER, 
SICKLE BAR MOWERS 


Mast-Foos Co., Springfield, 
Ohio, has announced that it now 
intends to produce in addition to 
the real type mowers, the rotary 
cutter type and sickle bar type 
mowers. The company has also 
announced the acquisition of a 
six story industrial building and 
real estate from The Springfield 
Metallic Casket Co., Inc. Dallas 
E. Winslo said that manufactur- 
ing equipment of the rotary 
mower division of John A. Roeb- 
ling Sons, recently purchased by 
Mast-Foos will be moved to the 
building bounded by Columbia, 
Fisher and Center Sts., Spring- 
field. The purchased building 
will add to the 50,000 sq. ft. of 
floor space in the Mast-Foos 
plant at 1305 Innisfallen Ave. 
Mast-Foos plans to construct 
another building there for manu- 
facture of a sickle-bar mower 
now being engineered and for 
expansion of present operations. 





HAMILTON REORGANIZES 
SALES DEPARTMENT— 
HAMILTON HEADS SALES 
A reorganization of the sales 
department of the Hamilton Mfg. 
Corp., Columbus, Ind., embrac- 





CLARENCE O. HAMILTON 


ing the creation of new positions 
and reassignment of personnel, 
was announced recently. 

Clarence O. Hamilton, former- 
ly sales manager, has been ad- 
vanced to the position of general 
sales manager. It was also an- 
nounced, assistant sales man- 
agers, W. C. Phillips, and T. R. 
Henderson will assume new 
duties. Mr. Phillips is sales 
manager of the wholesale-retail 
sales division and Mr. Hender- 
son assistant general sales man- 
ager. 

James S. Brown, who has 
been working with the special 
sales division, was promoted to 
sales manager of this division. 

R. C. PIPER, HEADS 

SALES FOR LA SALLE 


The appointment of R. C. 
Piper, Jr., as sales manager of 
La Salle Lighting Products, Inc., 
of Buffalo, was announced by 
Joseph Markel, president. Mr. 
Piper will have full charge of 
the marketing and sales promo- 
tion of La Salle “Wallamps” and 


“Heetaires.” 


Mr. Piper was in the merchan- 
dising departments of R. H. 
Macy Co. and Montgomery Ward. 
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GARTH Z. BRIGGS 


SHAPLEIGH HARDWARE 
ADVANCES FOUR MEN 


Shapleigh Hardware Co., 900 
Spruce St., St. Louis, Mo., whole- 
salers, has announced the promo- 
tion of four members of its com- 
pany. Garth Z. Briggs, who has 
been sales manager of the city 
sales division, has been named 
buyer of the new housewares di- 
vision. Carroll E. Hill, a director 
and the secretary of the firm, 
has been named buyer of the 
heavy division. Warren 
McKinney Shapleigh, director of 
Shapleigh, is now buyer of a new 
division—guns, ammunition and 
major appliances. George E. 
Remick, who has been covering 


goods 





WARREN M. SHAPLEIGH 








GEORGE E. REMICK 


Illinois for a number of years, 
has gone into the house as sales 
manager of the city division un- 





CARROLL E. HILL 


der Howard W. Crosby, division 
sales manager. 


FORM CHAMPION 
GLOVE COMPANY 


Louis K. Braunston, active in 

the rubber and plastics business 
for the past 20 years, this week 
announced the formation of the 
Champion Glove Corp., 850 
Metropolitan Ave., Brooklyn, 
m. T. 
» new firm, of which Mr. 
Braunston is president, will 
manufacture plastic coated in- 
dustrial work gloves. 

Two trade-marked brands, 
“Moldex Gloves” and “Champlex 
Gloves,” will be marketed to the 
industrial and household trades 
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through leading wholesalers, dis- 
tributors and department stores. 

The other officers of the new 
concern are Arthur A. Mayers, 
vice president and general sales 


manager; Henry R. Seidman, 
secretary and _ assistant sales 


manager. 


HY-PRO TOOL CO. 
NOT FOR SALE 


D. D. Davis, vice-president of 
Hy-Pro Tool Co., New Bedford, 
Mass., has announced that con- 
trary to rumor “The Hy-Pro Tool 
Co., a wholly owned subsidiary 
of the Continental Screw Co., 
is not for sale nor has its sale 
ever been considered.” 


OSTER APPOINTS 
ASS’T SALES HEAD 


Howard A. Oas_ has been 
named assistant sales manager 
for the appliance division of the 
John Oster Mfg. Co., Racine, 
Wis., according to a recent an- 
nouncement. 

Formerly manufacturer’s repre- 
sentative for the Comfort Prod- 
ucts Corp., serving in the south- 


west, Mr. Oas also had been 


associated with General Electric 
Co. 


His father, E. A. 


Supply 





HOWARD A. OAS 


Oas, 
tive for Gesco. 

The assistant 
ager formerly operated his own 
retail appliance store which was 
located in Texas. 


is general sales representa- 


new sales man- 





R. C. STALTER, BUCKEYE 
ASS’T SALES MANAGER 
Richard C. Stalter 
appointed assistant 
ger of The Buckeye 


been 
mana- 
Aluminum 


has 


sales 





RICHARD C. 


STALTER 


Co., Wooster, Ohio. Mr. Stalter 
has_ been the 
company’s sales department since 
his return from army service in 
the South Pacific. 


associated with 


EKCO TRANSFERS 
MALCOLM SMITH 
TO ENGLAND 
The appointment of Malcolm 
Smith as an assistant to Lloyd 


Sichell, managing director of 
Platers & Stampers, Ltd., En- 
glish subsidiary of Ekeo Prod- 


ucts Co., Chfcago, was announced 
recently. 

Mr. Smith has been with Ekco 
the 
company’s Chicago office and at 
Massillon, Ohio. He 
sistant plant superintendent at 
Massillon before being transfer- 


for four years, serving at 


was 4as- 


red to Chicago. 


WOLF-PARKER NOW 
DIETZ INDUSTRIAL 
SUPPLY COMPANY 


Leonard L. Dietz has announc- 


| ed that Dietz Industrial Supply 


Co., 62-64 S. LaSalle St., Aurora, 
Ill., is the name that has been 
adapted for Wolf-Parker Co. 
There has been no change in ad- 
dress, management or personnel. 
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AMERICAN KITCHENS 
NAMES THREE REGION 
SALES MANAGERS 

John E. Bogan, merchandising 
manager for one of the country’s 
largest appliance manufacturers 








JOHN E, BOGAN 


for a number of years, has join- 
ed American Kitchens as central 


regional manager with head- 
quarters in Chicago, American 
Central Division—- Aveo Mfg. 
Corp., Connersville, Ind. an- 


nounced recently. 

He has had extensive experi- 
ence in conducting sales train- 
ing and appliance merchandising 
schools. 

Roy S. Gallagher, formerly 
general manager in the appli- 
ance department of one of the 
south’s largest department stores, 
has been named southern region- 
al manager under American Kit- 
chens new expanding sales plan. 

Mr. Gallagher’s appointment 
fills the last remaining regional 
sales managership that was open 
under American Kitchens new 
plan, Mr. Duggan pointed out. 
He will make his headquarters 
in Atlanta. 

Mr. Gallagher is a graduate 
of the American Kitchens Plan- 








ROY S. GALLAGHER 
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ning, Installation and Sales 
Training Institute. 

Dale Mikesell (of 23148 Clif- 
ford Drive) Cleveland, Ohio, 
has been appointed Cleveland 
district sales manager for Amer- 
ican Kitchens. 

Mr. Mikesell, who has been in 
the wholesale kitchen business 
for the past two years, will call 
on distributors in Cleveland, 
Detroit. Grand Rapids, Saginaw, 





DALE MIKESELL 


Toledo, Columbus, Dayton, Cin- 
cinnati, and Huntington, West 
Virginia. 


1,000 LINES TO BE SHOWN 
AT 1950 AMERICAN TOY 
FAIR, MARCH 6-17 

The 47th American Toy Fair, 
the largest ever held, will ex- 
tend in New York City from 
March 6-17, with exhibits at the 
Hotel New Yorker and the Hotel 
McAlpin, as well as permanent 
showrooms at 200 Fifth Avenue, 
1107 Broadway, and other build- 
ings in the vicinity. 

More than 1000 exhibitors will 
show their lines at the 1950 
American Toy Fair, reported H. 
D. Clark, secretary of the asso- 
ciation and manager of the fair. 
Last year the fair was attended 
by 10,000 representatives from 
4500 buying organizations. 

The temporary exhibit space 
includes seven floors at the Ho- 
tel New Yorker and nine floors 
at the McAlpin, said Mr. Clark. 
There will be about 100 more 
rooms than were available in 
1949 and exhibitors will be able 
to display their lines more effec- 
tively. 

Toy manufacturers and retail- 
ers both are generally optimistic 
about prospects for 1950, Mr. 
Clark reported. The record birth- 
rate since the war—approximate- 
ly 40 per cent over pre-war years 

is said to assure a market for 
all types of toy merchandise for 
1950 and years to come. 


| and assistant 





Manufacturers will be ready to 
meet this demand for a _ wide 
variety of new merchandise rep- 
resenting advances in manufac- 
turing methods, use of new ma- 
terials and research to increase 
the play value of traditional 
designs. 

U. S. RUBBER PROMOTES 
H. G. KIESWETTER 


The appointment of Herbert 
G. Kieswetter as assistant gen- 
eral manager of the mechanical 
United States 
Rubber Co., was announced re- 
cently. 

Mr. Kieswetter was 


goods division, 


formerly 
vice president and assistant gen- 
eral manager of United States 
Rubber Export Co., Limited. 

Mr. Kieswetter joined the ex- 
port company in 1925 as a sales- 
man. He represented the com- 
pany in many parts of the world, 
spending the majority of his 
time in the West Indies and in 
Latin America. 

In 1942 he was appointed as- 
sistant general manager, and in 
1945 was named vice president 
general 
of the export company. 


manager 





HULETT HEADS BEAUTY 
QUEEN SALES DIVISION 


Frank M. Crook, president of 
Toledo Desk & Fixture, Maumee, 
Ohio, has announced the ap- 
pointment of Gerald Hulett as 
director of sales and advertising. 
Mr. Hulett indicated that the 
53 years of manufacturing ex- 
perience of Toledo Desk would 
be devoted to the production of 
a complete line of Beauty Queen 
kitchen sinks and cabinets. 

Prior to joining Toledo Desk, 
Mr. Hulett was with Electro- 
master, Inc., for a period of 20 
years serving successively as 
‘district manager, sales promo- 
tion manager, sales manager, and 
finally as vice president in charge 
of sales, 





GERALD HULETT 





H. R. BASSOFF MADE 
KING REFRIGERATOR 
VICE-PRES. OF SALES 
M. Herbert Koeppel, president 
of King Refrigerator Corp., Glen 
dale. Long Island, N. Y., has 





HAROLD R. BASSOFF 


announced the appointment of 
Harold R. Bassoff to the newly 
created position of vice-president 
in charge of sales. Mr. Bassoff, 
who recently resigned from Abra- 
ham & Straus to join the King 
Refrigerator Corp., was with the 
Brooklyn department store for 16 
years. 


HERBERGER RESIGNS AS 
BUTLER BROTHERS 
BOARD CHAIRMAN 


G. R. Herberger, chairman of 
the board of Butler Bros., Chi- 
cago, withdrew from active par- 
ticipation in the management and 
operation of the company. He 
will devote his time and attention 
to personal investments including 
retailing, manufacturing and real 
estate. 

M. Herberger will continue to 
serve as a director and chairman 
of the board of directors and 
chairman of the executive com- 
mittee of the company. 

Commenting on the move, Mr. 
Herberger said, last May, at his 
request, the board elected B. R. 
Prall, president of the company. 
Mr. Prall has been made the 
chief executive officer and has 
been given full responsibility 
for the management of the com- 
pany’s affairs. 





BECKLEY OPEN-HOUSE 
ATTENDED BY 5,000 


Beckley Hardware & Supply 
Co., Beckley, West Va., mill 
supplies distributors _ recently 
held an open-house which was 
attended by 5,000 for two eve- 
nings with a radio program broad- 
cast from the furniture depart 
ment. 
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Simefueces wilh an Extoa & Measiv of Valtte... 


FINE WATCHES 


e SHOCK - PROTECTED 
@ DUST-PROTECTED 
e METAL BRACELETS 


For reliable accuracy, 

top-level quality and smart,4 

modern elegance—for every 

feature you'd desire in a fine watch 
—you can’t beat a Hallmark. Made 
with standardized, interchangeable 


parts. Packed in handsome presentation boxes. 


NATIONALLY 


FULLY GUARANTEED—SOLD ONLY THROUGH WHOLESALERS ADVERTISED 


For Full Details, Write or Phone 


HALLMARK Watch Corporation 


Harry Aronson, President 


5 NORTH WABASH AVENUE, CHICAGO 2, ILLINOIS 











A | B DISPLAY BOARD DEAL 
Gi? § 95 
yo“ 
EXTRA PROFIT! 


pad make your usual 
liberal mark-up PLUS 
$1.95 EXTRA profit on 
these Hall-Wessel house numbers! We give you a sales- 
making display board—mounted with thirteen 15c nu- 
merals with the assortment listed below. Rush your 
order (through your JOBBER) for this timely money 
making deal! 

Hall-Wessel precision pressure cast authentic Colo- 
nial numerals have outstanding beauty, detail and 
finish. Their style, plus an amazingly low price, as- 
sures volume sales wherever displayed. 


LOOK WHAT YOU GET 





Ok 


r weEsser ©o 
watt - WES. 













Makers of a 
Complete Line 


Assortment No. 1 Assortment No, 2 of Finel 

dz. #10 oi dz. #8 9 4 dz. #1 1 dz. #6 Finishe 

dz. #2 «2i dz. #9 38 dz. #2 1 dz. #7 Pressure 

SE tee EE Se tte 
Zz. Zz. # HARDWAR 

dz. 25 i dz. #A 2 dz. #5 3 dz. #0 

ase la: 38 SPECIALTIES 


HALL-WESSEL CO. 


2116-26 W. Nicholas St. 
Philadelphia 21, Pa. 


PLUS Display Board 
with 13 assorted RADA 
numbers FREE == 


THIS POINT-OF-SALE DISPLAY 
‘Pree WITH “SPEED KING” DEAL 






Featt 





THe SHO 


4 if] 
Uf ed SHAPED | 


@ Hustler’s new three-color, three dimension display 
makes a handy, attractive trim for your counter or win- 
dow. It emphasizes Speed King “Shaped to the Shoe” 
toe-plate construction, available in the three popular 
models displayed. (This exclusive Speed King feature fits 
the natural contour of the shoe . . . eliminates distorting 
the shoe to fit the skate. This insures better balance and 
maximum skating comfort.) The new Speed Kind display 
is sent free of charge with the initial order of the popular 
Speed King deal—one dozen pairs of each of the three 
most popular Speed King models, the No. 480, No. 600 
and No. 530. Write for further details. 


| 
_ HUSTLER CORPORATION «+ STERLING, ILLINOIS 





















|'HOPPE’S| 


LUBRICATING 
OIL 








Enjoy A Big New Year 
with the HOPPE LINE 


Take advantage of the DEMAND, the TURNOVER, the 
sales VOLUME that Hoppe Products have established. Be 
ready to serve every shooter when he asks for 


Hoppe's No. 9 Solvent, 
Hoppe’s Gun Cleaning Patches, 
Hoppe's Lubricating Oil, 
Hoppe's Gun Grease, 

Hoppe's Gun Cleaning Pack 


These continually advertised gun cleaning essentials are the 
choice of millions of gun owners and practically every 
Sporting Goods Jobber handles them. Your Jobber can 
supply YOU. 


FRANK A. HOPPE, INC. 


2314A North 8th St., Philadelphia 33, Pa. 
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L. H. SIMMONDS FORMS 
OWN COMPANY 


Larry H. Simmonds, sales con- 
sultant, has announced the for- 
mation of his own company, 


L. H. Simmonds & Co., Lincoln 








L. H. SIMMONDS 


Bldg., 60 East 42nd St., New 
York City. 

The Simmonds _ organization 
specializes in increasing manu- 
facturers’ sales through the de- 
velopment of better commission 
selling effort and sales and mar- 
keting plans. 

Among the manufacturers who 
have worked with Mr. Simmonds 
are: Casco Products of Bridge- 
port, Conn.; Silex Corp., Hart- 
ford, Conn.; Ken Rad Lamp 
Division of Westinghouse: Mce- 
Kee Glass Co., Jeannette, Pa.; 
Clarvan Corp., Milwaukee, and 
| others. 

The facilities of the organiza- 
tion, said Mr. Simmonds, are 
equally adaptable to large or 
| small companies for any phase 
of their sales activities, from 
organizing a nationwide commis- 
sion sales force, strengthening 
one’s territory, to repackaging 
their products. 

Gordon Florian, commercial 
designer, who has been associ- 
ated with General Electric. 
Lenox China, Airways. etc.. wil! 
be in charge of all package and 
product design. 











RALPH DULIN COVERS 
NORTHWEST AREA 
FOR P. & F. CORBIN 


Ralph M. Dulin has been ap- 
pointed to succeed S. G. Kirk- 
land, who has resigned as north- 
west territory manager for P. & 
F. Corbin Division, The Ameri- 
can Hardware Corp., New Brit- 
ain, Conn. Since 1928, Mr. Dulin 
has been associated with the Se- 
attle Hardware Co. in the devel- 
opment of builders’ hardware and 
for the past 12 years has been 





manager of that department. 





Mr. Kirkland has been with 
Corbin for 28 years. Much of this 
time was devoted to the deve!op- 
ment of Corbin business in the 
Far East. 

EASTERN CORP. BUYS 

ROYAL LACE 
PAPER WORKS 


Two manufacturers in the 
paper field are now allied, with 
Eastern Corp., Bangor, Me., ac- 
quiring control of Royal Lace 
Paper Works, (Inc.), Brooklyn, 





J. M. ALTMAN 


N. Y. The new appointments of 
officers at Royal Lace are as 
follows: Clyde B. Morgan, pres- 
ident (Mr. Morgan is also presi- 
dent of the parent company) ; 
J. M. Altman, vice president in 
charge of Syndicate Store Oper- 
ations; Marvin Silberman, vice 
president in charge of adminis- 
tration; H. B. Smith, vice pres- 
ident in charge of sales and ad- 
vertising. Mr. Morgan states 
that no change in the policies of 
Royal Lace Paper Works, (Inc.) 
is contemplated. 

Royal Lace manufactures and 
distributes the paper products, 
“Royledge” paper shelving, 
“Roylies” lace paper  doilies, 
“Roylining” shelf lining paper. 

The acquisition of Royal Lace 
will further diversify and expand 
the operation of Eastern Corp.. 
which has for over 50 years man- 
ufactured pulp and fine writing 
papers for use in business. 





H. B. SMITH 
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Delco Appliance sales organiza- 
tion, Mr. Affleck has been lo- 
cated in the Detroit and Roches- 
ter areas. 


T. S. PHILBIN JOINS 
MURRAY CORP. 


Frank J. Hannon, vice presi- 
Co., has announced the employ- 


S. Philbin. Mr. Philbin will de- 
vote himself solely to sales and 
promotion of Murray Ohio’s line 
of Mercury bicycles. Mr. Phil- 
bin has had extensive experi- 
ence in the bicycle field, since he 
previously specialized in bicycle 
sales for The Firestone Tire & 
Rubber Co. 





THOMAS J. AFFLECK 


T. J. AFFLECK MGR. 
DELCO ROCHESTER AREA | 


Thomas J. Affleck, Jr., has | 
been appointed to the position 
of manager of the Rochester Re- 
gion of Delco Appliance Divi- 
sion, General Motors Corp., 
Rochester 1, N. Y., succeeding 
the late Charles E. Smith. 

In his new position, Mr. Af- 
fleck will have charge of sales 
and service of Delco-Heat au- 
tomatic home heating equipment 
and Delco electrical water sys- 
Rochester region, 
which includes western New 
York, western Pennsylvania, 
Ohio, and part of West Virginia. 

Mr. Affleck joined the Delco 
Appliance organization in 1936. 
During his association with the 


tems in the 





T. S. PHILBIN 














As was announced in the Jan. |2th issue, W. J. Jenkins 


has become president of John Lucas & Co., Inc., Philadelphia, 
and L. F. Collister has announced his retirement as vice- 
President and general manager. L. L. Anderson is now the 
executive vice-president and general manager of the com- 
pany. All these changes were announced at the Philadelphia 
paint company's 100th anniversary banquet held at the 
Bellevue-Stratford Hotel, Philadelphia, Jan. 4-6. On behalf 
of all Lucas personnel Mr. Jenkins presented Mr. Collister 
with a tooled leather and mahogany desk and a portable 
typewriter. Mr. Collister distributed a 36 page 100th anni- 
versary book to all employees. The book was accompanied 
by a souvenir wallet containing $1 for each year of service. 
R. F. Harter, general sales manager, stated the company sales 
to date were ahead of last year. H. F. Lee advertising man- 
ager, explained a packaged dealer promotion campaign 
entitled ‘““Thrifty Buy’’ which is a completely planned sales- 
building program for spring. Theme is pointed up by a good 
will dealer give away, a lithographed coin bank. The idea is 
that consumers bank money they save by buying Lucas prod- 
ucts. Left to right: Lloyd F. Collister, W. J. Jenkins and L. L. 


Anderson. 
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HENRY CHENEY HAMMER 


CORPORATION 
LITTLE FALLS, NEW YORK 





Sales 
JOHN H. GRAHAM 
& CO., INC. 
105 Duane Screet, 
New York 6, N. Y. 


SANFORD BROTHERS 
Chattanooga, Tenn. 













EXTRA 
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LAWN-EDGER & 
HEDGE-TRIMMER 


Model K-10 


This unique bargain 
finds ready oo all 
Spring and Summer. Color- 
ful, nationally advertised, exclu- 
sive features. Boost profitable vol- 
ume by display or suggestion to shoppers. 


WITH BOTH BLADES only $3450 


Electric mower 7 


Appealing-labor saver, proved in sales 


suggested 
retail 





and user-satisfaction. Ideal for smaller 
lawns, trims where others can’t; 
operate it 


even a child can 


properly. And so low priced! 





COMPLETE WITH 
CORD REEL 





only 


$7950 





suggested retail 


Also, NEW ROBERTON KG-50 
Gas Power Mower 
IF YOUR JOBBER CAN'T SUPPLY YOU 
... SEND COUPON TODAY 


eo + ct eton 
BERTON Divisio ’ 
| pos PNEUMATIC oe Chicago 14 
_ Ashlan ked 
| 2717 N chec ¢-50 O 
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\ Please rush 


| K-10 O 
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R. D. NUGENT WESTERN 
DIVISION SALES MGR. 
FLORENCE STOVE CoO. 


in Florence 
organization, 
Lucas, 


Recent changes 
Stove Co.'s sales 





RICHARD D. NUGENT 


vice-president in charge of sales, 
include the appointment of 
Richard D. Nugent as Western 
division manager. Mr. Nugent 
succeeds C. P. Connally, Jr., 
who is taking over the duties of 
Southeastern division manager. 

Mr. Nugent joined the Gard- 
ner, Mass. company from the 
Cushman Motor Works where he 
Coast 


was in charge of West 
sales. He previously headed the 





sales organization of the Round 
Oak Corp., manufacturers of 
cooking and heating equipment. 
From his headquarters at 419 
Western Merchandise Mart, San 
Francisco, will supervise 
Florence sales in 10 western 
states, including California, Ore- 
gon, Washington, Idaho, Nevada, 


he 


Montana, Colorado, Wyoming, 
Utah, and Arizona. 
Mr. Connally was formerly 


attached to the Southeastern di- 
vision as- merchandise supervisor. 
In his new appointment, he will 
have charge of an area covering 
seven southern states, including 
Georgia, Florida, Alabama, Mis- 
sissippi, North Carolina, South 
Carolina, and Tennessee. He 
succeeds E. A. Bailey who re- 
cently resigned from that posi- 
tion, 


CHARLES COPELAND 
REPRESENTS HALL. 


WESSEL 
Charles Copeland, head of 
Hardware Agency Co., has been 
appointed to represent in the 
New England states, the Hall- 
Wessel Co., Philadelphia, Pa., 


manufacturers of hardware spe- 


cialties. He has been associated 
with the hardware trade for 
more than 20 years, 15 as 
a manufacturers representative. 
His present company travels 
four men, covering the entire 


New England territory. 











Imperial Knife Associated Co.'s, 


1776 Broadway, 


Inc., 


New York City 19, has announced the appointment of H. B. 


| Hazelton, Jr., to its sales division. 


Formerly with General 


Plywood Corp., Louisville, Ky., he will head the Chicago sales 
division, formerly managed by Robert G. Olson. Mr. Olson 
will replace the late Minneapolis sales office director, Arthur 


J. Woodland. Both Mr. Hazelton and Mr. Olson are follow- 


ing in their dads’ footsteps: M 


r. Hazelton, Sr., and George 


Olso both having been with Imperial since its organization 
25 years ago. Left to right, rear, Harry B. Hazelton, Jr., and 
| Robert Olson, front, H. B. Hazelton, Sr., and George Olson. 
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NORTH & JUDD MAKES 
SALES FORCE CHANGES 
At a regional 
held in Chicago recently, T. C. 
DeLoach, general sales manager, 
announced two appointments in 
administration and field sales 
of the North & Judd Mfg. Co., 
New Britain, Conn. 
Vernon H. Brierley, for 
years a divisional sales manager, 


sales meeting 


has been advanced to merchan- 
dise manager. Mr. Brierley, who 
has been with North & Judd for 
25 years, will continue to make 
his headquarters at the general 








Cc. L. JOHNSTON 


offices in New Britain, Conn. 


15 | 












DRIFT Leer 


The Sensational New Low-Cost Snow- 
Remover With Exclusive Right or 
Left Hand Delivery 


Make Easy Sales to Home Owners, Schools, 


Harry J. Peterson, Jr.. who 
| has been resident manager of | 
| the St. Louis office since the 


NICHOLS WIRE SEPARATES | 
MILL, WAREHOUSE DIVS. 
The Nichols Wire & Aluminum 
Co. of Davenport, lowa, has an- 
the 
and 


separation of ils 


mill 


nounced 
warehouse divisions. 


a 


pointed manager of sales 


Johnston has been ap- 
ware- 
house division. Mr, Johnston has 
with the 


for 


since 
he 
the | 
has 


been 
1939, 
served 
United 


company 

the 
Lieutenant in 
States Navy. He 
held the positions of sales rep- 


except time 


resentative and assistant general 


sales manager. 





G. J. BRENNEMAN 
' 
| 
G. J. Brenneman has been ap: | 
pointed assistant sales manager— | 
mill division. Mr. Brenneman | 


has been with the company since 
1947, and has held the positions | 
of control 
and sales representative. He was 

Alu- 
Pitts- 


material supervisor 
formerly associated with the 
minum Co. of America 
burg and Chicago. 


The mill division manufactures 
“Never-Stain” aluminum Nails, 
building | 
products and wire which it dis- 
tributes nationally, maintaining 
regional warehouses in South 
Deerfield, Mass., Seattle, Wash., 
and Oakland. Cal. 


clothesline, aluminum 
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VERNON H. BRIERLEY 


death of his father 
Peterson, Sr., in 
appointed Central district sales 
manager. Mr. Peterson, 
who has been with North & Judd 
for 28 years, will supervise the 
of the ae 


activities Chicago, 





HARRY PETERSON, JR. 


Louis and Dallas offices. He will 
make his headquarters at the 
St. Louis office at 411 North 10th 
St., St. Louis, Mo. 


26, 1950 


Jr., | 


Harry J. 
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EASY TO OPERATE! 


that even a 
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So easy to operate 
small 


oy can remove 


Powered by a 
% hp nationally- 
nown make of 
asoline engine, 
rift-Lifter is push- 
like a power 


it to right or left, 
whichever wuy 
you have the 
spoutadjusted. 


PLENTY OF PROSPECTS! 


There’s a nice profit picture for you as a Drift- 
Lifter dealer. Every home owner, every business- 
man is a potential customer—they all want an 
easy, economical means of removing hazardous 
snow from sidewalks and driveways. 

Every businessman fears the strain on his heart 
and his back from strenuous shoveling — even 
when he’s in good physical condition. 

Every businessman knows that snow blocking 
the path to his door means lost customers. 


MAKE EXTRA MONEY! 

You can pay for your own Drift-Lifter in a few 
short months by renting or operating the unit for 
neighbors or other businessmen, 


SPECIFICATIONS: 

Powered by 2% hp nationally-known make of 
gasoline engine. Sturdy 10-gauge cutting edge 
cuts a 20” swath. Moves easily, quietly on rubber 
tired roller bearing wheels. Tubular steel handle 
has rubber grips. Heavy blades move and cut in 
the same direction you move. 16 cutting edges on 
blades. Two V-belts. Fly-wheel action. 


SEND 
COUPON 
TODAY! 






| dakota Steel Products Co., 
Dept. HA, 

/ Sioux Falls, S. D. 

Show me how I can 

as a Drift-Lifter dealer 

ture. prices, 

tising helps. 


ff Name oceeccecsececseccsesscosecenscsecsosccsosess ° 











DAKOTA 
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HA, Sioux Falls, 
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make extra money 
Send me litera- 
and information on adver- 





HOOVER NAMES 
ATLANTA, PHILA. 
BRANCH MANAGERS 

Roger H. J. Willoughby, dis- 
trict manager for the Hoover 


Co., in Atlanta, Ga. since 1945, 





ROGER WILLOUGHBY 


has been named branch man- 
ager, with headquarters in At- 
lanta, succeeding the late Lloyd 
z. Hoover. 

Mr. Willoughby will have 
charge of Hoover sales in an 
area covering North 
and South Florida, 
Alabama, and Mis- 
sissippi. 

Mr. Willoughby 
Hoover Co., as a salesman in 
Columbus, Ohio, in 1929, was 
promoted to supervisor at Co- 
lumbus in 1930 and later in the 
same year he was transferred to 
Louisville, Ky., in the 
capacity. 


Georgia, 
Carolina, 
Tennessee 


joined The 


same 


He was promoted to district 
manager in Louisville in April. 
1937, and in 1945, went to At- 
lanta, where he was a district 
manager until his current pro- 
motion. L. L. Hoover, no re- 
lation to the manufacturing fam- 





FRANK LITTON 
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ily, had been branch manager in 
Atlanta nearly 20 years. 

Also announced was the pro- 
motion of Frank Litton, formerly 
district manager to the post of 
branch manager for the company, 
with headquarters in Philadel- 
phia. He veteran 
John N. Adam, who retired after 
more than 30 years with the elec- 
tric cleaner manufacturer. 

Mr. Litton began his Hoover 


succeeds the 


career in 1922 as a serviceman 
in the Philadelphia area. He 


became a salesman in 1923, and 
it years later was made a dis- 
trict manager in Richmond, Va. 

He to Scran- 
ton, Pa. in 1937 in the same ca- 
pacity, then went to Washington 
again as a district 
1940. He returned to Phil- 
adelphia in 1944 as a district 
manager, the post he held at the 
time of his current promotion. 

He will handle sales in eastern 
Pennsylvania, Virginia, Mary- 
land, Delaware, western New 
Jersey and the District of Colum- 


bia. 


was transferred 


manager in 


LOUIS HIRSIG FETED 
ON 73RD BIRTHDAY 


Employees of Wolff-Kuby & 
Hirsig Co., Madison, Wis., re 
cently tendered a dinner to Louis 
Hirsig in honor of his 73rd birth- 
day at the Park Hotel. He was 
presented with a watch by Vic- 
tor Voxx, an employee for 33 
years, on behalf of the others. 
Each department presented him 
with a gift. The all-employee pro- 
gram included songs by the com- 
pany quartet, a magic act, a skit 





LOUIS HIRSIG 


and a comedy skit patterned 
somewhat after Mr. Hirsig’s life. 
On the table before Mr. Hirsig 
was a birthday cake, made ap- 
propriately in the shape of a 
hammer. 

Mr. Hlirsig was also recently 
elected a vice-president of the 
Wisconsin State Chamber of 








Commerce. Arthur G. Stangel, 
president, J. J. Stangel Hard- 


ware Co., Manitowoc, Wis., was 
elected a director of district 
three of the same organization. 





MARTIN OLSEN 
HONORED BY WARNER 
FOR 30 YEAR SERVICE 


Martin Olsen, advertising man- 
ager, Warner Hardware Co., 13 
S. 6th St., Minneapolis, Minn., 
was recently presented with a 
diamond and ruby pin by Leon 
C. Warner, president, in recog- 
nition of his 30 years with the 
company. Martin Olsen’s con- 
tinued association with Warner 
was interrupted by three years of 





MARTIN OLSEN 


service in the Navy, during 
World War II. 

During the three decades, he 
saw the concern expand from 
one store, with 68 employees to 
the present organization having 
223 employees and four units, 
including the large main and two 
neighborhood stores. The fourth 
unit is a distribution division. 


ADAMS-RITE NAMES 
L. E. CLEAVINGER 
MANUFACTURERS AGENT 


Adams-Rite Mfg. Co., 540 W. 
Chevy Chase Dr., Glendale, Cal., 
manufacturers of builders’ hard- 
ware, has appointed L. E. Clea- 
vinger, Denver, Col., as exclusive 
manufacturers’ representative for 
Wyoming, Colorado and New 
Mexico. Mr. Cleavinger is the 
first direct representative Adams- 
Rite has had in this territory. 
WALWORTH MARKS 100 
YEARS, ISSUES BOOKLET 


The Walworth Co., Inc., New 
York City, this year is celebrat- 
ing its 100th year of valve man- 
ufacturing. In order to com- 
memorate this occasion, the 
company has published a booklet 
on the history and progress of 
Walworth during this century. 





DON OLTZ MERCHANDISE 
MGR. DULUTH BRANCH 
OF MARSHALL-WELLS 
Don Oltz has recently 

promoted to the position of mer 

chandise manager of the Duluth 


been 





DON OLTZ 


Minn., branch of Marshall-Wells 
Co. He has been associated with 
the company for 12 years, and 


until his promotion was mer 
chandise manager for two de- 
partments, the tool and farm 


departments, representing all 
the American houses. 


BERT J. CLARK CO. 
REPRESENTS EAGLE RULE 


Evald Gasstrom, vice-president 

in charge of sales, Eagle Rule 
Mfg. Corporation, New York 59. 
N. Y., has announced the ap 
pointment of the Bert J. Clark 
Co., Kansas City Merchandise 
Mart, Kansas City 8, Mo., as di- 
rect factory representatives in 
Kansas, Missouri, Iowa and Ne 
braska. 
' Mr. Clark, with his associates, 
Jack Lee, Doug Gale, and John 
Doxsee, are well known through 
their representation in that ter- 
ritory, over a long period ol 
time, of many excellent lines. 





BERT J. CLARK 
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DISPLAY YOUR CHINA TO ITS BEST ADVANTAGE 


It sells more easily that way. Sell many of these gadgets to your customers. Most 
of our line is now made of solid brass. They look as if they were made of solid gold. 


QO w 





REGAL DOUBLE SPRING MAJESTIC BRASS UNIVERSAL SINGLE CUP & SAUCER STANDS, 
PLATE HANGER PLATE HANGER SPRING PLATE HANGER TWISTED WIRE 
Simple in construction. 
Meets any requirement of Where a plate hanger is Individually wrapped. Gild- Can be adjusted to show 
a plate hanger. Sizes for wanted with a lot of looks. ed tips. Made where ex- cup and saucer to best ad- 
plates as follows: Sizes for plates as follows: treme competition must be vantage, 3 sizes. Tea Cup, 
for 4” to 5%” a ‘ met, A better hanger in this demi-tasse and miniature. 
#% for 5” to 6%” #321 for = to 5” price range. Made in 2 sizes. All sizes $1.50 doz. 
#1 for 6” to 7%” ya _ oe = o Small size for plates 5” to 
#2 for 7%" to 9” eee OS... ae 7” and large size from 7” 
#3 for 9” to 10%” #325 for 9” toll” ~~ — to 11”. $1.00 doz. ALL MADE FROM 
#4 for 10%” to 11%” #326 for 11” to 12% SOLID BRASS 









73 for 11%” to 12%” Solid Brass. Lacquered. All 


All — pig thy sizes $2.00 doz. Individu- 


vidually wrapped. 
ALL SOLID BRASS 


ally wrapped. 


WALL 
PLATE 


RACKS 
All Solid Brass 
To hang as many im 
plates as desired 
on a wall in 
series. Small for } 
plates to 6”. Me- W 











PLATE 
STANDS 
Small Seo $100 = PLATE RACKS NNT) ' 
Med. Size $1.50 For Seven Plates ¢ . | a 5 “ey 35c. 
Pla _ $12 doz. RACKS RACK Additional hangers $2.00 
Lge. Platter $3 Racks for 20 piece set Racks for skel- doz. Large size for plates 
. doz. $2.00 each. 32 piece set eton dinner over 10”. First hanger 50e. 
Solid brass $3 each. 52 piece set ware set. All additional hangers $2.40 
except small size $4.50 each. $1.25 each. doz. All solid brass. 


NEW LOW PRICES ON THE BEAUTIFUL AND ORIGINAL PRINCESS CERAMICS 





Miniature cups +#300-D Demi-tasse #350 Demi-tasse #400 Slippers $24 dz. #800 Wall Demi- 
& sau. $15 dz. $24 dz. $30 dz. #500 Slippers $30 dz. tasse $30 dz. pr. 


ERNEST TATCHER  ,‘en'sttssmen’ 


and REPRESENTATIVES 
266 N.W. 26TH STREET @ MIAMI, FLORIDA WRITE 
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NAT’L HDWE. SHOW 
TO BE HELD FIVE DAYS— 
OCTOBER 2-6 


fifth 
will 


The 


Show 


Hardware 
Oct 2-6, at 
the Grand Central Palace, New 
York City. The will be 


increased to five days at the re- 


National 
be held 


show 


quest of exhibitors who claimed 
that four days did not give them 
the to 
their business. 

The Fishing and Hunting divi- 
sion will also be further expand- 
ed this year to take care of ad- 


time necessary transact 


ditional manufacturers who wish 
exhibit. The 


to great success 
of this division is best shown by 
the fact that last year’s space 


requirements were double those 
of a year ago. 

Frank Yeager. managing direc- 
tor, stated that while there were 


1 








597 exhibitors at the National 
Hardware Show last year. ar 
rangements are being made to 
accommodate at least 75 more 
at the 1950 show. Last vear’s 
buyer attendance was 29,657 and 
was made up of leading hard- 
ware wholesalers and dealers 
throughout the country, plus a 
major proportion of the best | 
volume buyer- in the sporting 
voods — field, according to Mr. 
Yeager. 

Before the close of the show. 
most of the exhibitors had al 
ready signified their intention | 
of participating in the 1950 | 
show. many with wreatly ex | 


panded space. 
The National 
immediately precedes 
of the American 
Manufacturers Ass’n 
National Wholesale 
Ass'n. which 
Atlantic City. 


The National Hardware Show. 


Hardware Show 
the con- 
Hard- 
and 
Hard 
held 


vention 
ware 
the 

ware 


will be 


in 


again, will have a special ad- 
vertising and promotional plan 


to reach every buyer of hardware 
and allied the 
country. 


lines in entire 


MURRAY CORP. 
ANNOUNCES 
THREE APPOINTMENTS 


T. L. Craig has been appointed | 


Southeast regional sales manager 
by the home appliance division 
of The Murray Corp. of America. 
Scranton, Pa., with headquarters 
in Birmingham, Ala. 

Formerly branch manager of 
in Birmingham, Mr. 
Craig previously held positions 
with the Durable Goods division 
of the WPB, was division sales 
manager of Bendix Home Appli- 
ances, 


Electrolux 


district 
Kelvinator 


Inc.; and was 
sales manager of 


Corp., Detroit, Mich. 
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In his new position, Mr. Craig | 


will handle sales of 
new 
kitchens, 


ranges, matched steel 


bathroom fixtures, 
the Southeast. 
z. 


executive 


and steel 
previously a 
the Amer- 

of Aveo 
Mfg. Co., has joined The Murray 
of 
sales manager of the home appli- 
Pa. 


Mr. Coen, who formerly served 


Larry Coen, 


sales with 


ican Central Division 


Corp. America as regional 


ance division, Scranton, 


as distribution manager and as- 
sistant general sales manager of 
American Central Conners- 
ville. Ind. 
quarters in Chicago. 


the 


in 


will make his head- 


Before joining Indiana 
company six years ago as a re- 


official. Mr. 


served in the sales departments 


gional sales Coen 


of both Nash-Kelvinator and 
Ebeo Mig. Co. and earlier was 
veneral manager of the Cin 
cinnati: Electric Association. 
Mr. Coen’s headquarters will 
be at the permanent Murray 
exhibit and regional office in 
display space 1124 at the Mer 


chandise Mart in Chicago. where 


Murray has opened a display of 


its appliance line. 


Charles VM. Campbell has join 
ed the home appliance division 
The Murray Corp. of Amer 


ot 


Murray’s 
line of gas ranges, electric | 


ica, Scranton, Pa., as assistant 
contract sales manager. 
Mr. Campbell was formerly 


regional sales manager in Cleve- 
land for Perfex Corp., Milwau- 


kee. 


In his new position, Mr. Camp- | 


bell will assist Hodge Morgan, 


who has charge of contract sales 


for the company’s new line of 
electric ranges, gas ranges, kit- 
chen and bathroom appliances, 


with headquarters in Scranton. 


TEMCO NEW NAME FOR 
TENESSEE ENAMEL 
MANUFACTURING CO. 


Temceo, Inc., Nashviile, Tenn.. 
is the new name adopted by the 


firm formerly known as Tennes- 


see Enamel Mfg. Co.. according 
to an announcement by W. B. 
Evans, president. 

Organized in 1921 by Malvern 


H. Wright. now retired, and W 


Bratten Evans, the company’s 


major production consisted of job | 
Temco | 


enameling work. Today 
is a producer of gas appliances. 

The Temco management group 
consists of W. B. Evans. presi- 
dent: F. Donald Hart, executive 
vice-president; Robert N. Smith, 
secretary-treasurer and 


Drake, sales manager. 











To celebrate the first decade of the manufacture of Fergu- 
son tractors and farm implements, distributors and dealers 
from the Canadian Rockies to the Gulf of Mexico of Harry 
Ferguson, Inc., 3639 E. Milwaukee Ave., Detroit 1, Mich., 
held a coast to coast birthday party which required some 
1,600 cakes each topped with a scale model of the Ferguson 


tractor and designed to feed about 160,000 guests. 
16,000 caidles were lighted in the traditional manner. 


of 


A total 


Rosalie Riglin, center above, cut the first sample of the 
cake, an original prepared by her. The recipe. was sent to 
all dealers for preparation: Left is Curry W. Stoup, adver- 
tising director of Ferguson and Dolph Jansen, Jr., Fuller, 
Smith & Ross, Ferguson account executive. The festivities 
included the showing of motion pictures and indoor demon- 
strations of Ferguson equipment. 


Frank | 





BUDROW ACQUIRES 
SOUTHERN CAL. HDWE. 


Robert G. Budrow, president of 
Budrow & Co., wholesale hard- 


ware, 222 East 3rd St., Los An- 
geles, Cal., has announced the 
acquisition of Southern Cali- 
fornia Hardware Co., which will 
discontinue its present methods 


of operation. 

The sales staff of Budrow & Co. 
will be augmented by four former 
representatives of Southern Cal- 
ifornia Hardware. Jerry Toppel, 


who is well known in Orange 
County, will continue in that 
area: Les Packard will continue 
his coverage of Western Los 


Angeles County, and Bowen 
Packard will continue the Metro- 
politan and Western Los Angeles, 
Verne A, ot 


will Budrow 


Sacramento 


& Co. 


Brown 
represent in 
the Sacramento Valley. 

These additions to the Budrow 


operations in California. will 


give them 16 salesmen in South- 
ern California. covering from 
San Diego and Imperial Coun- 
the South 


North. 


in to Sacramento 


the 


CARNEGIE-ILLINOiS STEEL 
MAKES 4 MANAGERIAL 
SALES PROMOTIONS 


Four managerial promotions in 


the sales organization of Car- 
negie-Illinois Steel Corp.. Pitts- 
burgh, Pa.. were announced re- 


cently by J. Douglas Darby, vice 
in charge of sales of 
Steel subsidiary. 


president 
this U.S. 

F. Royal 
pointed manager of sales, East- 
ern area, Wesley C. Bobbitt was 


Gammon was ap- 


promoted to manager of sales, 
New York district office, Dwight 
L. Merrell became the new man- 
ager of sales, Philadelphia dis- 


trict, and Donald K. Wright was 


appointed assistant manager of 
sales in Philadelphia. 

Mr. Gammon, who has been 
New York district: manager of 
sales, succeeds the late Philip 
M. Guba. He joined Carnegie- 
Illinois in 1936 as a special rep- 
resentative in the New York 
sales office and from 1938 to 
1941 was manager of sales for 
the company’s Cleveland sales 
office. Previously manager of 
sales in the Philadelphia dis- 


trict office. Mr. Bobbitt replaces 
Mr. Gammon in New York. He 
sales engineer in 


started as a 


| the Philadelphia office. 


Mr. Merrell has been manager 


of sales for construction indus 
tries in Carnegie-fllinois’ Chi- 
cago district office. He start d 
with the company in 1927 at 


Gary, Ind. 
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OBITUARIES 








HARRY A. HALL 
Harry A. Hall, 79, co-founder 


of the Boston Varnish Co., 
Everett, Mass., and for many 
years treasurer and _ director, 





died in the Deaconess Hospital, | 


Boston, recently. 

With James B. Lord, he found- 
ed the Boston Varnish Co., and 
was active in it for many years. 
Even to the last, he made occa- 
visits to the office and 
his keen interest in 
the activities of the company. 


sional 
continued 


He had been active in the | 
National Paint, Varnish & Lac- 
quer Association. He was active 


in Masonic work and was a past 


commander of Beausant Com- 
mandery, Knights Templar, and 
a member of the Lodge of | 


Stirling, The Tabernacle Chap- 
ter, and Aleppo Temple of the 
Shrine. He also a former 
director of the Middlesex County 
National Bank. 


was 


JOHN C. PANKOW 
John C. Pankow, 55, director 
of sales, Detroit-Michigan Stove 
Co., Detroit, Mich., died recently 


at Cottage Hospital, Detroit of | 


a throat infection. Having been 
associated with the cooking range 
industry for 37 years, Mr. Pan- 
kow had served as chairman of 
the National Committee for 
LP-Gas Promotion. He was also 
on the board of directors of the 
Liquefied Petroleum Gas Asso- 
ciation and served on committees 
of G.A.M.A. In his association 
with Detroit-Michigan he rose 
from the position of office boy 
to director of sales of domestic 
and commercial ranges. 


STEVE GAGE 

Steve Gage, who died recently 
after an illness of two years’ 
duration, was associated with the 
frm of Gage & Finch, Inc., 
builders’ hardware consultants, 
Austin, Tex.. which he had 
founded in 1946 with Herbert H. 
Finch. The two had been asso- 


ciated together in the W. H. 
Richardson & Co. business for 


over 20 years. 

After learning the business, he 
started builders’ 
career with the Richardson com- 
pany and eventually became 
head of the builders’ hardware 
department, remaining in_ this 
position until the war, when he 
resigned to take a position with 
OPA at its Antonio, Tex.. 
headquarters. After the war, he 
Mr. Finch their 


his hardware 


San 


and opened 





which he able 
to be active just 15 months, when 


he suffered a stroke. 


business, in was 


He was a 
member of the Austin Rotary 
Club of the Masonic bodies in 


(Austin and Ben Hur Shrine. He 
served four years as a director 


and later as president of the 
Austin Builders Exchange. His 
widow and a son and daughter | 


survive him. 


ALBERT WYNNE 
Albert Wynne, 70, president of 





the Minnesota Retail Hardware 

Association in 1933, died in 
ALBERT WYNNE 

Wedbesdat, recently where he 


| stalled as a member of the board. 


He was a member of the Packer 
board of directors; a past presi- 


| dent of the De Pere Rotary club 
|and a Legionnaire for over 25 





years. 


HARRY GRAY BURKS 


Harry Gray Burks, 77, retired 


hardware merchant of Before. | 
Va.. died at his home there re- 
cently. He retired from active 


business two years ago. Prior to 


that he had been a member of 
i} the Town Council for several 
terms and was chairman of the 








} committee which supervised the | 


building of the dam on_ the | 
James River. His survivors in- 
clude his widow. one daughter 
and four sons. 


PHILIP W. SKOGMO 


Philip W. Skogmo, 53. presi- 


Skogmo, Inc., 15 N. 8th St., Min- 
neapolis 3, Minn.. died De- 
cember 31, 1949, after an illness 
of one year. 

Mr. Skogmo Bertin C. 
Gamble were co-founders of one 


on 


| of the country’s larger retailing 


and wholesaling firms with over 
500 branch stores and 1900 deal- 
erships in the United States and 
Canada. 

Mr. Skogmo connected 
with the Community Chest 
the formation of the Minneapolis 
the affiliation 
agencies, \t 


was 
and 
Civie Council and 
of its 
death he was vice president and 
the 
the 


many his 


Civic 
Minne 


Commerce, 


former director of 


Council, director of 
apolis Chamber of 
and held active memberships in 


the American Legion, the Minne- 


apolis Club, the  Minikahda 
| Club. and the Athletic Club. 
He was a member of Lynnhurst 














dent and director of Gamble | Lodge No. 317 \ F& A M. 
HARDWARE BRIEFS 
ALABAMA ) City, has built an addition on the 


Parker, Sledge Hardware Co.., 
13S. Court St., Montgomery, re- 
cently opened its doors after be- 
ing remodeled. The front finish 
of the store is of enamel, and the 
inside is illuminated by indirect 


lighting. The walls are of plaster 


had operated a hardware store | 


since 1922. include 


his widow 


Survivors 
and son. 


WALTER C. RECHLIN 


Walter C. Rechlin, 63, treas- 
urer of Rechlin Hardware Co., 
who had been in the 


business for some 50 years, died 
He 
Fred A., now general manager of 
the store, took the firm in 
1902. He was active in civic af- 


recently. and his brother. 


over 


fairs, having served both as 
president of the Kiwanis club 
and as a district governor for 
Kiwanis International. 
EDWARD D. BEDORE 
Edward D. Bedore, 53, 


phy Co., hardware wholesalers, 
Green Bay, Wis., died suddenly 
after suffering a heat attack. He 
had held that position for five 
years, and had heen with the 
company for 35 years. He was 
advanced from warehouseman to 
sales representative and later te 
manager of the automotive divi- 


sion. Five years ago he was in- 
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| building at 1407 N. 
hardware | 





| have 


| Chicago, 
gen- 


eral sales manager, Morley-Mur- | 





finish, painted to provide a 
bright and warming effect. The 
ceiling is of sheet rock and the 


floor covered by linoleum. 


CALIFORNIA 


Frank G. Hardware 


Bremer 


rear of his store for storage put 
poses. 

Forbes Hardware -tore front 
has been remodeled, The appli- 
ance department has been en- 


larged and additional floor space 
has been provided for better dis 


play of merchandise. 


MAINE 


Ralph W. Smith has sold his 
| hardware store. Springvale, to 


| Harlow 


Co., 546 Second St., Yuba City, | 


has been completely remodeled. 


Hall Hardware. now located at 
681 W. Holt Ave.. 
in the future be located in a new 


Ave.. 


Pomona, will 


Garey 


now being erected. 


Mr. and Mrs. L. 


have 


Philippe 
Lewis the 

Hardware Store at Clinton 
and N. Fresno St., Fresno. 


Lewis 


Ave. 


opened 


ILLINOIS 
Albert Herb 
purchased — the 
Hardware & Paint 
Edmound 


and Sherman 
Division- 
Store. 


Her- 


Grand 
from 
nicki. 

Fred Bierman, who has been 
co-owner with William Ballard 
in B. & B. Hardware Store, Lyn- 
don, has sold his 
James Blair, a brother-in-law of 


Mr. Ballard. 


interests 


KANSAS 


Rov Skoog. operator of the 
Skoog Hardware Store, Osage 


to | 


| 
| 


\ndrews., 


MICHIGAN 
\ new corporation, Benson 
Hardware Co., has taken over the 
Sthberg-Dietrich Hardware Co.. 
Lansing, Mich. “Slim - Line” 


lighting has been installed. W. F. 


Benson, president, said further 


expansion of retail operations is 
planned in the future 


Many attended the formal 


opening of the enlarged and _ re- 
Hardware 


modeled Downriver 


Store. 1020 W. Jefferson Ave., 
Ecorse. recently. 
MONTANA 
Donald Meech has purchased 


the Marshall-Wells store in Shel- 


by. The former operator, Cecil 
Shue, will retain ownership of 
the store proper and warehouse 
which will be leased to the new 
owner. 
NEBRASKA 
Mr. & Mrs. C. Hays purchased 
a hardware business in Wahoo 
recently. The building is all 
newly decorated. 
159 
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Zinc—On Dec. 28, zine was 
raised one-quarter cent to a price of 
10 cents per pound, E. St. Louis. The 
new quotation restores the level pre- 
vailing prior to the steel strike. The 
upturn was actuated by zinc demand 
from the steel industry for galvanizing 
operations. Steel mills were heavy 
buyers lately, marking their re-entrance 
into the market after a lapse of several 
weeks. Some attributed the reviving 
demand from the steel galvanizers to 
the general price boosts for nearly 
all steel products a short time ago, 
which removed uncertainty as to the 
steel industry’s price structure. Mean- 
while, galvanized steel items still are 
listed among the shortest in supply of 
all steel products. 


* * * 


Some steel price advances 

On January 3, in Pittsburgh, Allegheny- 
Ludlum Steel Corp. raised prices of its 
tool steels by 10 per cent. On Decem- 
ber 21, Allegheny had increased prices 
of its silicon sheets used for electrical 
products, by 15 per cent to 16 per cent. 
Meanwhile, three more Youngstown 
district steel producers increased prices, 
reflecting the rise in their semi-finished 
steel prices. Niles Rolling Mill Co. 
raised prices $5 per ton on galvanized 
No. 10 sheets to $93 and galvannealed 
sheets to $104. Silicon sheets were 
boosted $20 per ton to $129 for arma- 
ture grade and $139 for electrical 
grades. Hot rolled carbon sheets 19 
gage or lighter were cut $1 per ton 
to $82. Fitzsimons Steel Co. raised 
prices of cold finished carbon bars $3 
to $83 per ton, and cold finished alloy 
bars $5 to $98. Cold Metal Products 
Co. raised prices on cold rolled carbon 
strip and electro-galvanized strip $3 per 
ton to $83. 


Builders’ hardware — Whole- 
salers advise that one builders’ hard- 
ware manufacturer has increased prices, 
effective Jan. 9, on all its products ap- 
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proximately 10 per cent. These products 
include butts, hinges, barn door hard- 
ware, and forged iron trim. 


* * % 


Carpets—On Jan. 5, two lead- 
ing carpet manufacturers announced 
further price advances on their lines 
because of soaring wool costs. One 
maker raised its prices as much as 5 
per cent effective Feb. 6. Similar in- 
creases were made Jan. 9 by another 
maker. 


Kerosene—Esso Standard Oil 
Co. raised its kerosene prices in all 
sections of its marketing area, from 
Maine to Louisiana. The company 
raised its Gulf of Mexico cargo price 
of kerosene 1% cent to 8% cents a 
gallon. 


Another tin price-cut—Early 
this month, the price of Grade A tin 
was cut a half cent per pound to 7714 
cents, New York, by the Reconstruction 
Finance Corp. This was the tenth re- 
duction by the agency since September 
24. It represents'a total decline of 251. 
cents in the price of tin since Septem- 
ber 24, when the R.F.C. made an initial 
cut of 7 cents per pound from the $1.03 
price which had been in effect since 
June 1, 1948. Tin futures trading has 
been resumed on the New York Com- 
modity Exchange after eight years of 
wartime and post-war suspension. Such 
dealings were revived in mid-November 
on the Lendon Metal Exchange which 


had been closed since 1939. 


Storage batteries reduced - 
Effective January 10, Electric Auto- 
Lite Co. announced price reductions 
averaging more than 7.5 per cent for 
automotive storage batteries, stating 
that the reduction follows the com- 
pany’s policy of passing on to the con- 
sumer savings resulting from decreased 
production costs. The new reduction, 
the second in eight months, affects the 
entire line sold under both the “Auto- 
Lite” and “Prest-O-Lite” trade names. 


* * * 


Housewares item—The W. J. 
Gamin Co., Jackson, Mich., national 
distributor for the “Step-Stor,” a step- 
ped-up shelf rack, has announced a 
price reduction for the item. It form- 
erly sold for $2.95; now sells for $2.29. 


% + * 


Video prices moving down 
Television sets are being marked down 
in the face of a good buying demand. 
There is a real change in the cost situ- 
ation. A 12%-inch cathode ray tube 
(heart of the receiver) costs set mak- 
ers around $23.50 now against $42.75 a 
year ago. Added savings roll up for 
manufacturers as this relatively new 
industry moves into high-speed mass 
production. Says one big maker: 
“You've got to hold your prices in line 
with costs; the competition is sure to 
do that. And you don’t want to be 
tabbed as a high-price producer in a 
business which depends for its success 
on selling to the average wage-earner.” 
Manufacturers expect a healthy chunk 
of the $2.8 billion veterans’ insurance 
refund will go toward purchase of their 
1950 lines—marked down as much as 
$100 from 1949. Westinghouse Home 
Radio Division announced price cuts in 





ADVANCES 


Zinc. Tool steels. Some other types of steel. Galvanized sheets. Some 
builders’ hardware. Some carpets. Kerosene. 


DECLINES 
Tin. Some television sets. Some storage batteries. One housewares item. 
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America’s Most Outstanding 


Truck Values 
—with more power than ever! 


Here are the models to make motor-truck 
history. These new Chevrolet P-L trucks are 
advance-designed for the heaviest loads, the 
roughest roads, the lowest cost per trip. 


They are far ahead in popularity, perform- 
ance, payload, price—and they are the most 
powerful trucks Chevrolet has ever built. 
There is a P-L truck for every trucking job and 
every one is a real leader on the job. 


Chevrolet Motor Division, General Motors Corporation 
Detroit 2, Michigan 


Leading with all these Flas Features: 


@ TWO GREAT VALVE-IN-HEAD ENGINES: the New 105-h.p. Load-Master and the 
Improved 92-h.p. Thrift-Master—to give you greater power per gallon, lower cost per 
load @ THE NEW POWER-JET CARBURETOR: smoother, quicker acceleration 
response @ DIAPHRAGM SPRING CLUTCH for easy action engagement @ 
SYNCHRO-MESH TRANSMISSIONS for fast, smooth shifting ©@® HYPOID REAR 
AXLES—5 times more durable than spiral bevel type @ DOUBLE-ARTICULATED 
BRAKES—for complete driver control @ WIDE-BASE WHEELS for increased tire 
mileage @ ADVANCE-DESIGN STYLING with the "Cab that Breathes” e@ BALL- 
TYPE STEERING for easier handling @ UNIT-DESIGN BODIES — precision built. 
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CHEVROLET 


* * 
P-L 
ADVANCE-DESIGN TRUCKS 


* + 
Popalarity Leeders 
Official truck registration figures for 1949 
show Chevrolet trucks preferred over the 
next two makes combined—proof of the 
owner satisfaction they earn through the 
years. 


* * 
Performance Leaders 
The new Chevrolet PeL trucks give you high 
pulling power over a wide range of usable 
road speeds —and on the straightaway, 
high acceleration to cut down total trip time. 


Payload Leaders The 


rugged construction and all-around 
economy of Chevrolet PeL trucks cut operating 
and repair costs—let you deliver the goods 
with real reductions in cost per ton per mile. 


* * 
Price Leaders The Chev- 
rolet truck line is the very lowest priced 
line in the field—saves on initial cost. 
What's more Pel trucks give owners dollar 
and cents savings in maintenance and 
operation. 
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three of its table model television re- 
ceivers, and introduced a new table 
model with a 12%-inch tube at the 
National Furniture 
Show in Chicago. Model 609T10 with 
a 10-inch tube, was reduced to $179.95 
from $199.95. Model 600T16, wih a 
16-inch picture tube, was cut to $299.95 


opening of the 


from $375, and model 605T12 with a 
12'4-inch tube, will sell for $249.95. 
compared with $269.95. The new table 
model, equipped with a built-in an- 
tenna is priced at $229.95. Radio Corp. 
of America has announced sharp price 
reductions on its 1950 line of televi- 
sion receivers. The 10-in. model, which 
last year sold for $199.95, will retail 
for $169.95 in the new line, while the 
big 16-in. table model, which has been 
selling for $395, has been cut to $299.95. 
\ combination console with a 121% in. 
television screen, AM and FM_ radio 
and 331/3, 45 and 78 r.p.m. record 
players will sell for $439.50. 
Production of television receivers hit 
a record 414,223 sets in 
the Radio Manufacturers Association 
reported. The R.M.A. said that in the 


first 11 months of last year, its mem- 


November, 


bers reported producing 2.121.836 sets, 


indicating that the entire industry 
turned out some 2,400,000 sets. Opti 
mistic forecasts on the growth of tele- 
vision were made by leaders in the 
industry. David Sarnoff, chairman of 
the Radio Corp. of America, predicted 
that 20 


would be in use by the end of 1954. 


million television receivers 
This would compare with sets now in 


use estimated at 3,100,000 to 3.700.000. 


Mark Woods, 


Broadcasting Co., said it is conserva- 


president, American 
tively estimated that six million tele- 
vision sets will be in use by the end 
of 1950. He stated that price reductions 
have greatly widened the market for 
receivers, and that about 42.6 per cent 
of all sets purchased today are sold 
on the installment plan. Frank Stanton, 
Broadcasting 


president of Columbia 


System, told of his company’s large 


plant expansion programs to handle 
the growth of television. 
* * * 

Steel production rises For 

the week of Monday. Jan. 16, the 


American Iron & Steel Institute an- 
nounced the week’s rate at 98, 2 per 
cent of capacity, a rise of a point from 
the previous week's 97.2 per cent. This 
is calculated to yield, 1,810,300 tons of 


ingots and castings against 1,791,900 


last week. That rise brought steel pro- 


duction at a aine-month peak. 

Steel users wary of advanc- 
ing —Big steel consumers generally are 
hesitating to pass on higher prices to 
their customers. Competition is the 
big reason: its rapidly building up in 
equipment industry. Says 
Harvester: “We 


want to raise prices until we absolutely 


the farm 
International don't 


have to do this to make a profit.” Oliver 
Corp. indicated to dealers December 23 
it would probably mark up its  prod- 
ucts; it hasn’t done so yet. Many a 
concern answers questions on its price 
policy by saying it is “studying” the 


matter. But machine tool makers, for 





INDEPENDENT RETAIL HARDWARE STORE SALES 
TRENDS IN 19 CITIES IN THE UNITED STATES 





Vov. 1949 
compared with 


Nov. 1948 


Cities 


California—Los Angeles 
San Francisco 
District of Columbia—Washington 
[linois—Chicago 
Maryland—-Baltimore 


Massachusetts—Boston 
Michigan—Detroit 
Minnesota-—Minneapolis 
Missouri—St. Louis 
New York—Buffalo 

New York 
Ohio—Cleveland 

Toledo 


Youngstown 
Pennsylvania—Philadelphia 

Pittsburgh 
Texas—Dallas 
Virginia—Norfolk 
Wisconsin—Milwaukee 





November, 1949 


Per Cent Change 
11 mos. 1949 

compared with compared with 

11 mos, 1948 Oct. 1949 


Nov. 1949 





14 22 9 
21 19 8 
2] 7 15 
16 12 6 
1] 6 12 
16 12 5 
reo . ] -—— 6 
7 5 23 

- 6 9 rs 
13 1 12 
ae 1] 0 
17 rs —5 
0 3 9 
13 15 714 
-21 —15 —13 
17 10 +10 
19 —14 r9 
r15 13 rs 
- 6 2 Tr 3 


Compiled by Bureau of Census, U. S. Department of Commerce. 

Editor’s Note: Monthly Retail Trade Reports of the Bureau of the Census are now 
limited to cities and other local areas because appropriations available for the year are 
not sufficient to develop and maintain valid data on a state-by-state basis. 
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example, whose prices are 85 per cent 
above pre-war, aren’t expected to raise 
them. Rising steel prices do not hit 
auto makers directly too hard; they re- 
putedly add only $10 to $15 to the cost 
of making a new car. In fact, Buick 
and Oldsmomile lately cut prices on 
some models. The Commerce Depart- 
ment contributes a sidelight on indus- 
trial pricing. It says that the automo- 
tive industry will not likely equal its 
1949 total in the next few years. They 
estimate factory sales for motor vehicles 
for 1950 at between 5,000,000 and 5.- 
500.000 units, a drop of 10 per cent to 
20 per cent below 1949, but about the 
same as 1929 and 1948 
They predict a decline in pro- 


both very high 
years. 
duction in the second half of the year, 
after about six months of continuing 
high output. In farm machinery and 
tractors, 1950 production is expected to 
drop about 15 per cent below the 1949 
ficure of $2 billion. This will still be a 
level three times as high as the average 
output in 1935-39. 


+ * * 


One year’s changes With 
some exceptions, the nation’s market 
prices on January 1 were well undet 


the level at the opening of 1949. Some 


details follow, using the usual basing 


points: 

Jan. 1,1950 Year Ag 
Steel Billets, ton $53.00 $52.00 
Steel scrap, ton ...... 30.00 43 


CAO, TE <0c08 2000 18! 23 
RO, BO wances ee 12 21 
ee,  eveecews gia .093%4 17! 
tk ow nieeais - 77 03 
Sitwet, Of. ..<.. 73% 7\ 
ee eee $ 0.18% $ 0.19% 
SS acer 24% 26 
Linseed Oil, Ib. ..... 173 278 
SNOCEE, CWE cc cdcdae $35.50 $30.50 
eh, R.. ote ceeewes 16.25 21.00 
ee Seer ere wa .34 52 
Wheat, bushel ........ $ 2.20% $ 2.25 
Come, DEEL .eccccees 1.33% 1.483 
Oats, bushel ......... 77% 88 
Flaxseed, bushel ..... 3.99 9.00 
* * 
Plenty of lead available 


The lead shortage is over and the pro- 
ducer must now turn to more aggres- 
sive means of selling, and cultivate a 
wider market for his metal, says An- 
drew Fletcher, president, St. Joseph 
Lead Co. The transition from a short- 
age to a plentiful supply in 1949 was 
accompanied by sharp fluctuations in 
the market price of lead. Starting last 
year at a record high of 21% cents a 
pound, lead declined steadily after 
March to a low of 12 cents in May. 
Increased demand carried it back to 
154% cents but pressure of foreign im- 
ports forced its price down to 12 cents 
in November, where it ended the year. 
No producer or consumer can_ look 
with any degree of satisfaction on such 
violent fluctuations, yet we must be 
prepared to accept these sharp changes 
in preference to government control, 
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THIS (8 HOW ...to sell 
felt base rugs 


PAYS FOR ITSELF in 
just ONE emptying! 

















a+ = 
Sell far more felt base rugs than ever 
" halon! Records prove that the Merry-Go-Round 
does it! Eliminate wasted floor and wall space with this re- 
markable unit that requires only a 42” diameter area! Ac- 
commodates all sizes from 6’ x 9’ x 15’. Revolves quickly 
. easily on Lifetime Oilite bearings. Give your customers 
greater selections . . . easier inspections. Let them buy their 
felt base right off the Merry-Go-Round . . . and you'll sell 
far more than ever before! Order through your distributor, 
or write to Ideal Display Fixtures, Inc., s West Fort et *|o % » 
Street, Detroit 26, Michigan. wee oy 
Mors 9 3 6 2 00 x - Rory ee 
— nd set vidual sespiners for each tus. 
Lifetime Oilite bearings. Pat- 





ented, easy to operate, top 
spring clamps. 





‘ : os s! 

SEE mora 54g.o0 © 1, in how 
NEW DISTRIBUTORS WANTED ¢ WRITE FOR COMPLETE INFORMATION 
IDEAL DISPLAY FIXTURES, INC., 1330 W. FORT ST., DETROIT 26, MICH. 


. with IDEAL... and YOU'LL SELL IT!” 



























“Display it. . 





HOUSEHOLD STOOLS 
STEP STOOLS 
UTILITY TABLES 


| THE 

HIT OF THE 
HOUSEWARES 
SHOW | 












THE ‘COMPLETE Wf 
bi: LINE 























11 MODELS IN STOOLS AND STEPSTOOLS 
5 STYLES IN UTILITY TABLES — ALL AVAILABLE IN CHROME AND COLORS 


METCO Ze Complete Line? NU=EOP [he Complete Line 
Metal Stools and Tables towers) — Stove Pads 


THE METALOID CQ, °°. KINSMAN RoaD 
e 
















\ 207 
(on a 2 oe) 
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CASH, BOND 
and UTILITY 
BOXES 


FAST SELLING 
POPULAR STYLES 


PREFERRED for durable 
x construction + 
HEAVY GAUGE STEEL 
s * 
x PREFERRED for beauty 
3% HAMMERED SILVER FINISH ~< 
e 
4% PREFERRED for styling 
SEAMLESS ONE PIECE 
CONSTRUCTION 
All corners rounded 
Choice of 
FLAT KEY LOCK 


or CORBIN 
COMBINATION LOCK 


No. 10 Series (Shallow Box) 


SIZE: 11% x 6x 2%" 


Made in 4 styles. Available with or without 
6 compartment steel tray. Choice of flat key 
lock or combination lock. 


No. 23 Series (Large Box) 
SIZE: 11% x 6 x 4%” 


Made in 4 styles. Available with or without 
6 compartment steel tray. Choice of flat key 
lock or combination lock. 
ALL STYLES INDIVIDUALLY BOXED 
Sold by leading jobbers 
WRITE FOR CATALOG 


ENTR 


CAN COMPAN 
2415 WEST 149TH ST. 
CHICAGO 


Export Representatives 


Frazar & Co., 50 Church Street, New York 7,N. Y. 
Cable Address “"FRAZAR"’ New York 
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Mr. Fletcher stated. “A ‘government’ 
cure would be far worse than the dis- 
ease itself,” he said. Sharp fluctuations 
in prices must be expected as long as 
such artificial factors exist, as cur- 
rency devaluation, and bulk buying of 
commodities by governments. 
a * + 
Forward price trends mixed 
Price trends show both ups and 
downs as the new year began. There 
were some increases in late 1949. 
Notable instances were steel and 
lumber. Textiles made some late-in- 
the-year gains. But for 1949 as a whole 
the downward trend was clear cut for 
most commodities. Compared with a 
year ago, copper is now down 20 per 
cent, tin 25 per cent, lead and zine 45 
per cent. Cotton cloth is slightly more 
costly than 12 months back, but rayon 
is down 25 per cent. In the basic food 
markets, good steers bring a little more 
than a year ago, but hogs are down 25 
per cent, eggs 30 per cent, broiler 
chickens 40 per cent. Fats and oils, 
the raw materials of a big family of 
industries ranging from bakers to soap 
and paint makers, have had a big price 
tumble. Paint-making linseed oil is 
now nearly 40 per cent cheaper than a 
year ago. The price of rubber has 
shown a net decline in the past 12 
months; so has the cost of hides. 
* ” 

The recent indexes show 
steadiness—Living costs moved slight- 
ly upward between mid-October and 
mid-November. At the middle of No- 
vember, the Bureau of Labor Statistics’ 
index of retail prices stood at 186.6 
(1935-39 equals 100). This was 0.1 
per cent from a month before, but 
down 2 per cent from a year earlier. 

House furnishings advanced 0.1 per 
cent during the month, due to higher 
costs for sheets, wool rugs, mattresses, 
living room furniture, electric refriger- 
ators and washing machines. 


B.L.S. said residential rents rose an 
average of 0.4 per cent from Octobe: 
to November. It reported higher rents 
in seven of the ten cities surveyed. 

More recently, the Bureau reported 
that wholesale commodity prices across 
the country dropped an average of 0.1 
per cent in the week ended Dec. 20 
from the previous week. The B.LS. 
listed its new index at 151.0 per cent 
of the 1926 average, 6.8 per cent under 
the like week of 1948. 

A 0.6 per cent decline in food prices 
was the biggest factor in the latest 
week’s decline, but the average price 
of farm products rose slightly. Also, 
nearly all non-agricultural products 
showed small gains. Metals and metal 
products rose 0.1 per cent and _ build 
ing materials 0.3 per cent. 


* 2 @ 


Commodity prices take down- 
turn — Wholesale commodity prices 
throughout the U. S. in the week ended 
January 3 showed their first significant 
drop in more than four weeks, the 
Bureau of Labor Statistics reported 
B.L.S listed its latest wholesale price 
index at 150.7 per cent of the 1926 
average, a cut of 6.8 per cent under the 
comparable week of last year. Farm 
products showed the largest drops from 
a year ago, 13.6 per cent. B.L.S. placed 
building materials at 4.8 per cent less, 
and metals and metal products at 3.3 
per cent under the 1949 comparison. 


% * * 


What is the price trend? 
How about the general price level? 
It came down in 1949. The most gen- 
erally accepted view in the trade is 
that there will not be any great price 
reductions in 1950. Sears, Roebuck and 
Montgomery Ward have cut prices 
deeply in their mid-winter catalog, 
mailed to customers in time for the 
New Year. Sears mailed its biggest 
sales book, featuring 22,000 items, and 
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MAKE MORE ON TACKLE... 


KAUTZKY’S 
Oniginal 






Lazy lke’s are fair 
traded. 

Nos. 1-3... .$1.25 
ae 








Seb 








. . . Here's that amazing lure with the sensational 
sales record. Actually captures the market wherever 
introduced. Order from your jobber. Boost your 
profits with Lazy lke, the fish-getter with natural 
minnow action. 





JOBBERS . . WRITE TODAY! 


Get the facts on this unique 
LAZY IKE Display. Shows the 
4 sizes, all 9 colors. Only 
cost is for salable lures at- 
tached,—instantly removed or 
replaced. 8” x 13”. Powerful 
sales tool for dealers. 





KAUTZKY MANUFACTURING COMPANY 


FORT DODGE, IOWA 


Model 76A Power King is a thoroughly dependable 
product resulting from nearly 70 years of specialized 
MODEL 550 DELUXE lawn mower manufacturing experience. You can offer 


Lightened by aluminum alloy— this quality power job to your customers with ab- 


yet shock-proof, sturdy and dur- solute confidence. 
able, Smooth running, prompt 
acting, easy to propel. An ex- 
clusive Buckeye feature, the 
double pawl clutch, gives quick 
pick-up to the reel. 
























Completely modern design, precision built, { 1 LAWN 
Many desirable features:—Aluminum alloy i ff 

castings. Tubular steel handles, Attractive MOWERS 
baked enamel finish. 5-blade ball bearing 
reel with take-up for wear. 20” cut, ad- 
justable for height. Positive clutch. Highly 
reliable power unit. Rugged tires, 







Tubular steel handle, 

stands vertical for easy 
storage. Rubber grips. i 
10” wheels. Tires — 



















semi-pneumatic, 5- STRONG 
blade ball bearing MODERN 
reel, 16” cut. 7 
Rubber roller. 
Weight 29 Ibs. Rees Omer 
87 LBS. 
Information 
MODEL 76A POWER KING on request 














MANUFACTURING COMPANY 
- SPRINGFIELD, OHIO 
POWER & HAND LAWN MOWERS 
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TRIPLE 


your 
PAINT REMOVER 
SALES! 


Order this new 
demonstration 
pack today! 


Place the new Klean Strip “Try-it- Yourself” 
pack on your counter or display table so 
your customers can make the famous one- 
minute Klean Strip demonstration them- 
selves! They'll see how Klean Strip actually 
“Peels off Paint’—so cleanly—-so easily! 

The ‘“Try-it-Yourself’ pack comes com- 
plete with brush, metal testing panels, book- 
lets, and 12 pints of Klean Strip. It can be 
set-up to go to work for you in a jiffy. 
(Dealer's cost, $6.12: retail value, $9.60.) 

Order from your jobber today and watch 
your paint remover profits grow! There’s 
nothing like Klean Strip! 


DEALERS: For free sample of 
Klean Strip, write 


W. M. BARR & CO. 
2342 S. Lauderdale, Memphis, Tenn. 


a > 
'. ammasit 
Ss fio-Zipip 
i 
PTT TT: AIMT 


CLEAN * EASY TO USE 
NON-INFLAMMABLE 
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its price cuts ranged from 3 to 36 per 
cent. Montgomery Ward cut prices by 
10 to 25 per cent in its new catalog, 
which is bigger than 1948's mid-winter 
book. Throughout all of this easing of 
the price structure, of course, profits 
are not showing up so well. In the 
post-holiday selling. there seems to be 
a bit of bad news for bargain-hunters: 
Department stores are reported to be 
marking down fewer items, and featur- 
ing fewer clearance sales than in many 
a post-Christmas season past. The 
reason probably is that retailers’ stocks 
are “abnormally low.” due to cautious 
unexpectedly 


inventory policies and 


heavy Yuletide shopping. 
a te a 

Industrial output in Decem- 
ber Industrial output last month 
probably was above the levels prevail- 
ing prior to the steel and coal strikes. 
The Federal Reserve Board said “indi- 
cations are the December production 
index will be slightly above the Sep- 
tember figure of 174 per cent.” The 
index for November had recovered to 
171 per cent of the 1935-39 average, the 
Soard disclosed. It dipped to 166 per 
cent in October, when the steel and 
coal industries were strike-bound. 

% * we 

Low carloadings last year 
Freight volume handled by U. S. rail- 
roads in 1949 was the smallest in ten 
35,909,741 
Motor 


transport firms hauled 3 per cent more 


years. Loadings — totaled 


cars, 15.9 per cent below 1948. 


freight in November than in November, 
1948. But truckloadings were down 7.2 
per cent from October. 


* * * 


Some allocation of coal 

Railroads will get first call on the 
nation’s dwindling coal supplies.” The 
Interstate Commerce Commission has 
directed coal producers not to fill the 
requirements of other customers until 


the minimum needs of the railroads are 


met. The order will continue in fore: 
until Feb. 26. The LC.C. said “an 
emergency requiring immediate action 
exists” because many railroads in all 
sections of the country have “an ex- 
tremely short supply” of coal. Thi- 
situation has resulted from the three- 
day work week imposed on most of 
the coal industry by John L. Lewis. 
Coal shortages are intensified by the 
two-day week decreed by Mr. Lewis 
for the two holiday periods. 
% % * 

The new year in home-build- 
ing While home building in 1950 is 
headed toward record levels, according 
to R. M. Lockwood, president of the 
National 


ers, prices are likely to rise again. He 


Association of Home Build- 
says that, with supplies of materials 
and labor already strained, builders are 
confronted with competition from a 
$1.500 million government housing pro- 
gram. Mr. Lockwood says the com- 
petitive bidding for the available sup- 
ply of labor and materials “can result 
only in inflation in housing prices. It 
seems almost certain that demand for 
goods and services in this sector of the 
economy is going to outrun supply.” 
But opinions vary. Most leaders in the 
building materials field look to lower 


E. Jor- 


dan, Jr.. chairman of the Tile Council 


costs and plentiful supply. R. 


of America, says the buyers’ market in 
construction, and the start of he fed- 
stimulate 


eral housing program, will 


production of quality building ma- 
terials. “There will be no shortage for 
the 1950 home builder.” Mr. Jordan 
And K. P. Billner, president of 


Concrete, Inc., believes the 


adds. 
Vacuum 
buyers’ market “is going to place heavy 
pressure on the industry to lowe 
costs,” 
* 

Increased television produc- 
tion—Retail sales for television sets 
should exceed $750,000,000 for 1950 
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Paul V. Galvin, president, Motorola, 
Inc., Chicago, IIl., stated recently. “I 
believe that total receiver production 
will be in the neighborhood of 3.500.000 
sets compared with an estimated 2.,- 
700,000 for the past year.” he said. 
“Continuing improvements in manufac- 
turing design and manufacturing tech- 
niques will result in gradually lower- 
ing prices over a long term. The public 
demand for larger and larger pictures 
should result in a larger dollar volume 
for 1950.7 
a * % 
A big year for auto output 
Auto and truck production in the 
UL. S. last year was the highest in 
history. Output amounted to 6,249,400 
vehicles. Ward's Automotive Reports 
estimated. The previous record was 
9.358,420 units in 1929. Last year’s 
assemblies totaled 5.281.687. Auto pro- 
duction also has resisted the normal 
slackening influence of the year-end 
holidays. Assemblies of cars and trucks 
in the U. S. and Canada in the last 
1949 week spurted to 115.495 units, 
from 86,226 the week before, accord- 
ing to Ward's Automotive Reports. 
Output a year ago was 94,668 vehicles. 
Despite holiday curtailments at some 
plants. the New Year week’s output 
was expected to be about the same, 
since daily rates were scheduled to 
move up substantially. Ford Motor Co. 
is scheduling greater output during 
the next six months than it has at- 
tained at any time since the war. By 
March, the company expects te be 
turning out 4400 passenger cars a day. 
President Henry Ford IL declared the 
recent $4-a-ton steel price boosts should 
not “compel much of an increase in 
the retail price of a car.” 
* * & 

Chain and variety sales - 
(mong early reports on December 
sales, Montgomery Ward and Co. 
showed a small (0.4 per cent) decline 
from the 1948 month. For 1949 to 
date, the drop was 10.8 per cent. 
Spiegel, Inc., gained 11.9 per cent in 
December, and lost 1.2 per cent for the 
twelve months. W. T. Grant Co., in 
December, was ahead 1.6 per cent, but 
for the entire year decreased a small 
fraction. 

* * 

Department store sales 
Department store sales boomed in the 
final week before Christmas. Dollar 
volume the country over was 14 per 
cent above the like 1948 period. Fed- 
eral Reserve officials said the gain was 
largely due to the extra business day 
last year. But, they added, it also re- 
flected revival of the last minute shop- 
ping habits of pre-war times. The 
dollar volume of store sales in the week 
ended December 31 was 3 per cent be- 
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Our 


satisfied customers for 
you! Send for profit- 
plan details. American 
Floor Surfacing Ma- 
chine Co., Toledo 3, 
Ohio. 


SEND 
COUPON 


TODAY 


When You Rent 


- AMERICAN 


Rental Sanders 


Plenty of profits start popping into your cash register when 
you rent American Floor Sanders to your customers! 

You profit with rental fees—and this amounts to several 
hundred dollars annually per machine for progressive stores! 
In addition—you get plus sales of abrasives, paint, varnish, 
brushes, thinners, seals and other items that are ‘“‘naturals’’ 
when folks resurface their own floors. 

Start your rental business right—right now—with 
American Machines! American dependability assures 
more profit-hours—you don’t have to worry about 
service repairs and downtime eating into your 
profits. American Sanders are built 
for day-in and day-out use—they’ll 
keep producing profits and 
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MERICAN 


FLOOR MACHINES . . . PORTABLE TOOLS — 


Al 



























pam rr ee a + A 4 
The American Floor Surfacing Machine Co. } 
522 So. St. Clair Street, Toledo 3, Ohio ; 
Please send latest catalog on the following, without obligation, | 
0 Floor Sanders (with free 12-page profit-plan booklet) I 
0 Edgers 0) Maintenance Machines | 
Name 

' 

Street ’ 

' 

City. State ’ 
iin. aninnviairiaaia ine iiandaaaas atten woud 
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A new line of 


[ STANLEY ] 


ANDYMAN 


portable 

electric tools 

DRILLS 

DRILL STANDS 
GRINDERS 
PLANES 
ROUTER KITS 

















No. 038 Router Kit $57.50. % 
h.p. router, sealed ball bearings, 5 
router bits, grinding wheel and 
wrench, 


No. 03 Electric Plane $57.50. % 
h.p., 18,000 r.p.m. motor. Sealed 
ball bearings. 


in 


wae! 


No. 56H 1, h.p. Bench 
Grinder $31.95. Full 
ball bearing, adjust- 
able tool rests, 6’ x V2" 
wheels. 


*No. 018 14” Electric 
Drill $19.95. (Jacobs 
Hex Key Chuck) 

Also *No. 04 14“ 
Drill with trigger switch 
and 3-jaw Jacobs 
Geared Chuck... 
$26.00. 


*No. 012 12" Electric 
Drill $42.50. Thrust 
ball bearing, safety 
switch, 3-jaw Jacobs 
Geared Chuck. 


No. 034 3,” Electric 
Drill $87.00. Full ball 
bearing construction, 
safety switch, 3-jaw 
Jacobs Geared Chuck. 


*Bench stands available 
for converting these 
drills into portable drill 
presses. 





Write for folder E9, or call your jobber. 
Stanley Electric Tools, 567 Myrtle St., 
New Britain, Connecticut. 


[STANLEY] 


Reg. U.S. Pat. Off. 
HARDWARE * HAND TOOLS 
ELECTRIC TOOLS * STEEL STRAPPING 
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low the like 1948 week. This dip in 
sales held the overall volume for the 
month of December slightly below last 
year. No allowance is made in the 
Board’s figures for changes in prices. 
Since prices were somewhat lower in 
1949, the physical volume of goods sold 
in ‘December was equal to a _ year 
earlier. For the entire year 1949, the 
department stores’ weekly dollar sales 
averaged 5 per cent below 1948. 
* * * 

Furniture men busy—Furni- 
ture makers received 48 per cent more 
new orders in November than in Nov., 
1948, according to Seidman & Seidman, 
accountants for the industry. Novem- 
ber was the third successive month in 
which orders topped those of the like 
1948 period, and the November gain 
was the largest for any month this 
year. The November improvement 
brought the eleven-month order volume 
to within 87 per cent of the like 1948 
period. Seidman & Seidman said the 
prospects for early 1950 were good. 
It said there were at least two reasons 
for expecting January business to re- 
main at a high level: High home 


building activity, and increasing con- 
sumer purchasing power. 
x * * 

Farm prices below parity— 
At the year-end, the Agriculture De- 
partment reported that farm prices 
have skidded below parity—the so- 
called fair level—for the first time in 
8 years. It said prices received by 
the farmers dropped more than one 
per cent during the month ended Dec. 
15, while farm production and living 
costs inched up a fraction. The index 
of prices received by farmers stood at 
236 per cent, while the index of prices 
paid was at 240. The base period 
1909-14 equals 100. This means that 
farm prices have dropped 23 per cent 
from the record high of Jan., 1948, 
while production and living costs are 
down only about four per cent from 
the Sept., 1948, high. 

ea @ 

Farm-land values continue 
downward—The value of farm land, 
including the buildings on it, has con- 
tinued to decline. The Agriculture 
Department’s index which measures 
land values, with 1912-14 prices as a 





Ledge Divides Store in Sections 


AN effective and novel way to 
divide a hardware store into 
two departments is used by Cronin 
Hardware, Wauwatosa, Wis., a 
suburb of Milwaukee. 

A 314-ft.-high wooden ledge has 
been built from center post to cen- 
ter post, almost the entire length 
of the store. Each side has narrow 
glass shelves for showing of gift 
items, etc. The small ledge also 
has a wooden cutout canopy 
equipped with indirect fluorescent 


‘ 





lighting. The top ledge is about 
a foot wide and has room for the 
display of medium size items. 

The use of such a ledge the en- 
tire length of the store enables 
customers to see merchandise dis- 
played very well. They can also 
look from one side of the store to 
the other. Furthermore, it enables 
the owner to have two distinct de- 
partments—all in one store, with- 
out creating the effect of two sepa- 
rate stores. 


% 


This ledge divides the store and features plenty of merchandise. 
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High Sales Power in this Z4ct V-Belt Tower 








YOUR BIG 
SELLING POINTS! 


e Gilmer High Strength 
Rayon Pulling Cords with- 
stand load, speed and 
sharp flexiag. 

e Gilmer Twin Jackets 
give anti-slip grip and add 
to belt life. 


¢ Gilmer Cushion Rubber 
means positive cord spac- 
ing and support; keeps 
belt ‘live’? and flexible; 
runs cool. 








ADDED PROFITS! 
Sell Gilmer Sheaves 
GILMER for TAPE 





You’re in the belt business strong, with just 18” of 
counter space and these 35 neatly racked Gilmer 
V-Belts—standard in leading equipment and handled 
by leading distributors. You can fit almost any power 
mower, pump, power tool or other appliance. You get 
(1) this sales-making display, (2) patented Gilmer 
Handimeter to measure belts fast, (3) Window Card 
tie-in, (4) time-saver Inventory Card, (5) Gilmer 
Catalog to help you sell any V-Belt anyone can need. 
And you get real sales features you can talk up! 


MERCHANDISING AIDS THAT MOVE GILMER WIRE 


Gilmer 17-WS Master Assortment gives you all the most 
wanted cord sets—3-way cube taps—flexible spool wire. Gilmer 
13-W Jr. is the same, without spool wire. Gilmer 6-S gives you 
six best sellers in spool wire. These compact self-displays 
make goods move! 


MAKE YOUR STORE THE GARDEN HOSE CENTER 


Gilmer Badger at popular price, looks and wears extra well. 
Gilmer Tuxedo is a prestige number. (Green or black.) Gilmer 
Four Ace brown sells big footage for toughest work. In Plastic 
hose, Gilmer red or green guards store reputation. 


L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 
DIVISION OF UNITED STATES RUBBER COMPANY 











Machine Graduated 
Steel and Aluminum Squares 





* just one recent publicity 


IS IT POPULAR?» 







Gilmer No. 350 
\ Tower Ass’m't 


Zz 












Try S es 
a Bevel 


See The Southington 
Line 


Wood 
Southington Hardware Mfg. Co. 


Southington, Conn. 
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describing this revolutionary new 
screwdriver brought hundreds of 


i iries. 
orders and inquiries Quick - WEDGE 


(Rew - AYE ’ 
SCREWDRIVERS 
inte @ 


jeare Sees 


Quick Wedge 
SCREW-HOLDING 


SCREWDRIVER 


THEY WANT IT! Electricians, radiomen, repairmen, 


home-owners and hobbyists everywhere are asking 


for this useful, precision-quality screwdriver that holds 
the screw. 

@ Finest spring steel blade 

@ Toughest Tenite Il plastic, shockproof, 





unbreakable, slow-burning handle 
@ Unconditionally guaranteed 

| ®@ Nationally advertised 

| SEND YOUR ORDER TODAY 


(We'll see that your jobber is credited) 


KEDMAN COMPANY 


233 SOUTH Sth WEST e SALT LAKE CITY 1, UTAH 
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. . . that's why America's 
3 Great Gardening Aids are 
always advertised together 
—to the cream of your gar- 
dening customers! 


e There are scores of plant foods. 
But there is only one leader 

Vigoro Complete Plant Food. And 
in the field of weed killers, in- 
secticides and fungicides — only 
End-o-Weed and End-o-Pest carry 
the Vigoro name to help you sell. 


This year, stock and sell all 3! 
We'll give you plenty of national 
advertising support — the most 
powerful, convincing and consis- 
tent advertising support in the 
entire field of garden supplies. 


Merchandising helps? Of course! 
Complete material, including col- 
orful window posters, mailing 
pieces and newspaper mats are 
available without charge. Write 
us direct for your needs. 


Products presented by 


SWIFT & COMPANY 
Plant Food Division 


U. S. Yards Chicago 9, Ill. 
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base of 100, declined to 167 on Novem- 
ber 1, 1949, This was 6 per cent below 
a year earlier but still twice as high 
as in 1940. B.A.E. attributes the drop 
in farm land values to declining farm 
income. It said: “Farm land values 
may be expected to continue downward 
but the decline is not likely to be as 
large as the drop in farm income.” 
B.A.E. expects a drop of 15 per cent in 
farmers’ net income in 1950. 
* * * 

A heart-warming finish 
Christmas of 1949 was a real heart- 
warmer. There had been much _pessi- 
mism around Thanksgiving time when 
Christmas sales usually start. Dollar 
by dollar the pessimism faded. in the 
big Dec. 12-17 week dollar sales were 
one per cent ahead of the same week 
the previous year. On that basis it was 
the biggest week in department store 
history. The following week, the last 
before Christmas Day, sales were 14 
per cent higher than the year before. 
The fact that the week had six shop- 
ping days as against five the year before 
swelled the total. For the four weeks 
before Christmas. the Federal Reserve 
Board reported sales were even with 
1918. And merchants have lost no time 


after Christmas in starting their Jan- 


uary sales. Heavy advertising and bold 
promotions are keeping cash registers 
ringing. For many reasons, the stores 
are optimistic about business in 1950. 
During the transition in 1949, every 
store learned how to cut costs. They 
had to, or go into the red. Employees 
were better trained. Services to cus- 
tomers were increased. Many stores 
were modernized. 
AL 
Critical year safely passed 
Retailers went through one of their 
most critical years in 1949 in a transi- 
tion from the post-war boom to a nor- 
mal peace-time buyers’ market. Most 
trade authorities feel they have “made 
the grade,” and now can look forward 
to a new stability in 1950. Measuring 
retail performance by the experience 
of department stores, the picture looks 
like this: Dollar volume in 1949, going 
strong at the year-end, was about 5 
per cent under 1948, a record year. 
In 1950 the volume may be even with 
or higher than the past year. Unit sales 
in 1949 were about equal to or higher 
than 1948, because of price decreases. 
In 1950 the trend is upward. The war- 
time transition started late in 1948, 
when sales slipped sharply under the 


vear before. That was something new 





Built-Up Displays Feature Tools to Advantage 


HE hand and power tool sales 

volume at Swannell Hardware. 
Inc.. Kankakee, Ill.. is large. and 
excellent displays help to attract 
the attention of tool-minded cus- 
tomers. 

For example. several center aisle 
tables have special build-ups at the 
top level where items such as 


screwdrivers and pliers are easily 
; 


shown in a much better position 
than if they were lying flat. 

In another special display stand 
near the front. small power hand 
tools. especially power drills have 
the drill heads sunk through a 
hole in a display board. This en- 
ables the tools to be shown in a 
neat position and they are not sub- 
ject to tipping or rolling. 





Small tools catch the eye when featured in this manner. 
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to retailers who for a long time had 
been able to sell anything on their 
shelves. They cut back abruptly on 
their buying from manufacturers and 
started to pare their inventories. Many 
purchases were delayed in the hopes 
of lower prices later. So the business 
recession early in 1949, although mild, 
added fuel to the buy-later psychology. 
Prices were lowered generally, quality 
was stepped up almost universally, and 
stores started giving service to custom- 
ers in a manner that only the old- 
the business remembered. 
And all paid off. Business picked up 
at retail along with an improvement 
in general business conditions. 


timers in 


* * co 


Good furniture year ex- 
pected—Most furniture manufacturers 
and retailers expect the dollar volume 
of sales during the first six months of 
this year to top by 5 per cent that of 
the 1949 first half. So said L. H. Whit- 
ing, president of the American Fur- 
niture Mart, at the opening of the Chi- 
Mr. Whiting 
added that sales at the January show 


cago winter market. 
should at least equal those made dur- 
ing the 1949 winter market. He also 
predicted that competition in the home 
furnishings industry will be “more rug- 
ged” in 1950 than it has been in any 
other year since 1929. W. O. Ollman, 
general manager of the Merchandise 
Mart, that many furniture 
makers are already booked through the 
first and that many 


should be booked through that period 


reported 


quarter, more 
by the close of the Chicago show, Jan- 
wary 21. He said buying probably will 
be less restrained than in the three pre- 
vious years, because “the public seems 
to be aware of the fact that prices are 
Mr. Ollman said, 


inexpensive 


more stable today.” 
that furniture 
prices at the winter market are about 


however, 


10 per cent above prices at the July 


show. He added that the more expen- 
sive furniture lines show little price 
change. 

- of * 


A view of employment—No- 
vember employment in industrial, whole- 
sale and retail lines amounted to 42,- 
700,000, the Labor Department 
nounced. This was a slight gain over 
October, but was 750,000 below the 
total prior to the coal and steel strikes. 
Unemployment in November dipped to 
3,400,000 persons—off about 200,000 
from October. Government experts ex- 


an- 


pect unemployment to go well above 
1,000,000 in a return to pre-war levels, 
Most 


seasonal, however, 


January and February. 
of the rise will be 
rhe 


favorable to construction, farming and 


during 


weather in those months is un- 


other outdoor activities. Officials hope 
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PACKAGE 
for HOME 


INCREASED PROFITS 


from SPRING PAINT-UP TIME! 


To help you get a larger dollar volume in the coming Spring 
painting season, Robinson has attractively packaged all the brushes 
and accessories necessary to do a good 


paint and decorating job. The Robinson 
Home Painter's Kit sells itself on your counter 
and combines into one sale eleven indi- 
vidual low volume sales. Stock now for in- 
creased profits in the coming painting season. 
Immediate delivery. 


MR. DEALER: 


Use the coupon below to get additional 


To give you increased 
profits through a lower inventory cost, Rob- 
inson has a compact Merchandising Sales 
Board. The customer can select the high 
quality Robinson bristle or nylon brush to 
fit the price and the job. 


information on the Home Painter’s Kit and 
the Robinson Merchandising Board. 





(ROBESON 





Pe 4e86s deen 
Address.... 
City.... 


My Jobber is..... 


eeeeee 


EDWARD E. ROBINSON, Inc. 
95 Park Avenue, Nutley 10, New Jersey. 


eeeeeeeeeeeeeeeeeeee 


eeeeeeeeeeeeee 


eereeereeeeeeeeeeeeeeereeeeeeeeeee 


eeeeee 





| want to increase my profits. Please send me information on the HOME 
PAINTER’S KIT and the ROBINSON MERCHANDISING DISPLAY BOARD. 


eevee eeeeeeeeeeeeeeeeeeeee 
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STRONG —— LIGHT — SAFE 

Foster Aluminum Alloy CEE Clamps are 

@ step forward forthe hardware field 

because they offer. more advantages 

than malleable: castings——and at com- 

parable prices...*** 

1. Greater.strength (made of the 
strongest, aluminum alloy). 

2. Lighter in weight. 

3. Fast, sméoth acting screw (brass 
against aluminum). 

4. No fire hazerd zee to sparks. 


v / 
For YOU 4 
1. A fast sélling product which you 
can advertise-as new and better. 
2. Save 60% in transportation cost. 
3. You havé- assurance of customer 
satisfaction,-since strength of 
Foster clamps has been tested. 
4. For Convenience: Stock-number and 
work-opening ¢¢ 








Write today for full information on 
the BIG PROFIT OPPORTUNITIES of the 
new Foster Aluminum Alloy CEE Clamp. 


FOSTER 


ALUMINUM ALLOY 
PRODUCTS CORP. 


FORESTVILLE 3, NEW YORK 
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most of such seasonal unemployment 
will be taken up by an expansion of 
work opportunities when spring comes. 
For the first time in seven and a half 
years the number of federal employees 
has fallen substantially below two 
million, the Civil Service Commission 
reports. The total at the start of De- 
1,988,600, 
April, 1942. The major payroll cuts 


cember was lowest since 
were by the military departments, the 
Department of Agriculture and _ the 
Department of Commerce. They were 
partially offset by an increase by the 
Post Office Department. 
* of * 
Cut-back requested on some 
plantings 
nan has asked farmers to reduce corn 


-Agriculture Secretary Bran- 


plantings this year by 12.9 per cent 


on a national basis. He announced 


acreage allotments for the 1950 corn 


crop in mid-west areas, which cut 


producers there by 19.7 per cent. They 
will be the only ones affected by the 
allocation program, which is aimed at 
slashing 1950 planting about 11 mil- 
lion acres: below the 87,910,000 seeded 
this year. At the same time, Mr. Bran- 
nan requested rice growers to cut 
plantings by 13.7 per cent in 1950. 
The Agriculture 
cotton acreage allotments vary widely 


Department’s 1950 


from state to state. The range runs 
from a 6 per cent cut from last year’s 
plantings in Kentucky to a 90 per cent 
cut in Nevada, where little cotton is 
grown. The general basis on which 
the acreage allotments are figured is 
production in the years 1945 through 
1948. The varying sizes of the allot- 
ments is due largely to the varying 
sizes of individual state plantings in 
the 1945-1948 period. Flaxseed farmers 
show waning interest in this crop as 
the federal support price tumbles. Indi- 





Contrasts Old Time Peddler 
With New Mobile Display 





When The Stanley Works, New Britain, Conn., held a recent preview of its 

new “Rollorama" traveling display bus, showing 1300 different items in the 

company’s hardware line, a horse-drawn peddier's wagon, presumed to be 

like that used by Frederick T. Stanley, founder of The Stanley Works, was 

shown next to it. The founder had used a wagon to peddle hinges, products 

manufactured in his blacksmith shop when he started in business. The wagon 
is the property of the Simsbury (Conn.) Historical Society. 
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cations are that early-planting Cali- 
fornia and Arizona will cut their flax- 
seed fields in half this year. During 
the war and in 1948 the government 
propped this crop, the source of paint- 
making linseed oil, at $6 a bushel. 
Last year the floor was dropped to 
$3.99. In 1950 it will be much lower. 


> * od 


Phonograph records — The 
phonograph record field is entering a 
new phase—one that promises to pro- 
long its life. There are two major 
developments. R.C.A. Victor, sponsor 
of the quick-changing disc, spinning 45 
times a minute, announces that on 
March 1 it will begin to produce 33 1/3 
r.p.m. records. It will put only its clas- 
sical numbers on these long-playing 
discs. R.C.A. will continue to push its 
145 speed record, which, according to 
reports around the country, is selling 


in good volume. Columbia, meantime, 


is getting ready for large production 
and sale of popular tunes on single 
small (7 inch) 331/3 records. Up to 
now most of Columbia’s 331/3 r.p.m. 
recording has been confined to popular 
tune albums and classical collections on 
10 and 12 inch records. For the record 
buyer, this means that to enjoy a full 
choice of new recordings, he will need 
equipment to play three speeds. How- 
ever, he will have a wider range of 
artists and tunes. For record dealers 
this latest news from manufacturers 
means a bigger inventory problem. To 
carry a full R.C.A. line, for example, 
he'll have to have all three speeds. To 
handle a complete list of Columbia 
records, he'll need popular records, as 
well as classicals and albums, in two 
speeds—the 331/3 and the traditional 
78 r.p.m. For record manufacturers, all 
this means that they’ll have to offer all 
three types of discs. 
* Bs * 

Appliance sales and orders 
up—Sales of Norge home appliances 
in the second half of 1949 more than 
doubled the volume of the first six 
months, George P. F. Smith, president 
of that division of Borg-Warner Corp., 
told distributors recently. The distrib- 
utors were gathered to see Norge’s new 
line of home freezers, washing ma- 
chines, kitchen ranges, home _ heaters 
and water coolers. “The last six 
months in the home equipment field 
have been exceedingly good from a sales 
standpoint,” Mr. Smith said. “There 
is good reason to expect Norge’s sales 
in the first half of 1950 to be much bet- 
ter than in the corresponding period in 
1949. Last year wholesale and retail 
inventories reached a new high. Now 
they stand at an all-time low.” At the 
annual stockholders’ meeting of Gib- 
son Refrigerator Co., C. J. Gibson, 
president, said the company now has 
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This NEW PACKAGE 


Increases Your Profits! 


HEFFIELD 


BOLT and NUT 


PRODUCTS 





Precision-Made by Steel Makers. penser package, plainly labelled 
Minutes saved in selecting and sell- and illustrated for type, quantity, 
ing bolts and nuts makes small diameter ‘and length. Sales made 
sales more profitable. That is why in seconds—no separate lid to be 
Sheffield Bolt and Nut Products misplaced. 

now come to you in this handy 


in th k 
combination shipping and dis- ie pram te Re gummy are 


better too, because Sheffield 
makes its own steel to specifica- 
( swerrieww Bolts and Nuts tions and maintains exacting con- 
trol over every step of precision 
manufacture. Sheffield Bolts and 
Nuts have been known for their 
high quality since 1888. 


SHEFFIELD STEEL 
CORPORATION 


SHEFFIELD HOUSTON KANSAS CITY TULSA 
Bolt and Nut products in all 


standard types and sizes in- DISTRICT SALES OFFICES: Chicago, III; St. 
cluding Carriage, Machine, Louis, Mo.; Des Moines, Ia.; Omaha, Nebr.; W ich- 
Plow, Stove, Stud and Lag ita, Kans.; Denver, Colo.; Oklahoma City, Okla.; 





in all Types and Sizes 

















Bolts; Cap, Set and Machine Dallas, Tex.; San Antonio, Tex.; Lubbock, Tex.; 
\ Screws and Rivets. El Paso, Tex.; New Orleans, La.; Shreveport, La. 
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ARMSTRONG - BRAY 


WIREGRIP precision made 
Belt Hooks come with 
extra (patented) blue 
aligning cards—are held 
more rigid, assur- < 
ing perfect align- 
ment of hooks— 
less hook loss from han- 
dling—a better job when 
applied with any make 
lacing machine. 6 sizes. 

















PLATEGRIP Fasteners 
for . . . Conveyor 
Belts. Make strong 
dust-tight joints in 
belts, of any width. 
Spread tension unitorm- 
ly across belt, allow 
natural troughing of belt 
and operate smoothly 
over flat, crowned or 
take-up pulleys. Sizes 
for belts from |," 
to I'/2"" thick. Easily ap- 
plied anywhere. 


STEELGRIP Flexible Lacing, applied with a hammer, 
clinches over and protects end of belt. Makes 
strong, flexible joints. Boxed with 2-piece hinged 
rocker pins or can be obtained in long lengths for 
conveyor belt use. 


ARMSTRONG-BRAY & CO. 


The Belt Lacing People 


5348 Northwest Hwy. Chicago, Ill. 








Depend on 


Ren er | 





| 
4 


for QUALITY and 
PROMPT SERVICE 


TURNBUCKLES 
‘‘Alumaloy’’ 
bodies, steel 
hooks and eyes. 
EYE BOLTS 
Wrought nuts, 
bright Zinc 
plated. 


S$ HOOKS 
In a wide range 
of sizes. =O 


“ALUMALOY” 
SCREEN DOOR 
BRACES 











UTILITY HOOKS 
Cold drawn work 
hardened steel. 


ASK YOUR DISTRIBUTOR OR 
WRITE TO 


TURNBUCKLES, INC. 


BOX °333, MICHIGAN CITY, INDIANA — 
j FACTORY: GRAND BEACH, MICHIGAN” — 
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the biggest backlog of orders in its 


history. Despite strikes in the steel in- 


dustry and the resulting shortage of 
parts made from steel, Gibson’s produc- 
tion is currently being stepped up as 
supplies become more readily available. 
James J. Nance, 
Inc., said the 


president, Hotpoint, 


appliance industry is 
entering 1950 with almost no inven- 
tories, and little prospect of piling any 
up in the first six months. He cites two 


factors that will keep activity high: 


The relatively low price level of appli- 
ances, and the pent-up demand as a 
result of the recent steel strike. Frank 
G. Hoover, president of the Hoover Co., 
sees a more competitive market, but 
bright prospects for more sales of 
vacuum cleaners. An upward adjust- 
ment in price is anticipated by Henn 
president of Noma Electric 
prices. will 


Sadacca, 
Corp. “Increased steel 
mean higher prices for steel-using man- 


ufacturers,” he said. 


41 Million Appliance Units Can Be Sold in 1950, 
Says General Electric Official 


HE electrical appliance indus- 
try will sell a total of 41,390,000 
units in 1950, officials of the Gen- 
eral Electric 
recently in urging a group of large 


Company predicted 


retail store executives to step up 
their efforts to merchandise hard 
goods lines. 

Discussing the industry poten- 
tial for 1950, Charles R. Pritchard. 
marketing manager of the G-E 
Appliance Department, said that 
appliance sales would approxi- 
mately equal those in 1949. He 
gave the following totals: 
3.900.000 
450.000 
1.100.000 


Refrigerators 
Home freezers 
Electric ranges 


Electric water heaters 675,000 
Conventional washers. . 1.800.000 
Automatic washers 900,000 
Ironers 300,000 


Electric dryers 90.000 
Automatic dishwashers 150,000 
Portable dishwashers 100,000 
Garbage disposers 150,000 


3,000,000 
7,000,000 

350,000 
1.000.000 
1,200,000 


Vacuum cleaners 
Electric clocks 
Automatic blankets 
Portable heaters 
Heating pads 


Irons 6,500,000 
Toasters 4.300.000 
Mixers 900,000 
Roasters 325,000 
Sandwich grills 1,100,000 
Waffle irons 700,000 


2,500,000 
2.900.000 
Total 41,390,000 

Mr. Pritchard said that, with 
aggressive merchandising, “we 
may slightly exceed this figure.” 


Electric coffee makers 
Fans 





This Tool Display Catches the Eye 


* 





Hand tools and small power items are shown effectively in a near-the-front- 


door location at Jordan Hardware, Ottawa, Ill. 


The power tools are put 


on step-up shelves which allow the tools to be placed and fastened securely 

and in orderly fashion. They are just about at shoulder level for the average 

man, and this encourages many to stop and look over the display, especially 

when they are on their way out of the store. Many an extra sale is made 
as a result of this display. 
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SOME FRANK 


QUESTIONS 
and 


HONEST ANSWERS 
abour CHOREMASTER 


\ 







Can I SELL IT? 


Not by sitting on your “bucket.” 
Naturally, you expect to exert some 
selling effort—but, YOU DON’T 
WORK ALONE. Our hard-working, 
alert distributor salesmen pitch in and 
help you make sales. You'll find 
CHOREMASTER is easiest to sell of 
ALL garden tractors. Choremaster is 
priced right . . . as low as $132.00. You 
get widespread advertising, extensive 
promotion and other dealer helps, and 
there are three Choremaster models 
... 1, 2 and 3 H.P. to satisfy any 
customer’s needs. 


As one dealer, D. O. Beltz, Beltz 
Farm & Garden Supply, East Akron, 
Ohio, says: ‘‘I have been successful in 
selling Choremaster Garden Tractors 
because they really sell themselves. 
One. man buys and soon his neighbors 
and friends are in. I can give my cus- 
tomers MORE QUALITY for the 
money than any other tractor on the 
market today.”’ 


Will | MAKE MONEY? 


Certainly! You can’t avoid making 
money. There is a big, unworked 
market for the Choremaster Garden 
Tractor in practically every com- 
munity. 


For example, Ray Dietz, Dietz 
Farm Service, York, Pa., says: “‘We 
have been successfully selling Chore- 
master for the past two years. During 
our FIRST SEASON when we started 
our business, we sold 97 Choremasters. 


Will | Get ADVERTISING SUPPORT? 


Absolutely! CHOREMASTER (in magazines, newspapers and on 
radio) advertises more than any other garden tractor sold through 
distributors and dealers. By actual records, CHOREMASTER 
advertises 19% more than any other walking tractor manufacturer, 
57% more than the average of the top eight manufacturers. 











WH 
—niiee CARDEN TrRactO*® 


Customer acceptance of the one wheel 
feature is immediate, since it permits | 
cultivation at any time during the 
growing season. Since Choremaster | 
sales have been a major factor in | 
STARTING OUR BUSINESS, you 
can see why we believe it is the popular 
tractor to sell.’ 


Low consumer prices coupled to 
good discounts on tractors and a long 
list of attachments mean profits for 
any active Choremaster dealer. 


Will | HAVE TROUBLE? 


There’s no use trying to kid you... 
naturally, there are going to be repairs 
on any make of garden tractor. 

But we are confident the experience 
of our dealer, Ray Jones of Hicksville 
Hardware Co., Jackson, Tenn., will be 
YOUR experience, too! Ray says, “I 
know I have a piece of equipment to 
offer a customer that is precision built 
by a famous machinery manufacturer. 
I enjoy demonstrating Choremaster’s 
many uses and smooth performance. I 
point out its superior construction, 
but tell my customers that for normal 
wear or abuse, I can readily supply re- 
placement parts. Naturally, I don’t 
overlook the extra income from repairs 
and service.”’ 





CHOREMASTER advertising appears regularly in 29 leading 
magazines with a total monthly circulation of ALMOST THIR- 


TEEN MILLION readers. 





ial promotions offer you aggressive selling aids that have made 
horemaster a leader in the industry—-WILL MAKE SALES 


This outstanding program plus other extensive dealer helps and | 


AND MONEY FOR YOU, TOO 


2500 DEALERS 


WRITE FOR DEALER 
INFORMATION AND NAME 
OF YOUR DISTRIBUTOR. 


fHOREMASTER DIVISION 


The Lodge & Shipley Co. 
828-1 Evans St. 





CAN'T BE 
WRONG! 








Cincinnati 4, Ohio . 
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DIAMOND DIAMOND 


TOOL 
DISPLAYS 


Stocked by leading 
jobbers. Write us for 
catalog of Diamond 
tools. 








Assortments attractively arranged on handsome 
enameled boards suitable for wall or counter 
displays. 


DIAMOND CALK 
HORSESHOE COMPANY 


4622 Grand Avenue Duluth, Minn. 











Stove Institute Head Sees 25 Per Cent 
Appliance Increase in Next Decade 


Institute changes annual meeting and show dates to June, 


1950, with smaller meeting and no exhibit next December 





A. B. RITZENTHALER 
President 


Meerinc in Cincin- 


1949, nearly 800 
manufacturers and suppliers at- 


nati. Dee. 5-7, 


tending the 17th annual conven- 
tion and exhibit of The Institute 
of Cooking Appliance Manufac- 
turers, Washington, D. C., were 
given an enthusiastic picture of the 
outlook for the industry by Presi- 
dent A. B. Ritzenthaler. It was 
also decided during the convention 
to change the Institute’s annual 
meeting and exhibit to June 5, 6, 
and 7, 1950, and to hold a smaller 
meeting without an exhibit in 
December. 


Optimism Noted 


Opening the session, President 
Ritzenthaler commented on_ the 
general tone of optimism existing 
throughout the industry because of 
the expanding market which lies 
ahead in the “Decade of Oppor- 
tunity, 1950 to 1960.” He pointed 
to conservative estimates indicat- 
ing that there will be 160,000,000 
people in the United States by 
1960 and that 10,000,000 dwell- 


ing units of new housing will be 
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constructed during the 1950’s. Ia 
that decade, incomes will rise at 
least 10 per cent and the volume 
of appliance business should in- 
crease at least 25 per cent over 
record postwar sales. 

Mr. Ritzenthaler urged manu- 
facturers to get their production 
and distribution machinery in 
good order to meet expanding re- 
quirements for quality stoves at 
prices fair to consumers, yet yield- 
ing a reasonable profit to pro- 
ducers. 


"The Pension Dilemma" 


Another speaker, C. F. Mug- 
ridge, partner of the labor con- 
sulting firm of Dodge and Mug- 
ridge, New York City, spoke on 
“The Pension Dilemma.” He 
pointed out that America will have 
reached a milestone in labor rela- 
tions if unions and industry will 
recognize that the pension problem 
is a social one on which there 
should be a unification of opinion. 
“Such a unified opinion would be 
helpful,” he said, “in impressing 
upon Congress the urgent need for 
handling social security on a na- 
tional basis without _ political 
prejudice.” He warned manufac- 
turers of the many financial haz- 
ards which accompany the estab- 
lishment of an old age pension 
plan and urged that this particular 
subject be given more thoughtful 
attention than any other phase of 
the labor relations program in this 
country. 

In the concluding address of the 
convention, Fred A. Kaiser, vice- 
president of the Detroit-Michigan 
Stove Co. stated that “salesman- 
ship is the greatest single force in 
the world today, greater than the 
atomic bomb, because men resort 





SAMUEL DUNCKEL 


Managing Director 


to war and atomic bombs only 
when salesmanship fails.” 


Officers Elected 


Officers elected by The Institute 
of Cooking and Heating Appli- 
ance Manufacturers for 1950 are: 
president, A. B. Ritzenthaler, vice- 
president, Tappan Stove Co.., 
Mansfield, Ohio; executive vice- 
president, Walter F. Muhlbach, 
director of distribution research, 
Florence Stove Co., Gardner, 
Mass.; secretary-treasurer, F. D. 
Hart, executive vice-president, 
Tennessee Enamel & Mfg. Co., 
Nashville, Tenn.; vice-president in 
charge of meetings, John A. 
Drake, director of market re- 
search, Norge Division, Borg- 
Warner Corp., Detroit, Mich.; 
vice-president in charge of pub- 
lications, F. H. Guthrie, president, 
Newark Stove Co., Newark, Ohio, 
and vice-president in charge of 
memberships, Cecil M. Dunn, vice- 
president and general manager, 
Estate Heatrola Division, Noma 
Electric Corp., Hamilton, Ohio. 
Samuel Dunckel is managing di- 
rector of the Institute with head- 
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Mark your merchandise. Better in- 
formed sales personnel add sales and profits 

.» make satisfied customers. Universal 
Price Marking Systems are bound in per- 
manent book form to provide the utmost 
convenience in pricing. Colorful, attractive 
tickets available in playing card stock and 
gummed stock. Volumes for Display Tickets, 
Bin Tickets, Moulding Tickets and Sales 
Promotions. Special Sets for quantity buyers. 
Also complete line of display hardware. Ask 
your jobber today for Universal Price Mark- 
ing Systems. If not available write direct to 
Dept. E. 














SPECIAL SETS 


FOR QUANTITY BUYERS MOULDING TICKETS 





401 WASHINGTON 
AVENUE SOUTH 





MINNEAPOLIS 15, 
MINNESOTA 








A BIG SELLER because 


lt has a Hundred Uses 
Sheffield 


WATER 
















CRACK FILLER 


@ Sticks to Anything 


@ Mixes Easily with water 
..» Will Not Shrink 


e@ Becomes Hard as Stone 


Every household . . . in fact 
every craftsman has use for this 
miracle putty that does every- 
thing! Adheres permanently to 
stone, tile, wood or metal sur- 
faces and does a perfect patch- 
ing ond pene job! Feature 
it strongly .. . and watch your 
sales grow . . . because your 
customers are looking for some- 
thing like this every day! 


Shettield Zrorze 


PAINT CORPORATION 
CLEVELAND 19, OHIO 
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by GRIFFIN 


For more than 50 years Griffin 

hinges have been known for their 

fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware . 

quality produced by 

Griffin. 





i 


every DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 


ERIE + PENNSYLVANIA 


SALES OFFICES 


45 Warren Street, New York 7, New York 
— pore Avenue, Chicago 26, Iilinols 








9344 Woodward Avenue, Detroit, ee 
115 Broad Street, Bosten, Massach | 
703 Street, San Franciseo 3, California | 


Market 
917 St. Charles Avenue, Hg Sees 
3082 Nerth Harwood, Dallas, T 
4524 East 60th Street. Seattle, Washington 
785 — President Street, Jackson 6, Mississipp! | 
4638 MII Creek, Kansas City, Missouri 
2611 Garrison Bivd., Baltimore 16, Maryland 
1620 Garfield Street, Denver 6, Colerado 


IN CANADA 
15 Wellwood Avenue, Toronto, Ontario 











The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 





e METAL OR WOOD TRIGGER 
¢ FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 



























(Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 












Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 





DURHAM 





















year.” What's more, COMPANY 
Durham’s Rock- Des Moines 4 
Hard Water Putty lowa 


gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 59, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 





in POWDER Form 
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quarters in the Shoreham Hotel, 
Washington 8, D. C. 

Trustees and alternates for the 
Institute, elected by mail ballot, 
November, 1949, are: Atlantic sea- 
board states; trustees, Walter F. 
Muhlbach, director of distribution 
research, Florence Stove Co.., 
Mass., and Nathan R. 
president, Caloric Stove 
Philadelphia; alternates, 
I. A. Prouser, president, The Stove 
Works, Inc., Middletown, Pa., and 
J. W. Barker, president, Andes 
Range and Furnace Corp., Geneva, 
N. Y. Southern states; trustees, 
L. H. Caldwell, president, Ten- 
nessee Stove Works, Chattanooga. 
Tenn.; Foskett Brown, president, 
Gray & Dudley Co., Nashville, 
Tenn.; R. B. Hurt, vice-president, 
Hardwick Stove Co., Inc., Cleve- 
land, Tenn., and Bolling Jones, 
Jr., president, The Atlanta Stove 
Works, Inc., Atlanta, Ga.; alter- 
nates, W. H. Martin, Jr., 
president, King Stove and Range 
Co., Sheffield, Ala.; F. D. Hart, 
executive vice-president, Tennessee 


Enamel Mfg. Co., Nashville, Tenn. ; 


Gardner, 
Klein, 


Corp., 


vice- 


Neil H. Cargile, president, Allen 
Mfg. Co., Inc., Nashville, Tenn., 
and C. Ackerson, vice-president, 
Agricola Furnace Co., Gadsden, 
Ala. Mid-Central states; trustees, 
John A. Drake, director of market 
research, Norge Div., Borg-War- 
ner Corp., Detroit, Mich.; M. F. 
Cotes, executive vice-president, 
Motor Wheel Corp., Lansing, 
Mich., and James Mitchell, presi- 
dent, Grand Industries, Inc., Cleve- 
iand, Ohio; A. B. Ritzenthaler, 
The Tappan Stove Co., Mansfield, 
Ohio; alternates, F. H. Guthrie, 
president, Newark Stove Co., 
Newark, Ohio; C. M. Dunn, vice- 
president, Estate Heatrola Div., 
Noma Electric Corp., Hamilton, 
Ohio; F. A. Kaiser, vice-president, 
Detroit-Michigan Stove Co., De- 
troit, Mich.; Wendell C. Davis, 
president, Cribben & Sexton Co., 
Chicago, Ill. Pacific Coast states; 
trustee, Earle M. Mackey, presi- 
dent, Washington Stove Works, 


Everett, Wash., and _ alternate, 
James Graham, sales manager, 


James Graham Mfg. Co., Newark, 


Calif. 





Power Tool Users Become Good Hardware Customers 


(Continued from page 119) 


man for such tools for his work- 
shop. Some newspaper and direct 
mail advertising is also used to 
attract customers. 

\ number of woodworking pow- 
er tools are placed on the first floor 
near the main entrance, together 
with a large display unit of power 
tool accessories. This accessories 


displey results in many sales as it 


and going to other parts of the 
store. Men frequently stop to look 
over the first floor samples and 
then, at the suggestion of a sales- 
man, proceed to the second floor 
department where a wide selection 
is available. On the stairway to 
the second floor the prospect passes 
a display unit which holds eight 
different kinds of portable power 
tools. 








Ten Kaiser Travelers have been added to the fleet of Jacobsen Mfg. Co.. 

Racine, Wis., in order to provide more intensive sales coverage. The four 

popular sized mowers fit into the interior of the cars, enabling sales repre- 
sentatives to employ on the spot demonstrations. 
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THE BEST oh 
IN WIRES Be 










Anchor wires are — or of - “\" BLACK 
st quality raw materials and are offered in 
mall, attractive packogjes with an  eye- GALVANIZED 





appeal that creates sales. 


Ask Your Jobber about these fast selling items: 





Aerial Wire Arrestors (Lightning) 

Aerial Kits Bell Wire 

Assortments Bar Solder 

Battery Clamps Clothes Line 

Coil Wires (Stranded and Solid) 

Curtain Rods (Spring) Glass Insulators 

Ground Clamps Guy Wire 

Hair Wire Lead-in Wires } 

Lead-in Strips Nail Knobs 

Picture Wires Stovepi 2 Wire 

Spooled Wires Solder (Core de Solid) 

Solder Paste Stand off Screws 

Stone Wires Turn Buckles 

Television Accessories Radio Accessories 

Seizing Wire Utility Wires WwW u 
Weaving Wire Wire Assortments C bo L iz & 


PORTABLE PIPE THREADER 


The sensational successor to the famous Quijada Model 3-A. 
Specific design improvements from stem to stern carry the new 
Chief many strides forward in doing better, faster, cleaner 
FAVORITE ASSORTMENT STOVE PIPE WIRE | pipe threading work. Range from '/2" to 2". Optional '/2" 
lame. SOLD THROUGH JOBBERS ONLY and %" pipe—3" and 1%" bolt. Low price. 











| 
| 
| 
| Self-lubricating. Fully portable. Clean ASK YOUR JOBBER OR 
work area. Full chip pan. Push-pull WRITE FOR CATALOG 
switch. Audible Thread-length gauge 


WI R f C 0 oe P 0 . A Tl '@) N Automatic chucking and new speed ‘se QUIJADA TOOL COMPANY, INC. 


q 6 JAMAICA AVE. dles—among the features carried by 5676-36 Allies Ameeo 
se a NG ISLAND NEW YORK the new CHIEF. It will pay you to get : . 
: all details today. Los Angeles 32, California 









Behind This Price Tag Is... 


THE BIGGEST PAINT 
STORY OF THE YEAR' 


No matter how long you've been in busi- 


PORCH & DECK 
ENAMEL 






> 
FRISCH & CO., Inc. 


ness, you're bound to gasp at the price tag $68 GARRY STREET, NEW YOR 80. &. ¥ 


attached to the new FRISCO Line of House 
Paint and Porch and Deck Enamel! Never 
before has such paint been offered at such 





wes 
an eye-sn ing low figure! 
sil ites ° MAIL NOW FOR FULL FRISCO DETAILS 
{ 


Frisch & Co., Inc. 
565 Barry St., Dept. HA 
New York 59, N. Y. 


No doubt about it, FRISCO—the lowest- 
priced quality paint in all America—hits =>. ’ 





the market just when the demand is 


BY GIMBELS 






greatest. You know how it is in your 
community. People want paint, and people 





STANDARDS . Paints. 
need paint, but they balk at the fancy N 
‘ e ; Me sh Bite Ciel ing donor wane BAC 
prices asked for most paints. Now, in FRISCO Paints have , : 
FRISC , : been awarded the Gim- Re ee ee eee 
SCO, they get a quality paint at a bels Bureau of Stand- 


ards OK for brushing, Street 


self - leveling, drying 
time, resistance to sun, 
water, sulphide gas. 


price they want to pay! 


Please send me full details about low priced Frisco | 
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What Mid-West 


Coffee Pot 
Clock. .. 
Home Pasteurizer. . 
Shaver........ 
Curling Iron... a 
Built-in Kitchen Fan. 
Portable Fans. . . 
Radio. . 
Television 
Record Player 
Water Heater: 

House...... 

Milk House. 
Air Conditioning 
Ventilating System: 

Poultry House 

Dairy Barn. . 

Hog House. 

Milk House 
Motors: 

| h.p. or above 

Less than 1 h.p 
Drills 
Saws: 

Portable 

Stationary ee 
Power Grinder........ 
Metal Working Lathe. . 
Farm Welder. 
Milking Machine. 
Mechanical Barn Cleaner 
Milk Cooler a 
Poultry Water Warmer 
Stock Tank Heater... . 
Electric Fence 
Battery Charger 
Poultry Brooder 
Pig Brooder. 





Tllinois- 
Indiana 
6 
a 
9.1 

2 
9 
5.6 
4.3 
o.9 


Automotive and Tractor 


Buy New: Garden Tractor 
Tires for: 

Auto 

Truck 

Tractor 

Field Equipment 
Tire Chains for: 

Auto. . 

Truck 

Tractor... 
Batteries for: 

Auto. . 

Truck 

Tractor... 
Battery Charger 
Battery Testers. 
Anti-Freeze....... 
Anti-Freeze Testers. .. 


CO re 
Air Compressor other than Sprayer. 


180 


Nd 


tTAI DO 


_ 


Io 


ei 


ee O10 = b 


on 
~ 


6.9 


0 


9 
1.6 
2.8 


StI w 


—_ 


Farmers Plan to Buy This Year 


(Continued from page 80) 


Wisconsin Minnesota Towa Dakotas Nebraska 











o.8 1.8 3.5 8.5 2 
6.8 9.1 6.3 17.5 7. 
4.4 3.0 4.1 S 3. 
1.4 4.3 1.6 9.9 3 
0.7 0.5 7 0.5 0. 
4.4 ie 4.1 6.1 :, 
4.4 5.2 4.4 7.1 8. 
9.2 11.0 ros 20.3 14. 
6.8 2.4 6.3 4.0 5. 
8.2 a.o 5.1 9.0 8. 
22.2 16.7 18.2 29.2 12. 
2n.0 11.0 5.3 9.4 3 
1.4 ee Ls 2.8 

1.6 10.0 10.2 1.2 6. 
5.4 15.3 4.1 6.1 0. 
5.8 3.8 6.3 6.6 L. 
11.6 1.9 0.3 2 0. 
a. Fe - 8.8 6.1 8. 
9.6 14.8 9.4 29.2 9. 
11.0 4 12.9 I ll. 
3.1 4.8 2.8 2.8 2.4 
1.4 1.0 l .3 1.9 0.6 
4.8 8.6 3.8 9.0 ‘¢ 
1.0 2.4 0.6 2.4 0.6 
i:2 13.4 5.3 19.8 12: 
8.6 12.0 5.0 12.7 

1.0 2.4 to 2.4 

5.1 ee 5.0 ie - 

5.5 8.1 13.0 10.8 

1.4 4.3 8.2 11.8 6 
10.3 10.0 6.3 1.7 4 
3. 4.8 2.8 8.5 l 
4.2 7.7 9.8 a4 5 
4-0 (7.0 11.9 Lt.2 ( 

Equipment 

2.4 1.9 1.3 9D. 

5.8 12.0 16.6 14.6 16. 
io ee: 4.7 (.2 6 
S.2 9.6 10.0 is.7 12 
1.4 1.9 ee: 0.9 
6.5 3.8 6.3 3.5 2 
3.8 1.4 1.9 1.2 3 
6.8  - 4.4 3.8 6. 
1.6 13.9 15.4 18.4 16. 
S13 6.7 3.1 8.5 6 
9.9 8.6 is.2 16.5 8 
o.3 4.8 2.8 8.5 l 
a | 1.9 1.6 1.2 E. 
6.2 43.1 46.7 34.4 18. 
i} ie 4.4 6.1 o. 
4.8 3.8 Lo D.2 2. 
2.4 3.8 5.0 9.0 3. 
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No. 555 
in color 


No. 557 
in all-chrom 


Ne. 535 .. 
five colors 
dial head ti 
large magr 
control. R 
50c higher 
No, 557.. 
of five col 
Denver an 
Counselor 
different pr 
ever offere 
Write for c 
information 





THE B 


HARDWAI 





THE © /Cecsezeen, LINE... 








fepewen 


. the pace-setter ... the original woven 
metal fire curtain that’s known and demanded, 
is having a longer selling season this year. 
Extend your Flexscreen profit season—keep 










| No. 555 — Flexscreen on display ... keep your “‘fire- 
, in color F Gearenteed by * place corner” set up —ready for business. 
Good Housekeeping - 
No. 557 ai 






23 MILLION MESSAGES 


in all-chrome 





in these magazines, in Feb- 
, , ; , ruary and March alone, will 
No. 555... A streamlined beauty finished in choice of back your Flexscreen selling. 
five colors with marbleized rubber mat in matching shade and Tiagil wall aimee linak ine. 
dial head trimmed in chrome. Waterfall type platform... unit sliaat Pexsanens 
large magnifying lens for easy reading . . . Zerostat dial 8 superior fabric . . Unipull .. 
control. Retail Fair Trade Price, $5.95. Denver and West, the beauty, safety ead coe- 
50c higher. | venience they find only in 
No. 557... A deluxe model in all-chrome finish with choice Flexscreen. They'll be call- 
of five colored mats. Retail Fair Trade Price, $7.95. ing for Flexscreen this spring 
Denver and West, 50c higher. —be sure you're ready! « ale oTe 


Counselor scales are also offered in two additional models, in | FOR PLUS PROFITS 
different price ranges, to give you the finest line of scales 
ever offered. ... feature the new portable 
Frame Flexscreen—also na- 
tionally advertised during ; 
February and March... de- | 
signed and priced for vol- 
ume sales. And don't forget fe i 
the Flexscreen line of Firee ~i24 4s! | 
place Accessories..andirons, + lg 
firesets, firelighters, etc., spe- 
cially designed as “com- 
panion pieces” to Flexscreen. 


Write for complete 
information today. 





Ask our representative to call with complete informa- 
| tion, or write us, at 150 North Street. 


4 BENNETT -TRELAND INC. & 


THE BREARLEY CO., ROCKFORD, ILLINOIS | 
New York Office, 1125 Broadway | 
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Commercial Fertilizer.............. 
Silo Unloader. . 
Litter Carrier. . 
Stationary Engine: 
Gasoline. ...... 


Diesel 
Windmill. . 
Pump Jack. 


Stock Tank. 
Stock Tank Heater: 


Electric 


Other. .... 
Portable Irrig: ition Pi ipe. 
Irrigation Pump. 
Tree 


Portable 


Gas 


and Log Power Saw... 
Power Post Hole Digger ies 
Portable Mechanical Hoist Jack..... 
Farm Welder: 

Electric... 


Air C ompressor other than Spraver. 


Milk Cooler: 


Electric. 
Other. . 
Milk ¢ 


Milker. 
Feed C: 


‘an Hoist 
Cream Separator. 


urrier 
Hog l’eeders 


Poultry ainecees Equipment 


Nests. ... 


Hog Waterers 
Poultry Water Warmer: 
Electric. .. 


Other. 


Poultry Brooder: 


Electric. 
Other. . 


Electric Pig Broode Tr. 
Fencing.......... 
Electric Fence. . 


Gates. . 
Posts: 
Steel. . 


Wood. . 


Treated WwW ood 

Treat Your Own 
Lawn Mower: 

rand... .<... 


Power. 


Compressed Air Sprayer: 
Power Take-off 
Separate Power Unit. 


Sprays 


Livestock Spraying Attachment. 
Crop Spraying Attachment. 

Paint Spraying Attachme nt... 
Weed — Chemicals........ 


Insecticides. 
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Tllinois- 
Indiana Wisconsin Minnesota Towa Dakotas 
31.3 35.6 26.8 21.9 14.6 
1.4 1.0 1.4 1.6 1.4 
2.8 6.5 rie 1.1 4.2 
1.2 0.7 1.0 0.3 1.9 
7 1.0 aa J 
0.2 1.0 2.2 2.4 
S.2 4 3.8 1.6 6.1 
8.6 2.4 Dit 6.3 3.2 
8.8 1.4 4.3 8.2 11.8 
5.6 1.0 2.4 i) 6.6 
0.5 0.7 1.9 0.3 3.8 
O.7 1.4 1.4 0.3 3.8 
3.0 Se. 1.9 1.6 2.8 
1.6 3.8 1.3 6.9 9.4 
1.9 0.3 1.4 0.9 0.5 
9.3 tie 13.4 3.2 19.8 
1.4 0.7 3.8 0.€ 3.8 
6.7 2.4 3.8 5 9.0 
6.9 15.1 a7 5.0 b.2 
L.6 a2 3.8 0.9 0.5 
1.4 a3 2.9 0.6 0.5 
L.S 1.0 4.3 | 8.0 
7.6 8.6 12.0 5.0 i .7 
1.4 3.3 1.4 0.9 1.4 
14.4 11.3 10.0 10.7 9.9 
1.2 12.6 12.0 10.5 13.2 
16.4 16 14.8 14.0 17.5 
11.8 :.3 44 10.3 8.0 
11.0 B.D 8.1 13.0 10.8 
1.6 2.4 0.5 2.9 2.4 
8.2 1.2 ‘ei 9.8 7.1 
2.0 1.7 2.4 a5 33 
10.9 7.5 12.0 11.9 i.3 
37.9 IS.8 14.8 4 14.6 
8.8 10.3 10.0 6.3 1.7 
Pee 9.2 12.0 21.0 11.8 
21.0 16.4 22.0 20.3 28.3 
18.8 20.5 15.3 iy .2 14.6 
6.7 2.4 yo 16.9 6.1 
4.6 9.9 11.0 7 9.0 
a0 4.8 2. 2.2 1.2 
17.8 8.6 11.0 12.2 9.0 
a oOo oO 
and Spraying Equipment 
1.2 Ly 1.9 3.3 4.7 
: 2.1 &., 2.8 1.2 
1.9 1.4 1.4 1.3 1.7 
8.6 o.i 4.3 8.8 i 
5.3 3.4 1.9 1.3 Le. 
31.0 25.3 21.3 36.1 38.7 
15.3 19.9 13.4 18.5 3.4 


General Farm Equipment 
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* MARSHALLTOWN TROWELS « 


MARSHALLTOWN TROWEL COMPANY 


a 


(ef) ras Loe 














TRADE MARK REG. 


SOLDERING FLUX 
Liquid and Paste 


For customer satisfaction and more 
profits to you. 

Sells on sight from 
counter display cartons. 





self - selling 


See your jobber or write 


RUBY CHEMICAL CO. 


58 McDowell St. Columbus, O. 











* MARSHALLTOWN, IOWA 











New content 19” One Man Chain Saw — Model 4 
p. — weight only 38 Ibs 
Equipped m4, “famous Warren High Speed Chain — 
cuts easier, cuts faster, cuts longer without dulling 
Also Model 42 30’ Two Man Saw and Model 7 Master 
Two Man Saw in 24, 36 and 48” sizes 
Dealer opportunity in some areas 


Lombard Governor Corporation, Ashland, Massachusetts 














¢ GREAT NECK SAW MERS., iwc. - Mineola, N.Y. « 


ENGINEERED QUALITY TOOLS SINCE 1919—at popular prices .. 


© hack saws 
© panel saws 

© pruning saws 
© block planes 


© hand saws 
© mitre saws 
© wood chisels 
© fore planes 
FOR ACTION SALES... 


















. Nationally Advertised Products 










© hack saw frames 
© coping saws 

© compass saws G nests 
© smooth planes 


© keyhole saws 
© coping saw frames 
© screw drivers 

© jack planes 






SEE YOUR JOBBER IMMEDIATELY! 











OUPONT 
CELLULOSE 
SPONGE 










FASTEST 
SELLING 


No Wringing 
Stooping 
Splashing 


oice of 


HOUSEWIVES FoR it “YEARS 


Women know Minute Mop—the big- 
gest selling sponge mop in America! 
They've used it and liked it for 
years, coming back time and time 
sgain to replace mopheads when the 
DuPont Cellulose Sponge finally 
Wears out after long hard use, Yes. 
It's good business to have what the 
customer wants—the genuine Minute 1101 
oo and Drainer. Call your jobber Geo 
ay. 


MINUTE MOP CO. 





$] 95 complete 


13 E.23 rd.St. 
CHICAGO 16 ILL. 





Advertised in the Saturday Evening Post and other papers 


4, 


All-purpose FAMILY 


FAUCET REPAIR SET 
Sells fast at $2.95 


Send for new O’Malley Catalog Folder 


EDW. O'MALLEY VALVE CO. 
7602 Greenwood Ave. CHICAGO 19 














FOLLOW THE LEADER IN 


Year after year HARDWARE AGE has led its field in 
the volume of CLASSIFIED as well as DISPLAY adver- 
tising. Its classified columns bring together buyer and 
seller, employer and employee. 


HARDWARE AGE 


“Want Ad" 


enn ed Cypertunitios Su. 


ADVERTISING— 


Those who contact the hardware trade know from ex- 
perience that HARDWARE AGE is the logical medium 
to use to secure RESULTS from their classified adver- 
tising. Follow the leader. 


100 East 42nd Street, New York 17, N. ¥ 


BILLINGS LIFE-TIME WRENCHES 


EACLvusivet tT 


THE BILLINGS & SPENCER CO 


HARTFORD |! CONN 
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FOR HARDWARE TRADE 


ORDER FROM YOUR WHOLESALER 


THE 
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Quik 


RAT KILLER 


Easy to Sell and Use 
ee sere 


Hush adit pL baa 


“Quick DEATH, 


Your Silent Salesman” 
* 24—25¢ Pkgs. on Card, Retail $6.00 € 


Dealer Price $3.60—Profit $2.40 


New, large package—16 Baits. Forti- 
fied Red Squill—Machine Made Baits. 
Sell Your Customers the Best! Satis- 
faction Guaranteed. Order from Your 
Jobber or Direct. 


THE OHIO PRODUCTS CO. 


NORTH MADISON I, OHIO 
“Sell Mouse Jinx. Kills Mice—25¢ Pkg.” 


e Some territories available to salesmen 
calling on Hardware jobbers. 





House Number Displays 


Means Steady Sales 


Attractive counter displays of the 
famous Deluxe House Numbers are 
an ever-working salesman in your 
satin-silver 
finish numbers with their black back- 


store. These attractive 


ground will sell on sight. 


Send for sample and prices 





DIVISION CHISHOLM-RYDER CoO., 





5041 HIGHLAND AVE., NIAGARA FALLS, N. Y. 
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Write us. 


PREMAX PRODUCTS 


INC. 





| 
| 


| 










CONVENTIONS 


"Corrected Each Issue a fo tefen Data 


COMING 








AND 
EVENTS 














Alabama Retail Hardware Associa- 
tion, annual convention and_ exhibit, 
May 17-19, at the Tutwiler Hotel, Bir- 
mingham. Mrs. Euna G. Ramsey, 509 
North 19th St., 


tary. 


Birmingham 3, secre- 


American Hardware Manufac- 
turers Assn., 98th semi-annual con- 
vention meeting jointly with the 59th 
annual convention of the Southern 
Wholesale Hardware Association, 
April 2-6, at the Netherland-Plaza Ho- 
Arthur L. Fau- 
bel is secretary-treasurer of the manu- 


tel, Cincinnati, Ohio. 


facturers’ association with headquarters 
at 342 Madison Ave., New York City 
17. T. W. MeAllister, 814 Metcalf 
Bldg., Orlando, Fla., is managing direc 
tor of the wholesalers’ group. 


American Hardware Supply Co., 


annual merchandise fair and_ stock- 
holders’ meeting, Jan. 30-Feb. 1, at 


company headquarters, 41 Terminal 
Way, South Side, Pittsburgh 19, Pa. 
William M. Stout, executive vice-presi- 
dent and general manager. 


Arkansas Retail Hardware & Im- 
plement Assn., convention and exhibit, 
Feb. 13-15, at the Hotel LaFayette. 
Little Rock. A. W. Porter, LaFayette 
Hotel, Little Dock, is secretary. 


Builders’ Hardware Conference, 
Fifth Annual Pacific Coast Regional 
Conference, May 17-19, at the Ahwah- 
nee Hotel, Yosemite National Park, 
Cal. Sponsored by Districts 18, 19, and 
20 of the National Contract Hardware 
Association and of the American So- 
ciety of Architectural Hardware Con- 
4120 Madison Ave., New York 
City 17. John R. Schoemer, managing 


sultants, 


director. 


California Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Feb. 20-22, at the St. Francis Hotel. 
San Francisco. LeRoy Smith, Room 
262, Western Merchandise Mart, 1355 


Market St., San Francisco, secretary. 


Coast-to-Coast Stores, annual 
meeting, Feb. 5-7, at Minneapolis; 


Mastercraft Sales Meeting, May 1-2. 


Sponsored by the Coast-To-Coast Store 
Central Organization. Inc., 29-43 Main 
St., S. E., Minneapolis 4, Minn. 


Cooking and Heating Appliance 
Manufacturers, Institute of, con 
vention and exhibit, June 5-7, at the 
Netherlands-Plaza Hotel, 
Ohio. Samuel Dunckel, Institute man- 


Cincinnati, 


aging director with headquarters at 
Shoreham Hotel, Washington, D. C. 


Cotter & Co., annual stockholders 
meeting and Spring Merchandise Fair. 
Jan. 30-31, at the company’s office and 
Illinois St., 


warehouse, 365 E. Chicago 


11, Ill. 


Florida Retail 
Georgia Retail Hardware 


Hardware — and 
Associations 
will hold their annual convention joint 
ly in May, at the Seminole Hotel, Jack- 
sonville, Fla. William W. Howell, Way- 
cross, Ga., secretary for both groups. 


Franklin Hardware & Supply 
Co., annual spring meeting, Feb. 6-7. 
Meeting place to be announced later. 
F. Leon Herron, is executive vice-presi- 
dent of the company which is located at 
918-928 N. Delaware Ave., Philadelphia 
23, Pa. 


Georgia Retail Hardware and Flor- 
ida Retail Hardware Associations will 
hold their annual convention jointly in 
May, at the Hotel Seminole, Jackson- 
ville, Fla. William W. Howell, Way- 


cross, Ga., secretary for both groups. 


Industrial Supply Convention, 
May 22-24, at Atlantic City, N. J. Con- 
booths at the Public Audi 
torium Convention is sponsored jointly 


ference 


by the American Supply & Machinery 
Manufacturers’ Assn., general manager, 
F, Kennedy eae, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn., secre 
tary-treasurer, Henry R. Rinehart, 505 
Arch St., Philadelphia 6, Pa.; Southern 
Supply & Distributors’ 
Acssn., secretary-treasurer, E. L. Pugh, 
712 Volunteer Bldg., Atlanta, Ga. 


Machinery 


Iowa Retail Hardware Associatior 


annual convention, Feb. 7-10, at Des 
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Moines, Iowa. Convention headquar- 
ters, Hotel Savery; exhibition, Poultry 
Industries Bldg., Fairgrounds. Philip 
R. Jacobson, Mason City, secretary. 
Kentucky Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Jan. 30-Feb. 1, at the Brown Hotel, 
Louisville, Ky. D. W. Laws, 501 Re- 
public Bldg., Louisville 2, secretary. 
Louisiana Retail Hardware Asso- 
ciation, annual convention March 20- 
21, at the Hotel Heidelberg, Baton 
Rouge. David O. Mansfield, 226 S. 
State St., Jackson, Miss., is secretary. 


Marshall-Wells 
Congresses sponsored by the Marshall- 
Wells Co., Duluth, Minn. At Duluth, 
Feb. 13-15, at Portland, Spokane and 
Seattle (combined in one meeting at 
Portland), Feb. 20-22; at Billings, Feb. 


27-28. 


Associate Stores 


Michigan Retail Hardware Associa- 
tion, annual convention, Feb. 21-23, at 
Grand Rapids. Convention headquar- 
ters, Pantlind Hotel; exhibit, Audi- 
torium. Harold W. Schumacher, 1112 
Olds Tower Bldg., Lansing 8, secretary. 


Mississippi Retail Hardware <Asso- 
ciation, annual convention, June 5-6, at 
the Buena Vista Hotel, Biloxi. David O. 
Mansfield, 226 S. State St., Jackson, is 
secretary. 


Missouri Retail Hardware Associa- 
tion, annual convention and_ exhibit, 
March 7-9, at the Jefferson Hotel, St. 
Louis. Louis i Kreh, 1189 Arcade 
Bldg., 812 Olive St., St. Lonis, secre- 


lary. 


National Contract Hardware As- 
sociation and its affiliate, the Ameri- 
can Society of Architectural Hard- 
ware Consultants, annual convention, 
Sept. 18-21, at the Kiel Auditorium, St. 
Louis, Mo. John R. Schoemer, man- 
aging director, is located at 420 Madi- 
son Ave., New York City 17. W. E. 
Peterson, Shapleigh Hardware Co., is 
chairman of the General Convention 
Committee. 


National Hardware Week, April 
28-May 6. Sponsored by the National 
Retail Hardware Association, Indian- 
apolis, Ind. Rivers Peterson, managing 
director. 


National Hardware Show, Oct. 
2-6, at Grand Central Palace, New York 
City. Sponsored by National Hardware 
Show, Inc., 331 Madison Ave., New 
York City; Frank M. Yeager, director. 


National Retail Hardware Asso- 
ciation annual congress, July 17-20, at 
Seattle, Wash. Rivers Peterson, 333 
No. Pennsylvania St., Indianapolis 4, 
Ind., managing director. 

Nebraska Retail Hardware Asso- 


ciation, annual convention, Feb. 14-16, 
it Omaha. Convention headquarters, 
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Paxton Hotel; exhibit, Auditorium. 
C. A. McCoy, 325 Insurance Bldg., Lin- 
coln 8, secretary. 


New England Hardware Dealers 
Association annual convention and ex- 
hibit, Feb. 21-23, at the Hotel Statler, 
Boston, Mass. Russell R. Meuller, 185 
Dartmouth St., Boston 16, secretary. 

New York State Retail Hardware 
Association, annual convention, Feb. 14- 
16, at Buffalo. Convention headquarters 
at Hotel Statler; exhibit, Memorial 
Auditorium. Nichols H. Kiley, 904 Hills 


Bldg.. Syracuse 2, secretary. 


North Coast Retail Hardware Asso- 
ciation, annual convention, Feb. 12-14, 
at Multnomah Hotel, Portland, Ore. 
D. D. Stewart, 714 American Bank 
Bldg., Seattle 4, Wash., secretary. 


North Dakota Retail Hardware As- 
sociation, annual convention, March 2] 
23, at Bismarck. Convention headquar- 
ters, Patterson Hotel: exhibit, Audi- 
torlum. Miss Clarine Sherwood, 24 
Clifford Bldg., Grand Forks, secretary 


Northern Wholesale Hardware 
Co., annual convention and merchan 
dise Show, March 12-14, at company 
headquarters, 805 N. W. Glisan St.. 
Portland, Ore. Stockholders’ annual 


meeting, Monday night, March 13. 


Ohio Hardware Association, annua! 
convention, Feb. 7-9, at Cleveland, 
Convention headquarters, Hotel Statler; 
exhibit. Auditorium. John B. Conklin, 
198 So. High St.. Columbus, secretary. 


Oklahoma Hardware and Implement 
Association, annual convention and ex- 
hibit, Feb. 7-9, at Municipal Audi- 
torium, Oklahoma City. Robert K. 
Thomas, 711 Wright Bldg., Oklahoma 
2, secretary. 

Ontario (Canada) Retail Hardware 
Assn., annual convention and exhibit, 
Feb. 6-8, at the Royal York Hotel, 
Robert M. Lamb, 1835 Yonge St., 
Toronto, Canada, secretary. 


Rehm Hdwe Co. annual dealer 
convention and merchandise exhibit, 
Jan. 31-Feb. 1, at the Sheraton Hotel, 
Chicago. Sponsored by the wholesale 
hardware company which is located at 
Blue Island Ave. and 15th St., Chicago 
8. 


Sportsmen’s Shows: New England 
Sportsmen’s & Boat Show, Feb. 4-12, 
at Mechanics Bldg., Boston, Mass: 
National Sportsmen’s & Vacation 
Show, Feb. 18-26, at Grand Central 
Palace, New York City; International 
Sports & Outdoor Exposition, March 
3-12, International Amphitheatre, Chi- 
cago: Buffalo Sportsmen’s & Boat 
Show, March 17-24, at Memorial Audi- 
torium, Buffalo, N Y.; Detroit Con- 


gress Sportsmen’s & Vacation Show, 








Make your store 
the Headquarters for 


Family Fun 


— with 


— SoutH BEND Croquet! 








PARENTS 


MAGATINE 







Be the source for all equip- 
ment connected with fam- 
ily fun! Tie in South Bend Cro- 
quet with displays of outdoor 
accessories. You'll benefit from 
the increased interest in yard 
activity promoted by this popu- 
lar family game. 


SALES REPRESENTATIVES 


Eastern—Juiius Levenson, 7 E. 17th St., N. Y. 

Southern—L. Williams & Co., Nashville, Tena. 

Midwest—South Bend Toy Mfg., So. Bend, Ind. 

S. Calif. & S.W.—Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 

No. Calif.—Standard Toy Agencies, 718 Mission, 
San Francisco, Calif. 

Denver & Pac. N.W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 


SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


‘SOUTH BEND 


8 
§ 


AMERICA’S FAMILY GAME 
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SKELETON | ~— 
KEY THIEVES! , 


Old keyhole locks invite "skeleton key 
burglaries." Here's the best solution— 
at a profit to you! Tell your customers to 
replace those old doorknobs with a low cost 
LaBELLE DOORKNOB LOCK. Takes only a 
few minutes and it fits any door with a latch. 


Once locked, the LaBelle outer knob 
spins freely on ball bearings. Can't be 
jammed or sprung. Inside knob opens the 
door at any time. Makes door more attrac- 
tive, too, with its modern styling, beautiful 
rose plate, and FIVE finishes. Three types of 
keying. Colorful displays helps you sell. 


Write today for the sales-making story 
on LaBelle DOORKNOB LOCKS. 


LaBELLE INDUSTRIES, Inc. 


OCONOMOWOC, WISCONSIN 













Cartridge .50 


Slightly higher 
in West 


VITAL Patented “Skeleton” type 
Gun and Spouted Cartridge 


Vital-Calh . . « Vital-Calk spouted 


cartridges are inexpensive and practical. 
Ready to use—just snap into gun and 
caulk. No messy cleaning. Filled with 
top grade compound. 





_ Ss 
~ ty 
. / 
Vital - Calher ... The “‘skeleton’’ gun 


and spouted cartridge, originated by 
VITAL, is the hottest caulking combination 
on the market. Get it on display and really 
sell caulk! 


SEE YOUR JOBBER OR WRITE US TODAY 


VITAL PRODUCTS MFG. CO. 
7500 Quincy Avenue, Cleveland 4, Ohio 
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Coming Conventions 
And Events 








March 25-April 2, at Fair Grounds, De- 
troit, Mich. Shows sponsored by Camp- 
bell-Fairbanks Expositions, Inc., 929 
Park Square Bldg., Boston 16: 139 E. 
57th St., New York City 22; 28 E. 
Jackson Blvd., Chicago 4; 331 Andrews 
Bldg., Buffalo 2; 1331 Majestic Bldg., 
Detroit 26, 

Southern California Retail] Hard- 
ware Association, annual convention, 
Feb. 21-23, at Long Beach. Convention 
Wilton Hotel; exhibit, 
\uditorium. A. C. Kammbeier, 416 W. 
8th St., Los Angeles 14, secretary. 

South Dakota Retail 
\ssociation, annual convention. March 
7-9, at Sioux Fells, S. D. 
headquarters, Cataract Hotel: exhibit, 
Coliseum. O. R. Baily, 605 So. Euclid 
\ve., Sioux Falls, secretary. 

Southern Wholesale Hardware 
Assn., 59th annual convention meeting 


headquarters, 


Hardware 


Convention 


jointly with the 98th semi-annual con- 
vention of the American Hardware 
Manufacturers Association, April 
2-6, at the Netherland Plaza Hotel, 
Cincinnati, Ohio. T. W. McAllister is 
managing director of the wholesalers’ 
association with headquarters at 814 
Metcalf Midg., Orlando, Fla. Arthur L. 
Faubel, 342 Medison Ave., New York 
City 17, is secretary-treasurer of the 
manufacturers group. 

Tennessee Retail Hardware Asso- 
ciation, annual convention, Feb. 20-21, 
at the Hotel Noel, Nashville. Morris 
Jones, P. O. Box 784, Nashville 2, see- 
retary. 

Triple Mill Supply convention, see 
listing under Industrial Supply con- 
vention. 

Tri-State Hardware and Implement 
\ssociation, annual convention and ex- 
hibit, Feb. 13-15, at Herring Hotel, 
Amarillo, Tex. W. D. Shephard Can- 
yon, Tex., secretary. 

Virginia Retail Hardware Associa- 
tion annual convention: March 21-23. 
at Roanoke. Convention headquarters, 
Hotel Roanoke; exhibit, American Le- 
gion Auditorium. G. T. Omohundro, 


Jr.. Scottsville, secretary. 


West Virginia Hardware Associa- 
tion, annual convention and exhibit, 
March 13-15, at the Greenbrier Hotel. 
White Sulphur Springs, W. Va. James 
C. Fielding. 1628 McClung St., Charles- 
ton 2, W. Va., secretary. 

Wisconsin Retail Hardware Asso- 
ciation, annual convention Feb. 7-9, at 
Milwaukee. Convention headquarters, 
Schroeder Hotel; 
B. A. 


treasurer. 


exhibit, Auditorium. 


Lewis, Stevens Point, secretary- 


FINEST hand mower 

Blair ever made. The 

seventy years of 
experience behind 

every Blair mower 

is reflected in the 
satisfaction they 

The guarantee your 

Pilgrim customers. 


LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 








, BEE 
_NEW Farm-wisk 
ELECTRIC STOCK WATERER 
Offers Quick Sales—More Profits 


Makes possible low-cost, automatic out- 
door watering the year-round—even In 
FREEZING weather. Easy to install. 
Guaranteed for one year. Standard trade 
discounts. Delivery NOW! 


Write for Catalog Sheets and Prices 


CALF-TERIA SALES, INC. 
Dept. B Fort Wayne 3, Indiana 


SoHi 


Circular Saws 
and Dado Heads 
SoHi TOOL CO., INC. 


OSHKOSH, WISCONSIN 


a 


Tat 


ALL-PURPOSE-HOLDERS 

Holds anything from toothbrushes or 
scissors to tools, brushes or large 
brooms, Sturdy nickelplated wire 
with screws. Small size to %” dia. 

| Large size to over 1” dia. 10¢ ea. 
| 3 for 25¢. 


per carton (36) ...... $2.00 each 
| 6 cartons or over...... $1.80 each 
E. & J. ENTERPRISES, INC. 
39 GROVE AVE., VERONA. N. J. 
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Vj SCRAPER 


THE LEADER SINCE 1872 ( Y/ ROLLER 
Red Devil Glass Cutters and other glaziers’, . | stiprcee 
painters’ tools and machines are designed to the 
times—there’s no substitute for quality 

Send for Catalog 19 


RED DEVIL TOOLS. Irvington 11,N.J.,U.S.A. 















INGERSOLL 





TS 


“U" flanged posts with self-fastening 
lugs. No Staples Required. 


DEALERS!, if your jobber cannot supply, 
write us. Attractive prices and 
delivery dates. 






SHOVELS 


... Edges won't split or curl! 








—because their blades are made of 
TEM-CROSS Ingersoll Process Steel. 


It is cross-rolled to give an interlocking, 
mesh-grain structure and heat-treated to 
hold edge keenness and to resist curling 
and splitting. Write for prices. 


"A Borg-Warner Product” 


INGERSOLL STEEL DIVISION 


Borg-Warner Corporation, New Castle, Ind. 



















Manufactured by ; 
et) RUDOLPH POULTRY EQUIPMENT CO. <= 


ra . . a ye | 















Wanted by Shooters everywhere! 












More sales for you with another de- a new low price. Accuracy and new 
pendable product — the new Noble safety features; balance and smooth 
Model '33''—hammerless, slide ac- operation, make the "33" an outstand- 
tion, repeating rifle that's gaining ing rifle for all your customers. Ask 
greater favor with more and more your jobber for information and place 


shooters every day! A terrific value at your order with him now! 











COMPANY Haydenville, Mass. 


PE Tm tito) a 


Sockets 


Sockets 











ASK 


YOUR These popular, bright brass- 
plated steel pole sockets re 
ea wrapped in pairs and ‘packed 
Y | Avelintite te Five then—dor j one-dozen to a box. Designed so 

‘ | —for pole and > » Fre wi 
STYLED FOR BEAUTY » GUARANTEED FOR SERVICE | rod diameters of 1", 1%", 1%", 1%" out. detaching sockets from 
H e ° | 5". Pri. d lete inf : wall. This small, but useful 
istributed xX | ° | and 11/2''. Prices and complete informa ite Mogg cms oom : 
exclusively through your jobber | | ‘isn ccomosy sumihow. tem to mecomney part © 





Made exclusively for | 


AMERICAN IMPORT CO., San Francisco, California | | GkaWid/ EAL ALD ae or 

















BE WISE...BUY BRUSHWISE BRUSHES! 


Before you place your ont ae 
es 4 - ~~) ~~} “BRUSHWISE 


Attention Salesmen! Territories Open CORPORATION 






ADDRESS ALL INQUIRIES TO BRUSHWISE CORPORATION, WEST FOURTH AT MERCER ST., NEW YORK 12, N. Y. 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Positions Wanted 


Allow Seven Words for Keyed Address 


or Your Address 








Set solid, maximum, 50 words..... ++ $5.00 
Each additional word......... -10 


(Special Rate) set solid, maximum, 
OO WIE Sider sccswosteearecsends $2.00 
Each additional word......... -05 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 











— 














[ Help Wanted 


_| [Sales Repnesentakivess Wanted] [Sales Reprentalines Wanted 





SALES MANAGER. GROWING WHOLE. 
SALE HARDWARE BUSINESS located in 
Ohio, wants Sales Manager. State your expe- 
rience, opportunity for right man. Address Box 
N-596, care of Harpware AGE, 100 East 42nd 
St., New York 17, N. Y 





ARE YOU “BOTTLED UP’? Many excel- 
lent men over 35, with 4 years or more experi- 
ence, Wholesale Hardware, are Assistant Man- 


agers of Credits, Buying or Selling, but can’t 
progress, wasting opportunities until older man- 
agers die or retire. Think—Are You “Bottled 
Up”? By agreeably shifting personnel we offer 
you full managership permanently Now. Con 
fidentially write detailed qualifications. We wel 
come full investigation. Many years 100% whole- 
sale jobbers. South. Address Box N-628, care cf 
Harpware Ace, 100 East 42nd St., New York 
.. ¥. 


He; 





PAINT SALESMAN WITH FOLLOWING 
AMONG PAINT AND HARDWARE STORES 
to sell a Low Priced but Quality Line of Paints, 
Varnishes and Enamels. Address McNamara 
Paint Co., Inc., 433 Leland St., Detroit, Michi 
gan. 





PLUMBING SPECIALTIES — SALESMAN 
WITH FOLLOWING for established New York 
Firm. Sell to Hardware Stores and Plumbing 
Contractors. Choice (protected) Territories Open. 
Commission. Replies confidential. Address Box 
N-616, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y 





NEW YORK HARDWARE JOBBER WITH | 


NATIONALLY ADVERTISED LINES _has 
Openings for Experienced Salesmen with follow- 
ing in Long Island, Westchester County, and New 
Jersey, and Metropolitan Area. Replies will be 
kept confidential. Address Box N-581, care of 
ee a AcE, 100 East 42nd St., New York 
17, 





[Sales Representatives Wanted } 


SALESMAN TO INTRODUCE IMPORTED 
LOWEST PRICED PRECISION VERNIER 
CALIPER to Good Tool and Hardware Accounts. 








Address Box N-614, care of Harpware AGE, 
100 East 42nd St., New York 17, N. Y 
SALESMEN WANTED—SALESMEN NOW 


CALLING ON Hardware and Paint Stores in- 
terested in augmenting their present income by 
representing a house with an old_ established 
line of quality products of paints and varnishes, 
reasonably priced especially known as experts in 
Master Painters Products. Protected territories. 
Top Commissions. Reply to Box N-610, care of 
es ea Ace, 100 East 42nd St., New York 
17, N Pe 








SALESMEN & REPRESENTATIVES NOW 
CATLTLING ON PLUMBERS & HARDWARE 
STORES — Manufacturer changing method of 
distribution selling direct to retailers the best 
competitive low price, high quality Wall Type 
Chrome Plated Swing Spout Faucet on the mar- 
ket, protected territories, liberal commissions. 
Please write to Box N-588, care of HARDWARE 


Acez, 100 East 42nd St.! New York 17, N. Y 








SALESMEN 


now calling on retail hardware trade & plumbing sup- 
ply houses in Michigan & assachusetts to cai 
complete line of Popular Priced—Fast Selling— 
Piumber’s Brass & Rubber Goods. We are an old line 
& well established Co. with many active accounts to 
turn over—fully protected territory—excell. opport. for 
right man. Give full particulars in Ist letter to 


B-32, P. O. Box 3575, Philadelphia 22, Pa. 

















ELECTRICAL WIRING DEVICES 


Manufacturer of approved line of sockets, switches, 
ete., wants experienced aggressive salesmen with es- 
tablished contacts among electrical, hardware and 
housefurnishing wholesalers. Many territories open 
Including Metropolitan New York areas. Unusual 
earnings on protected commission basis. Write eon- 
fidentially all details. 
Address Box N-607, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








DUE TO ILLNESS WE HAVE AN EXCELLENT 
OPENING iN OUR SALES ORGANIZATION, 
IN A WELL ESTABLISHED TERRITORY, FOR 
A HARD-WORKING CAPABLE SALESMAN. 
WRITE STATING QUALIFICATIONS, INCLUD- 
ING PREVIOUS SELLING EXPERIENCE, TO 


QUEEN CUTLERY COMPANY 


200 Madison Avenue, New York 16, New York 








SALESMEN: IF YOU ARE LOOKING FOR 
AN EXCELLENT SIDE LINE to sell to large 
hardware dealers, door manufacturers, lumber 
yards; tubular locks. Liberal commission. Write all 
replies confidential to Box 1654, 1474 Broadway, 
New York, N. Y. 





SALESMAN WANTED, calling on Retail 
Hardware Trade and Lumber Yards, to repre 
sent our Mitre Box Product, considerable territory 
open, straight commission basis, give experience 
and territory now covered in your reply to Arrow 
heart Industries, P. O. Box 456, Detroit 4, 
Michigan 





NEW YORK HARDWARE JOBBER RE 
QUIRES SEVERAL SALESMEN ealling on 
retail hardware trades with a following in New 
York City, Long Island, New Jersey and Conn. 
Write stating experience to Box N-621, care of 
HarpwareE AcE, 100 East 42nd St., New York 


| 17, N. ¥ 





FOR SIDELINE SALESMAN 
New York Lacquer, Remover and Varnishes 
Manufacturer wants Salesman calling on hard 
ware stores and jobbers in Long Island, Bronx— 
Westchester, New Jersey, Connecticut. Good 
commission. Address Box N-622, care of Harp 


EXTRA $ 


| waRE AGE, 100 East 42nd St., New York 17, 
x. %. 








WANTED SIDELINE SALESMEN. Lead- 
ing Eastern Sporting Goods Manufacturer has 
Choice Territories Open for Men with retail 
trade following. Baseball Gloves, Baseballs, Soft- 
balls, Fishing Tackle, Golf Balls, Footballs, Bas- 
ketballs, Boxing Gloves. Commission basis. State 
territory covered, experience and lines now sell- 
ing. Address Box N-560, care of Hanpware AGE, 
100 East 42nd St., New York 17, N. Y. 








SIDELINE SALESMAN 


TO SELL NATIONALLY KNOWN LINES OF POWER TOOLS 
TO RETAIL DEALERS. TERRITORIES OPEN IN NEW 
YORK, PENNA., CONN., DEL., AND MARYLAND. WRITE 
AND STATE LINES NOW SELLING, TERRITORY COVERED 
AND EXPERIENCE. REPLIES WILL BE KEPT CONFIDEN 
TIAL. 
Address Box N-617, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
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TOOL MANUFACTURER OF LONG 
STANDING has One or Two Sales Territories 
Open. Will « on sales representa- 
tives having established clientele among the better 
grade retail hardware store and jobber outlets. 
Address Box N-591, care of Harpware AGg, 100 
East 42nd St., New York eG. es Se 





— 


HARDWARE, HOUSEWARE 
AND ELECTRICAL SUPPLIES 


Well known jobber with fast selling lines wants ex- 
perienced salesmen with following in all New York 
City boroughs and adjacent metropolitan areas. Won- 
| | derful opportunity with established protected territory 

and drawing account to men selected. Write fully. 
Replies confidential. 








SALES REPRESENTATIVES WANTED. 
Salesmen calling on retail hardware dealers, to 
sell a Complete Line of Steel Disc, Rubber Tired 
Wheels from 4” in Dia. to 10” in Dia. on a 
10% commission. Give references and state 
oe now covered and number of stores con- 
tacted. 


W. Washington Blvd., Hillside, Illinois. 





MANUFACTURERS 
WANTED for Texas, Louisiana, Nebraska, Kan 
sas and Oklahoma by Nationally Advertised and 
Accepted Saw (Hand) Manufacturer, to call on 
wholesale hardware and variety jobbers, chains, 
etc. Commission basis. Write only for States 
that you cover at least four times a year. Ad- 
1 N-627, care of HARpware AGE, 100 


dress Box 
East 42nd St., New York 17, N. 


REPRESENTATIVE 





NATIONALLY KNOWN GARDEN TOOL 
MANUFACTURER wants Representatives for 
exclusive territories in Western Pennsylvania, 
West Virginia, Kentucky, Tennessee. Established 
accounts and full, liberal commissions permit un- 
usual earnings. Write full details: age, present 
lines, territory, experience. All replies confiden- 
tial. Address Box N-615, care of HARDWARE AGE, 
100 East 42nd St., New York 7, MH. F. 





MANUFACTURERS AGENTS —LADD 
BEATERS want Established Housewares—Hard- 
ware Men, several territories. Long estab- 
lished, best known leading line: real quality 
for swell-up housewares business soon arriving. 
Commission. Ladds developed Steel Beaters. 
Everybody knows their superior quality, Real 
salesmen, live, capable of maximum distribution: 
none others. Address United Royalties Corp., 
1133 Broadway, New York 10, N 





MANUFACTURERS REPRESENTATIVES 
-HANDLE OUR “PATENT PENDING RE- 
ENFORCED WOOD RAKE.” _ Revolutionary 
design, replaceable head and handle, finest con- 
struction and materiais, complete size range. 
Hardware, garden, butcher supply houses, farm- 
ers, landscapers, nurseries, large users. Season 


now opening. Large discounts, excellent com- 
missions. Investigate, be surprised. Amalga 
Mfg. Co., 1503 Linden Blv'd., Brooklyn 12, 
New York. 








SALES REPRESENTATIVES 


To sell Sterling Sliding Door Hardware and 
Casement Hardware to Builders’ Hardware 
Dealers and Lumber Yards. Liberal Com- 
missions. Exclusive Territory. 


STERLING HARDWARE MFG. CO. 
2345 W. Nelson St., Chicago 18, Illinols 














Write LaGrange Metal Products, 4125 | 


Address Box N-602, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

















WANTED 
MANUFACTURERS AGENTS 


TO SELL QUALITY HARDWARE 
Well-established, Hard-working Men 
Reply fully to 
HIGRADE INDUSTRIES CO. 


Hamden 14, New Haven, Conn. 

















| fecounts Wanted | 


DISTRIBUTORSHIP he ag FOR SEV- 
ERAL NEARBY STATES. J ‘onn., 





Pa. We have an active oe eats and sales 
force selling to approximately 2000 active hard 
ware and building material accounts. We need a 


companion item. Only proven items will be con- 








sidered. The Frey Company, 305 Broadway, 
New York 7, N. Y 
AN ESTABLISHED CALIFORNIA SALES 


ORGANIZATION covering the Hardware, 
Housewares and Builders’ Hardware Fields de- 
sires Additional Nationally Advertised Lines on 
a commission basis. Address Box N-592, care 
of Harpware Ace, 100 East 42nd St., New York 
iw, me 





SALESMAN—covering Retail Hardware, Sport 
ing Goods, and Department Store Trade in North 
Carolina, South Carolina, Georgia, and Florida 
excepting Lower East Coast, desires Additional 
Non- Conflicting Line—commission basis. Several 
years’ experience with this trade—financially re- 
sponsible—excellent trade or personal references. 
Write Box N-603, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y 





CALIFORNIA-ARIZONA—MANUFACTUR- 


ER’S AGENT, TOOL SPECIALIST, Estab 
lished 1936. Covering all Jobbers and Whole- 
salers in the Hardware, Plumbing, Mill, Indus- 
trial, Electrical, Welding, Builder's, Pipe, and 
Automotive trades. Handling Mechanic Qu uality 
Hand and Hand Power Tools exclusively. Ad- 
dress Box N-611, care of Harpware AGE, 100 


| East 42nd St., New York 17, N 


HERMAN E. MILLER COMPANY, 139 Ot 
| tawa N.W., Grand Rapids, Michigan, desires 
Houseware Line. Merchandising through jobbers 
and detailing retailers in State of Michigan 


| 











NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detrot: 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and reterences 

















MANUFACTURERS’ AGENTS 


covering the Midwest States, selling over 350 custom 
ers including Hardware Jobbers and Hardware Chains, 


Automotive Jobbers and Ketail Chains, Electrical, 
Plumbing and Novelty Jobbers, Department Stores 
Mail Order Houses, Drug Chains Manufacturers 
who sell outside products thru their Retail Deater 
Organizations 


LEE E. LANE COMPANY 
624 SOUTH MICHIGAN AVE., Srenee. ILL. 








Tel. Harrison 7-6354-5 











SOUTHEASTERN STATES 


Agents. Established 1926 
Cover trade 4 times yearly 
Inquiries invited 


Manufacturer's 
Staff of 5 men. 
Commission basis. 


MeCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 














WEST COAST 


Manufacturers’ Agents established exclusively 
in hardware and housewares — California, 
Washington, Oregon calling on all classes of 
jobbers and chains want One or Two More 
Lines from Reliable Manufacturers. 


J. O. FURBY CO. 


H. W. Hellman Bldg., Los Angeles 13, Calif. 











v 











HAVE YOU 
A SALES PROBLEM? 


Man with 25 years’ selling and manufacturing 
experience personally calling on every hard- 
ware and plumbing supply wholesaler in the 
United States offers consultation work for an 
agreed fee in connection with sales problems, 
customer prospects, brand naming, packaging, 
advertising or practical territory layouts. Posi- 
tion not wanted—consultation services available 
only. Free to travel anywhere for interviews or 
temporary assignment. Replies held in strictest 
confidence. Highest banking reference or any 
hardware or plumbing supply wholesaler in the 
United States. 


Address Box N-619, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y 








(Classified Opportunities continued on page 190) 
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|  Clansihied Opporvtunitien. Section... 








| Accounts Wanted 


| [ Business Opportunities ] | Business Opporitunitiea | 





FACTORY REPRESENTATION WANTED. 
Active organization selling to wholesale hardware 
and allied trades in Metropolitan Area 
Distributorship for Lines where New York Stock 
is necessary. The Frey Company, 305 Broadway, 


New York 7, 


seeks 


A TOP NOTCH LINE TO GO TO HARD 
WARE TRADE in Texas and joining States. I 
have sold this trade for a number of years. Ad 
dress Box N-623, care of Harpware AGer, 100 
East 42nd St., New York 17, N. Y 


ADDITIONAL LINE WANTED. Making 
trip for large cutlery manufacturer early in 
February in following territory: Eastern New 
York State; Eastern Pennsylvania, excluding 


Philadelphia; and all of New Jersey. In view 
of shortness of line, can represent hardware or 
housefurnishing line for jobbers and department 
stores only. Maintain office and showroom in ideal 
New York location. Address Box N-630, care of 
HarpwareE AGF, 100 East 42nd St... New York 17, 
Ns Bs 








NEW PRODUCTS WANTED 


Have You a Chemical Product that can be sold 
to the hardware and the plumbing supply 
wholesalers? We can manufacture and dis- 
tribute it for you nationally on a royalty or 
cash purchase basis. 


Address Box N-618, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














| Positions Wanted | 


HAS YOUR FIRM AN OPENING tor a 
Hard Hitting Young Sales Clerk. Married, good 
education, experienced in large hardware and 
houseware establishments—-with a knowledge of 
locksmithing Desires a position that requires 
ambition, initiative, and _ intelligence Employ- 
ment must be in New York City. Address Box 








N 625, care of Harpware AGE, 100 East 42nd 
St., New York 17, N. Y 
POSITION WANTED | WOULD LIKE 


EMPLOYMENT in a Small Successfully Man 
aged Hardware Store preferably in a small town. 
Am willing to work and co-operate with owner, 
with the ultimate aim of assuming responsibility 
and making financial investment Part/whole. 
Address Box N-613, care of HArpwWAre AGE, 
100 East 42nd St., New York 17, N. Y 


HARDWARE EXECUTIVE: UNIVERSITY 
GRADUATE WITH OVER TWELVE YEARS 
HARDWARE EXPERIENCE including four 
years as general manager of large retail store, 
three years as paint buyer and manager of whole- 
sale paint division Thorough background in 
merchandising, management, advertising, 
displays, budgeting, stock control and purchasing 
Only positions of responsibility will be considered 
Address Box N-626, care of HaArpWARE AGE, 
100 East 42nd St., New York 17, N. Y 


sales 





EXPERIENCED 
covered Southeastern States 20 yrs. contacting 
leading wholesale, retail hardware and _ house 
wares department stores. Specialty cutlery. Thor- 
oughly familiar general hardware. Age 43, 
married. Own late model car, financially respon- 
sible Best business and character references. 
All replies held strictest confidence. Address Box 
N-600, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 


SPECIALTY 
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SALESMAN | 


FOR SALE: FURNITURE STORE. For de- 
EF P.O. B 37 


tails write care of fox 237, Lead, So. Dak. 


FOR SALE—HARDWARE STORE in Fast- 
est Growing Section of S.E. Florida. Established 
15 years. Gross over $100,000.00. Store modern, 
clean—will sell at inventory, approx. $40,- 
000.00 plus fixtures—Cash only. Owner retiring 
to grove in Central Florida. Address Box N-577, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. 


HARDWARE — ELECTRIC APPLIANCES. 
Sales $2,200 month; fine for plumber or electri- 
cian; can increase sales; excellent location; City 
of 25,000, Western New York; well stocked; com- 
plete line of hardware, appliances also plumbing 
supplies; modern equipped; sell complete with 
property; price $18,000, rare opportunity. Ad- 
dress Apple Company, Brokers, 1836 Euclid Ave., 


Cleveland 15, Ohio 

HARDWARE — SALES $110,000 YEAR. 
Western New York City of 10,000; attractive 
store 37x100; with basement and warehouse; 


$32,000 stock; complete line; modern equipped; 
business center; rent $100, long lease; large cli- 
entele, well known; franchise major products; 
opportunity tor partners, price reasonable, for 
quick sale. Address Apple Company, Brokers, 
1836 Euclid Ave., Cleveland 15, Ohio 








Over 60% Off! 


Brand new $200.00 show- 
cases for $75.00... brand 
new $60.00 flush type 
counters for $24.00. Yes, 
brand new .. . in their 
original crates in Grand 
Rapids, Michigan. The rea- 
son? We ordered too many 
... more than we could 
use. We're clearing them 
out at a fraction of their 
original worth or today's 
replacement cost. For full 
information write: 


Address Box N-598, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








FOR SALE: HARDWARE STORE. For « 


tails write care of P.O. Box 237, Lead, So. D 


WANTED — HARDWARE AND _ PAINT 
STORE, in South or Southwest. Please state in- 
ventory, yearly volume, price wanted and reaso 
for selling in first letter to Box N-624, care of 
HARDWARE AGE, 100 East 42nd St., New Yorl 
17, N. ¥ 





WANTED 
HARDWARE STORE 
in New Jersey, Eastern Pennsylvania, or 
Southern New York within 125 miles of New 
York City but not located in a big city Will 
deal only with owners. Any 
be held strictly confidential 
Address Box N-612, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


information will 

















HARDWARE STORES WANTED 
Anywhere in the U.S.A. 
Substantial Cash Buyers Waiting 
No obligation to list with us 


GOLDEN BUSINESS AGENCY 


Est. since 1918, Founded on Fidelity 








| __ 2525 BROADWAY, NEW YORK 25, N. Y._] 








WHEN YOU WANT TO BE HEARD 





Speak to the right "class"—in 
the Classified Opportunities 
Section of 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 
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What does he mean—‘‘One of us’’? 


You know what he means. Joe spells his name right. 
His religion is right. His folks come from the right 


part of the world. 
Yes, maybe Joe is O. K. 


But the fellow who says “He’s one of us’’—that fel- 
low isn’t O. K. He’s intolerant. Blind, unreasoning 
prejudice makes him think he’s better than some- 
body else. 

In your employ there may be some prejudiced folks 
like this. They may work for you... but they don’t 
work fogether with others for you. Not very well they 


don’t. And you ought to do something to show them 





Post these 
messages in 





1. ACCEPT —or reject — praple on ther undindal worth 


a public 2 erties ye on epreed, romans agua! 9 13 
lace! 3 SPUAK UP whewrer we oe, agua pec and 
Copies are work lor understanding. 
Remember — 
FREE! THAT'S BEING AN AMERICAN 
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how wrong they are. You ought to do it for America’s 
sake... for your own sake. 


The Advertising Council is asking you to join hands 


with it in promoting fair p/ay to all regardless of 


race, religion or national origin. 


Display one of these posters in your office or your 
factory. Let men and women of good will know that 
there are other men and women of good will who 
believe as they do. 

Help make yours a more friendly community in which 
more personal and direct methods may flourish and 


take root. 


It will serve you while it serves America. 


HARDWARE AGE 


write to 
THE ADVERTISING COUNCIL, INC. © 25 W. 45TH ST., NEW YORK 19, N.Y. 


A non-profit organization representing all phases of adver- 
tising, dedicated to the use of advertising in public service. 


Accept or reject people on their individual worth. 
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LaGRANGE SELECTOR WHEEL RACK 
Of Quality Rubber Tired Steel-Disc Wheels— 


A self-service sales rack, dis- 
plays 7 types of our 9 best 
selling steel disc wheels from 
4" to 10" diam. Load capac- 
ity 70 to 250 Ibs. Total 30 
wheels with semi-pneumatic 
puncture-proof and extruded 
solid rubber tires. Also with ball 
bearings for !/." and 3%" axles. 
Ready seller to the ‘Handy- 
man” who makes his own carts, 
wagons, outdoor furniture, 








trucks, 
Rack sent FREE with order for 30 wheels. 
wheel circular and price list which gives complete information. 


light portable tool trucks, wheel- 
Send for 


barrows, etc. 


|_LaGRANGE METAL PRODUCTS, HILLSIDE, ILLINOIS 


RE-SEAT FAUCETS EASILY 
WITHOUT REAMERS, TAPS, RE-SEATERS 


Just install CLEVALVE in place of old stem, you 


get NEW SEAT, also new threads and new stem 

















complete in one unit. No reaming, resurfacing or 
tapping needed. Completely rebuilds 90% of faucets | 
in use. Anyone can install without special tools. 
2 models: B—metal to metal seat 
R—rubber seat 
—ia Left or right hand 
tit] The original faucet insert. Our 13th year. 
+44 If your jobber cannot supply you, write direct | 
" He /E 
J LEVAY 


To | 
THE CLEVELAND VALVE CO., CLEVELAND I1, 


Copyrighted 1950, Cleveland Valve Co 


SEVEN - TOOLS-IN-ONE 


Imported from Solingen, Germany. 

Hot drop forged steel, 

Mirror Nickel Plated, 

6°, inches long individ- 
ually boxed. 


OHIO 








Suggested Retail price $2.25. 





Dealer’s price $1.50. 


JOBBERS' DISCOUNTS 
ON REQUEST 


A 1 | 
y/ i) f= mere me 


New York 12, N. Y. 

















Genuine DOMES of SILENCE 


SLIDE SILENTLY — SOFTLY — SMOOTHLY 


10c SET SAVE FURNITURE & 
FLOORS-CREATE QUIET 


"*Domes of Silence"’ 
Glide. 


50c SET - 15c SET - 


Name 
on each genuine 


Domes of Silence 
Rubber Cushion Glides 
Marble, Cement and Bathroom Floors. 
Sizes for metal beds, wood beds, large 
furniture. 


For Tile, 
Noiseless 
s and all 


Ask your Jobber. If he is not supplicd write to 


DOMES of SILENCE, Inc., 35 Pearl St. N. Y. C. 
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A 
Accurate Mfg. Co. .. 147 
Aladdin Industries ........ 51 
Aluminum Industries, Inc. ......... 16 
I TES vccesercdicccaces 194 
American Chain & Cakle Co. .... 66 
American Fl. Surfacing Mch. Co..167 
American Grease Stick Co. ... 140- 
American Import Co. 187 
American Mfg. Co. ........ 95 
American Thermos Bottle Co., The. !45 
Ames Baldwin Wyoming Co. 137 
Anchor Wire Corp. ........... 179 
| Animal Trap Co. of America 138 
| Archer-Daniels-Midland Co. 32-33 
Armstrong-Bray & Co. 174 
Atlantic Tubing & Rubber Co 131 
i} 
Barcalo Mfg. Co. 4 
Barr & Co., W. M. 166 
Ben Hur Mfg. Co. 116 
Bennett-lreland, Inc. .... 181 | 
Bergman Tool Mfg. Co. Inc. 48 | 
Bernz Co., Inc., Otto 46 
Billings & Spencer Co. 183 
Blair Mfg. Co. 186 
Brearley Co. , 18} 
Bridgeport Hdwe. Mfg. Corp., 
The mare 109 
Bronson Reel Co. 38-39 
Brushwise Corp 187 
c 
Calf-Teria Co. 186 | 
Casco Products Corp. 24-25 
Central Can Co. . 164 
Champion Hardware Co 119 | 
Chapin Mfg. Works, R. E. 135 
Chattanooga Impl. & Mfg. Co 128 
Cheney Hammer Corp., Henry 153 
Chevrolet Motor Division 161 
Chicago Die Casting Mfg. Co. 48 
Chicago Wheel & Mfg. Co 132 
Clark Mfg. Co., J. L. 52 | 
Clark Co., Robert H. 136 
| Cleveland Chain & Mfg. Co. 3 
Cleveland Valve Co. 192 
Colonial Brush Mfg. Co., Inc. 47 
Colorado Fuel and Iron Corp. 115 | 
Committee on Steel Pipe Research.125 
Congress Drives Div., Tann Corp. . 46 
Connecticut Valley Mfg. Co. 46 
Cummins Portable Tools Div., 
Cummins Business Machines 
Corp. 194 
D 
Dakota Steel Prod. Co. 155 
Davis Corp., G. W. 9 
Dayton Bait Co. 139 
Decatur Pump Co. 13 
Diamond Calk Horseshoe Co. 175 
Disston & Sons, Inc., Henry..... 30-31 
Domes of Silence .......26.00.0. 192 
Dow Chemical Co. .........00+ . 63 


Doyle Engineering Co., J. G. 60 
Durham Co., Donald asia 178 
Duro Metal Products Ce., 
Small Tool Div. y » 193 
E 
E & J Enterprises 186 
Everedy Co., The % 
F 
Fasco Industries, Inc. 114 
Fiske Brothers eaniieied Co. Lubri 
plate Div. : 105 
Foster Aluminum Alley, Products 
Corp. ~ 172 
Frisch & Co., Inc. 179 
6 
Gardner Wire Co. ‘ 187 
Gensco Tool Div., General Stee! 


Warehouse Co., Inc. ...... 146 
Geuder Paeschke & Frey Co. 121 
Gilbert Plastics, Inc. 139 
Gilmer Co., L. H. 169 
Gladding & Ce., Inc., 8.F. 139 
Globe-Union Inc. 105 

| Goodrich Co., B. F. 18-19 
Goodyear Tire & Rubber Co., Inc. !! 
Graham & Co., John H. 5, 113 
Great Neck Saw Mfgrs. Inc. 183 
Griffin Co., G. W. 5 
Griffin Mfg. Co. 177 
Griffon Cutlery Works, Inc. % 
Grumbacher Inc., M. 193 

H 
Hall-Wessel Co 15! 
Hallmark Watch Corp. 151 
Hanson Scale Co. 134 
Hillerich & Bradsby Co., Inc | 
Hodell Chain Co. 10 
Hoppe, Inc., Frank A. 15! 
Hornet Inc., Div. of Ridge Tool Co. 50 

| Horton Mfg. Co., The ; 50 
Hurd Lock & Mfg. Co. 193 
Hustler Corp 15! 

| 
Ideal Display Fixtures, Inc. 163 
Independent Lock Co. 69 
Ingersoll Steel Div. 187 
K 
Kautzky Mfg. Co. 165 
Kay-Tite Company 45 

| Kedman Co. . 169 
Kees Mfg. Co., F. D 194 
Keil Lock Co. . 22 
Kester Solder Go. 123 
Keuffel & Esser Co. 40 
Kilgore Mfg. Co. 117 
King Pneumatic Too! Co. 154 
Kingston Products Corp. 193 
Klein & Sons, Mathias 58 

L 
LaBelle Industries, Inc. 186 
LaGrange Metal Products 192 
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Lambert Products Co. .. 130 
Lamson & Sessions Co.............122 
Langley Corp. ............ —— . 
Larson Co., Charles O. ........... 62 
Lavelle Rubber Co. icing 
Lewis Engineering & Mfg. Co., The 6! 
Libbey-Owens-Ford Glass Co. .... !7 
Lodge & Shipley Co. <n eose 
Lombard Governor Corp. 183 
M 
Marshalltown Trowel Co 183 
Mast-Foos Mfg. Co. ... 165 
McGill Metal Products Co. 178 
Metal Engineering Co. .......... 49 
Metal Textile Corp. (ata eid 
Metaleid Co., The pavaeat ae 
Michigan Chemical Corp. ... 20 
I Ge TOE Sc nscwoneentecis 108 
Miller, Inc., Robert E. 192 
Miltenherd, te. Bo .......scccece 192 
Minute Mop Co. ; 183 
ne WOR WE. ....iicsccscesices ci) 
Myers & Bro. Co., F. E............ 194 
N 
National Can Corp. ...........+-- 77 
National Electrical Mfgrs. Assoc. . 53 
National Enamel & Stpg. Co. .... 12 
National Lock Co. ... swat 23 
National Mfg. Co. ‘ 8 
New York Wire Cloth Co. 6-7 
Newman Mfg. Co., Inc. 130 
Nicholson File Co. 64 
Noble Mfg. Co., Inc. 187 
Noblitt-Sparks Industries, Inc 35 
Norgene Mfg. Co. 34 
° 
Ohio Products Co 184 
O'Malley Valve Co., Edward 183 
Owens-Corning Fiberglas Corp. 21 
Ox Fibre Brush Company 54 
Pp 
Pan American Metal Prod. Co 127 
Parker Hardware Mfg. Corp., S... 52 
Parkersburg Steel Co. 106 
Patterson-Sargent Co. 55 
Peerless Freezer Co., The 144 
Penn Metal Ware Co. 140 


——? Plate Glass Co., Paint 
1v. ° eee 


Plumb, Inc., Fayette R .. 195 

Poly-Choke Co. ....... one ae 

Porter Cable Machine Co. ....... 57 

Premax Products Div. ..........-.. 184 

Price-Pfister Brass Mfg. Co........ 15 
9 

Quijada Teol Co. . 179 


Red Devil Tools .. . 187 
Red Head Brand Co. ............. 28 
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Remington Arms Co., Inc. coca 
Republic Steel Corp. . : 56 
Riegel Textile Corp. ; 133 
Roberton Division ‘ 154 
Robinson, Inc., Edward E. 171 
Rogers Isinglass & Glue Co. 62 
Roline, Inc. 46 
Royal Electric Co., Inc. 147 
Ruby Chemical Co. ..... 183 
Rudolph Poultry Equipment Co. 187 
Ryerson & Son, Inc., Jos. T 141 
Ss 
Safe Padlock & Hardware Co. 152 
St. Louis Cordage Mills 95 
Samson Cordage Works 129 | 
Schlage Lock Co. 59 
Schwartz Mfg. Co. 126 
Shakespeare Co. i 
Shapleigh Hardware Co. 196 
Sharon Bolt & Screw Co... 141 
Sheffield Bronze Paint Corp. 177 
Sheffield Steel Corp. ... 173 
Shelby Spring Hinge Co. 134 
Skilsaw, Inc. 4l 
Sohi Tool Co., Inc., The 186 
South Bend Toy Mfg. Co. 185 | 


Southington Hdwe. Mfg. Co., The. .169 
Sprunger Bros., Inc. . 142 


Stanley Electric Tool Div 168 | 
Stanley Tools ....... 43 
Sratton & Terstegge Co 26 
Superior Fastener Corp 141 
Swit & Co (70 
T 
Tatcher, Ernest 157 
Toro Mfg. Corp 98-101 
Turnbackles, Inc. 174 
Turner Brass Works, The 143 


Turner & Seymour Mfg. Co 143 | 


U 
Universal Price Marking Systems . 177 
Upson Brothers, Inc 48 
v 
Vaughan Mfg. Co. 34 
Vital Products Mfg. Co., The 186 
Ww 
Warren Tool Corp 42 
Waterloo Valve Spring Compressor 
°. ‘ 58 
Western Tool & Stamping Co. 142 
White Mop Wringer Co 52 
Wilcox Crittenden & Company, 

Inc. DOI Orr 136 
Williams Co., The : 107 
Wooster Brush Co. mer 2 
Wooster Rubber Co. .... é2 


Wright Steel & Wire Ce., G. F. 60 
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POPULAR PRICE | 
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Send for Descriptive Folder. 
Order from your Jobber 


BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 


Lacquering 


E- a hex 
a A 4 
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No stock of fishing equipment can 
be considered complete without 
the modern Hurd Caster and Super 
Caster. These items will bring you 
new business— additional sales 
to fishermen who want the finest. 


Available Through Your Local Jobber 


Pat. 0145625. Other Patents Pending. The right to make 
specification changes ts reeery ed, without obligation 


HURD LOCK AND MANUFACTURING CO. 


DETROIT 2, MICHIGAN 


IN THE: & 





MARKET 


’ (@) SN . Z, 
« FOR COMPLETE 















































INFORMATION 


KINGSTON PRODUCTS CORP., Hwd. Div. A-ls Kokomo, Ind. 









DURO METAL 


2649 N. Kildare Ave., Chicago 39, lll. 


| — 
Y | : 
Yale & Towne Mfg. Co. 3 | Also Makers of DURO Machine Tools 


When you call for 


PRODUCTS CO. 


193 








a4 DEALER- DES/GNED DEAL 


= —thati Cummins 


* & & PRESENTS & & oe 
A UNIVERSAL REVERSIBLE SCREWDRIVER lai, PORTABLE TOOLS 


ry A Single Tool—A 5 Way Purpose - | 2 j Here's the line that's selling for dealers 


* : TODAY! Customers like the extra value 
To Retail For 75¢ PS they get for their dollars . . . from 


‘ _s ° } modern quality construction, to the 
The Amalite Reversible Screw- leading featuresofhigher-priced tools. 
driver hee « large Two Tone nf Model 150—¥Y%-inch pene like the broader — 

2 fe _ : General Utility Drill—$20.95 steady turnover, aggressive merchan- 
(Amber & Black) Plastic Handle dising help, greater profits, that 
made of the NEW SLO-BURN- LED cureins gives ‘em. It's a dealer- 


designed deal that's paying off NOW 


ING TENITE. : << F Interested? 


The Blade is made of 14” Tool ' ll CUMMINS PORTABLE TOOLS 
; avi ; , ats S ie 4740 North Ravenswood Avenue 
Steel, having a Regular Cabinet moe Le | Chicago 40, IMlinois 
tip at one end and a Recessed we 

> = Model 200 
Point at the other end. This Re- Yz-inch Drill—$39.95 
cessed Point fits both the Phillips 
and Reed & Prince type screws re- 
quiring the No. 1 & No. 2 point 
screwdrivers. 








See your jobber for the tool Model 425 Model 607 BalanSaw—$62.50 
with the Universal Use. Y%-inch Drill—$33.00 ($68.00 with steel case) 


ii i otro ae 4 | ASH YOUR JOBBER! 


1884 Pitkin Ave. Brooklyn 12, N. Y. 

















METAL 
BUILDING 
CORNERS 





water bee es -_ 
systems a 5 = J SAVE TIME, MATERIAL 


Kees building corners of weatherproof 
28 gauge Zincgrip and aluminized 
— . steel give frame building corners that 
BEST SELLERS ’ “mitred look’’ without the slow, ex- 
pensive work of cutting and fitting 
eee right down the line! ends of the siding. Metal can scarce- 
You’re set to sell every water system ly be seen after building is painted. 
prospect with the complete Myers line :. ie = 
of Ejecto and Reciprocating Types. m= fe.| FIT TIGHTER, LAST LONGER 
They offer capacities to meet every . a fA ol. a 
possible requirement. They rate second 
to none in buyer preference — because 
their exceptional quality is nationally 
known. Get 
Myers Water 
Systems out in 
front in your ‘ 
store. You'll see : : ALL SIZES, MADE-TO-ORDER 
them move out ‘ - 
fost... and 
steadily! 


Lower flanges of Kees metal building 
corners overlap and make tight joints 
at lower edge of boards. Kees build- 
ing corners prevent joints from open- 
ing. No moisture can rot the siding 
as they are completely covered. 


Kees has the most complete line of 
metal building corners—sizes and pat 
terns for all widths and thicknesses of 
lap-siding and for the more popviar 
patterns of drop siding 





ORDER FROM YOUR JOBBER 
Since 1874 Write Dept. HA-2 for Free Catalog 


F. D. KEES MFG. CO. 


BEATRICE NEBRASKA 


HARDWARE AGE, JANUARY 26, 1950 





Catalog 
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